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Two Chalices Recently Made for Christ Church at Strehlen, Dresden, Germany 
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«DELLA ROBBIA=- 
+ DESIGN + 


| IN 
AX\M/NV - SOLID: SILVER. 





LUCA DELLA ROBBIA 


Here is the new Della Robbia Design in Alvin 
Sterling Flatware. 


It is the result of capable, present-day silver- 
smiths inspired by the unsurpassed artistry of 
that famous sculptor Luca Della Robbia. 


Aside from its sterling qualities and its excel- 
lent construction, the Italian motif, character- 
istic of the pattern and rich in its historical 
derivation, lends a charm untiring to the eye. 


“A DISTINCTIVE PATTERN 
for 
THE DISTINCTIVE STORE” 


ALVIN SILVER COMPANY 


FACTORIES — SAG HARBOR, N. Y. 


20 WEST 47th STREET 20 MAIDEN LANE 
NEW YORK 


SAN FRANCISCO 
209 Post Street 


CHICAGO 
10'South Wabash Ave. 
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Some Interesting Facts About Dalmatian Jewelry, Metal 
and Pearl Work 














“6 ESIDES laces, the Dalmatians have 
brought their precious metal work 
and jewelry technique to extraordinary de- 
velopment, as the Dalmatian tribal costume, 
for both sexes, calls for a complement in 
metallic decoration of established and rich 
measure.” Thus states Prof. R. Rucklin in 
a recent issue of the Deutsche Goldschmiede- 

Zeitung, and continues: 

“In tiny, dark booths of the oldest houses 
in Cattaro, Sinj, Sebenico, Ragusa, Zara, 
Spalato are found true art workers in fili- 
gree and precious metal work of all kinds 
whose ancestors for generations have held 
on to the same heritage, the same old tools, 
forms, technique and ornament. These gold- 
smiths come yearly from the towns to the 
small parishes, stay there for several days, 
sell, buy, make repairs, and take broken ob- 
jects in exchange. In order to make sure of 
business, they must keep to the customary 
patterns of each respective district uncondi- 
tionally. For the most part these are old 
Slavonic dynasties in which the ownership 
in technique and stock of modes have passed 
from father to son. 

“The jewelry trade in Dalmatia takes on 
very different shapes: We can often find 
green-grocery women having, between their 
baskets, a display of old, good jewelry for 
sale, as the market people generally carry 
on barter in pieces of costume frequently. 
On the other hand, merchants often gladly 
take old jewelry from creditors instead of 
payment, as they have a determined current 
value and are quickly returned to the peas- 
ants. The Dalmatian of the old school parts, 
anyhow, rarely with his property in jewelry 
except in dire need, for it is a life necessary. 

“It is interesting to know that the pat- 
terns and construction of the old Slavonic 
jewelry that is found in excavations has a 
close likeness to the present peasant jewelry, 
in spite of centuries lying between their 
creation, says this author. The technique 
alone has changed: In those days casting 
was favored, today filigree work. In both 
periods alike the peculiar form of ring 
jewels for plaits of hair that fall down over 
the breast are found; also, the veil pins, but- 
tons, earrings. 

“One of the most charming specialties of 
Dalmatian goldsmithing art is the pearl 
make-up. In it are pearls that are fished on 
the home coast and mostly are, sooner or 
later, acquired from the fishermen. They 
are set up in rows, strung on gold wire and 
thus bent into scrolls and ornaments to be 
fastened to the dress decoration. They are 
small, white pearls, somewhat rough, with 
which specialists devise a mounting and 
usage that develop into great skill. Corals 


are favored in such work; they are often 
finely ribbed on the surface. Of genuine 
stones carnelian and smoky topaz are seen, 
occasionally also a rose-red ruby. But, as a 
rule, only cheap glass stones appear; force- 
fulness rather than elegance is the effect. 
Spherical buttons of truly rich, choice forms, 
filigree chains, pins for the hair, and pins 
for the caps and head-kerchiefs are the most 
favored jewels. Rings of manifold kinds are 
a common peasant property; Sundays the 


Dalmatians wear a ring on each finger, even” 


several massive rings engraved or decorated 
with glass stones. In general, the Dalma- 
tian is fond of mobile, sporty, tinkling 
jewels. Hence the love for using coins as 
jewels, among them often valuable antique 
originals. 

Often reliquaries are mounted in place of 
coins. Women and girls wear magnificent 
helt buckles, in two and three parts, their 
outline mostly reminding of the Indian palm- 
cette ornament. Neat gold-filigree balls 
strung in long chains are worn in a breast 
jewel of broad members, often square across 
the breast, often hanging vertically. End- 
less are the rich and many-membered neck 
jewels after Oriental style in numerous tiers 
passing round the throat and enriched with 
strings of pearls. Chief of all, what serves 
the passionate jewelry need of the Dalmatian 
is made of silver-gilt. There are, though, 
pieces of almost pure gold-filigree work, 
and these are made of expertly alloyed 
metal, gold-like substitutes. In Dalmatia, 
as well as in the neighboring Bosnia, are 
goldsmiths expert in alloys. The men, in 
so far as they remain true to the old cos- 
tume, wear as much jewelry as the women, 
only with the former it takes on a warlike 
character. In the district of Risano the 
men wear a vest of purple velvet that is 
often of the most charming pattern; it is 
so richly ornamented with small gilt silver 
plates that an outstanding breastplate is pre- 
sented. Other vests are armored with hemi- 
spherical silver buttons. In northern Dal- 
matia scarlet cloth jackets are the festival 
dress, covered with coins and silver buttons. 
To it are added a defensive broad belt for 
the lower part of the body; it is constructed 
of a leather plate closely studded with leaden 
nails in rich decoration. As substitute for 
this is used a belt that is wound four to six 
times around the body. This is either dec- 
orated with metal or consists entirely of 
flexible metal members. ; 

Of splendid and rich effect is the women’s 
costume, especially one of a kind of breast 
decoration which is composed of a great 
number of silver-gilt agraffes that are sewn 
alongside one another in rows on strips of 
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red cloth. Great, neatly membered ear drops 
are worn commonly; they are embellished 
with gold, silver, pearls, enamel and stones. 
The richness in patterns of just this piece 
of jewelry in Dalmatia is astonishing. 

Outside of jewelry the Dalmatian gold- 
smith carries on the creation of arms decora- 
tion as well as of some church utensils. 
Utensils for household needs or artistic ves- 
sels hardly come within his view. Weapons, 
such as pistols, knives, sabre hilts and 
scabbards are decorated with the richest of 
engraving, castings, repoussé and filigree 
work; herein are presented, largely, orna- 
mental patterns of the 18th century. Sacred 
pictures in silver repoussé work, as done in 
Cattaro, follow a fixed ancient tradition. 
Of such are household altar pictures in cast 
‘bronze in strict archaic make-up. Little sil- 
ver or brass lamps also are creations for 
household altars. 

“It is a picture of fairy-tale richness that 
the Dalmatian peasant art in its bloom af- 
fords us,” says Prof. Rucklin, “but to main- 
tain its life will not be possible; yet what 
‘t has created of durable worth should not 
be allowed to be forgotten.” 








Jet 





ET is a substance of organic origin and 

has been defined by the U. S. Geological 
Survey as a “dense black lignite, taking a 
good polish, and sometimes used for 
jewelry.” Jet is characterized by the 
lustrous, intense black surface it displays 
when polished. It is due to this property 
that the expression “jet black” is so com- 
monly used to imply intense blackness. 

The physical properties of jet vary some- 
what with locality, but in general conform 
to the following description: 


Color—Dull to brilliant black. Thin sec- 
tions appear red by transmitted light. 

Hardness—3 to 4. 

Streak—Light brown. 

Luster—Resinous 

Fracture—Conspicuously conchoidal. 

Tenacity—Brittle to slightly sectile. 


Jet possesses fair dielectric strength and 
is a poor conductor of heat. When rubbed, 
it acquires a static charge and draws par- 
ticles toward it; from this property it has 
probably acquired the name “black amber.” 
It ignites readily and burns with a brilliant 
smoky flame, which gives off a strong 
bituminous odor. 

The approximate analyses of typical 
American and British jet is as follows: 


American British 
Moisture ........ 1.2 an 
Volatile matter... 76.2 74.6 


Fixed carbon . 21.6 22.8 
FIGS sors i esresse 1.0 0.5 
100.0 1000 
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DIAMONDS 


Announce the removal 
of their New York office 
from 68 Nassau St. to 


2 W. 40th St. 


Diamond Cutting Works 
68 Hunters Point Avenue 
~ Long Island City 





=<@WS= 

















= = 








CHICAGO: 31 No. State St. 





AMSTERDAM: 16 Sarphatistraat 
ANTWERP: 48 Rue Simons 
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Getting the Index to Customers’ Buying Mentality 





By H. P. Bain* 






































UALITY merchandise has this asset and 

for which it is worth the investment 
aside from the profit—it furnishes a basis 
for establishing the status of a customer’s 
“desires.” 

The fact that a customer may look over, 
let's say a two dollar assortment of mer- 
chandise, make a selection, plank down the 
two dollars, and, to all intents and purposes, 
satisfied, is no indication that his “desire” 
has been satisfied. 

Satisfying the “desire” is 75 per cent. of 
the much valued good will of the “satisfied 
customer.” 

When I was conducting a retail store, I 
contributed much of our success to first gain- 
ing an index to our customers’ buying men- 
tality. We did this by showing quality 
goods. We did not always put across a sale 
for a piece of high priced merchandise, but 
we seldom lost a sale for a popular priced 
article after showing the quality kind. Then, 
too, we found this—that we gradually se- 
cured, and from this same trade, purchases 
for better quality goods. 

We made the experiment by starting in 
with small stocks of better grade goods and 
offering these first. 

Of course, we always told a well rounded 
out sales story for the better goods. From 
this we discovered that back in the mind of 
the buyer was a certain desire for “pride in 
ownership,” and even though the customer 
could not afford the merchandise, it seemed 
to please him to know that we anticipated 
his love for better things. 

Thus we acquired an index into our trade 
—we knew what they wanted and what they 
could afford to buy. Thus we sought in the 
markets grades of merchandise at prices our 
customers could afford, but in quality 
nearest their “desires.” 

We kept close watch over this and at the 
end of the year I found we had made a 
material change in the quality of merchan- 
dise carried. We had built up our lines on 
a quality basis and at the same time had re- 
tained our established trade. In other words, 
our trade had grown with us. We found 
also that our salesmen were better able to 
interest new trade. We found new faces 
returning who became regarded as our 
“regulars.” 

We discovered as a third point that we 
were able to handle our trade with greater 
speed—make the sale more quickly. We, 
therefore, installed a form of clerk educa- 
tion, which we elected to term, “Indexing 
our customers’ buying mentality.” The idea 
of this being to learn quickly the customers’ 
point of “desire,” or, as we listed it, “Peak 
of desire’—then working back from this. 

I find this plan in vogue in many well 
Organized stores, but I wonder if it is a 
thought out plan or just clever work on the 
Part of the salesman. One _ unfortunate 
thing I found, after entering the field as a 
traveling salesman, was that the average size 


*General 


Co , Toledo. 


Manager, Habanix Leather Products 


store neglects many scientific plans of mer- 
chandising because they deem their sales 
force too small. That is a great mistake. A 
definite system of clerk sales plans, clerk 
education or sales principles—call it what 
you may—is as applicable to a store of one 
salesman as to a store of a hundred. 

What we all want is to build—build big- 
ger. This “bigness” must first be in the 
mind. Plant it there! It will take root, 
grow and flourish. 

When in the retail end of the game, we 
never lost sight of the fact that we would 
have a big store and since entering the 
manufacturing business, I have never lost 
sight of the fact that we are a big concern. 

We are in an age of merchandising when 
quality is the acid test—not of the goods, as 
one supposes—but that survival of the 
fittest, as it is spoken of. By survival of 
the fittest, in this case, I mean the actual 
growth of the retailer and of retailing. 
3uying must be cultivated. We have to 
cultivate it by quality goods. 

Let’s ask ourselves, what will be the buy- 
ing status of the public 10 or 25 years 
hence. It is in the making right now. 
Our whole business fabric, after all, is con- 
structed out of buying. The public must 
buy, or we stagnate. We must buy good 
goods or we lower the earning power of our 
people. 

No other one thing will do more to fight 
off the influx of cheaply priced foreign 
made goods into our American market, than 
to cultivate a desire for quality. We must 
strive to more and more have the people 


appreciate the good in what they buy. Back 
of this, is “pride in ownership.” There is 
our most valuable national asset. The 
American public is a proud public. This 


can be fostered and be brought to such a 
point that our public is satisfied with noth- 
ing short of the best—the actual best for 
the dollar invested. Then we will have fixed 
a stabilized market. 

I am trying to give to the manufacturing 
interest what I discovered as a retailer. 
I believe we need more retail men in manu- 
facturing—or, at least, we need more of 
the appreciation of retailers’ problems and 
build merchandise with “retailing” built 
into the goods—and built in at the factory. 








Business in German Solingen cutlery, ac- 
cording to reports received from Berlin, is 
not very flourishing. The financial crisis has 
forced firms having orders to reduce pro- 
duction. The amount of orders being 
booked is small and unemployment is in- 
creasing. While regular orders of small 
size are being received from the United 
States, France and Belgium, who have been 
doing a large transit trade in Solingen goods, 
are canceling orders. Czecho, Austria, 
Italy and Spain are buying very little at 
present. Cutlery business in Solingen goods 
with the Near East is slack and trade with 
Russia is hampered by political differences 
between the two countries. 
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Cameo and Intaglio Tests 





HE clever fakes of ancient glyptic art 

produced in the last few centuries defy 
detection by any but the experts. Perhaps 
the best exposition of the subject for the 
lay collector was what appeared from the 
pen of Cyril Davenport, F. S. A., of the 
British Museum some time ago in the Con- 
noisseur. He says: 

“As a rule, an antique gem is very thick 
for its size and perhaps this quality of thick- 
ness is as favorable a preliminary sign as 
any. A good deal of reliance may be 
placed on a microscopical examination of 
the polish of a gem. If with a good glass 
the polish shows rough scratches, especially 
circular ones, there is little doubt that the 
gem has been artificially dealt with. If, on 
the other hand, there is a simple delicate 
dullness in places, that is so far a favorable 
sign. Repolishing old gems was one of the 
favorite tricks of the Renaissance forgers, 
but now, in view of the more _ recent 
forgeries, Renaissance work itself is of con- 
siderable value. 

“Signatures on gems bear little authority; 
they have, moreover, been very largely 
added to old stones in Renaissance times. 
Square Greek letters, which are very com- 
monly found, were easily cut by means of a 
diamond point, and both these ways were 
used in antique, as well as in modern work, 
and there is practically no apparent dif- 
ference between the old and new workman- 
ship methods, 

“There is one form of signature, however, 
which is undoubtedly contemporaneous with 
the gem on which it appears, and that is 
the signature in relief on a cameo. If an 


‘ancient cameo has not been touched since it 


was made the high parts will show a con- 
siderable amount of dullness, but cameos 
have always been very highly valued and 
carefully kept, and consequently show less 
signs of wear than might be expected from 
their age. Ancient intaglios are invariably 
small; they rarely exceed the size of a large 
ring stone, but cameos may be any size. 
The largest known cameo, representing the 
triumph of Bacchus, now at the Vatican, 
measures 16 inches by 12 inches. 

“The fact that an intaglio is cut by the 
diamond alone, although such work was no 
doubt largely done in ancient times, cannot 
of itself be taken as meaning much, as both 
Natter and Sirletti executed work in the 
same way, but what they could do others 
could do. Many of Sirletti’s diamond-cut 
gems are known to have passed muster as 
beautiful antiques, and if they did so in his 
time they may all the more easily do so 
now. The polish in the interior of an 
intaglio is often cited as a sure test of 
antiquity, but this is not the case, as the 
polishing can be done with a soft point of 
copper, ivory or wood, fed with emery, 
tripoli, or rotten stone and oil used with 
infinite patience.’”—C. W. C. 








It is reported in London, Eng., that new 
diggings near Zeekoefontein in the Trans- 
vaal have produced diamonds of a fine qual- 
ity and that there is a rush to get in on 
ground in the locality. One of the diamonds 
turned up has been valued, it is said, at more 
than $5,000. 
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The All-Season Unquestioned 
Gift — Quality— 
The All-Season Lorsch 
Seller Guarantee 




















— In Touch With Other Designs 
IN REGENT PEARLS — 


REG. U.S PAF. OFF. 


Another Distinctly New Creation 
In the Pearls of QUALITY 
At a Price That ‘‘Sells’’ 


A 3-STRAND NECKLACE— 
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FASTENED WiTH A SITONE-SET 
SAFETY CLASP, ENGRAVED 
STERLING SILVER SETTING— 
STONES IN ASSORTED COLORS 


Style 112 


$ - Complete 


SUBJECT TO 
Jewelers’ Circular 


he 


Onpers and RE-ORDERS 


to date prove its pulling power— 


A QUALITY offering 


At an admittedly LOW price— 


Allowing good margin for you—and an 


UNMATCHABLE  “tleader-price” 


to your trade. 
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See Your 
Jobber — 





Main Offices and Salesrooms: Lorsch Bldg. 
35-37-39 Maiden Lane, New York 
Uptown Salesrooms: 24-26 West 36th St. 


ALBERT LORSCH & CO,wc 


PACIFIC COAST: 
LEE & KIERSKI 
704 Market Street 
San Francisco, Cal. 


CANADA: 











OR SEE US P. W. ELLIS & CO., LTD. 
Branch Office: 131 Washington Street 31-37 Wellington Street, East 
Providence, R. I. Toronto, Can. 
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Reviving the Art of Engraving 





By George A. Banner* 




















N a recent article in THE JEWELERS’ CiRCU- 
LAR on “Thoughts On the Lettering of 
Silverware and Gold Goods,” which by the 
way was very interesting, especially to one 
who has spent a great many years at the 
trade, comment was made upon the artistic 
possibilities in correctly lettered silverware. 
Now as further comment on this subject has 
been requested | take advantage of the op- 
portunity to discuss the subject. 

The writer has been in the jewelry trade 
all his life in the capacity of engraver both 
in England and America and is of the opinion 
that if there is anything the jeweler has 
himself to blame for it is his neglect of this 
end of the business. Look at this subject 
from the standpoint of the engraver, the man 
who actually does the work. 

In the first place, if an engraver is worthy 
of the name, he is more than a mechanic— 
he is an artist of the highest order. His 
skill and ability costs him just as much 
thought as does that of the jeweler or 
watchmaker but his remuneration has gen- 
erally been much less, consequently no one is 
now learning the art and a good engraver 
will soon be about as scarce as the proverbial 
Dodo, 

What is the cause of this?—Simply the 
pernicious habit of doing engraving free. 
There is an old saying ‘That which you get 
for nothing is worth less” sums up the whole 
situation, 

Now any jeweler in the country will 
admit, if he is honest, the fact that the en- 
graving end of his business is not what it 
was formerly. This is a serious fact which 
the jeweler has to face and the very fact 
of any part going is a sign that more will 
follow. Why, for the simple reason that the 
jeweler when selling goods is so hungry for 
the almighty dollar that when he has sold 
the article he is afraid that he may upset 
what he has done through his inability to 
talk intelligently on the engraving. There 
you have the whole thing in a nutshell. 

Now, Mr. Jeweler, begin today and put 
your engraving on a proper footing. If you 
employ your own engraver talk the matter 
over with him and if possible have every- 
thing you sell engraved, as this prevents the 
cancellation of sales, a thing all too common 
at the present day. 

Then when you begin to talk engraving do 
so in a manner which will lead the customer 
to begin to see there is something to it. Read 
up on art types and design and lettering, so 
that you will not make the mistake of put- 
ting Japanese letters on a Greek vase or 
German capitals on an Etruscan spoon. 

Cut out as much as possible the use of a 
stereotyped sample card, these are not practi- 
cal. as the monograms on such cards are 
made up of combinations of letters that go 
Well together and when you try to make 
other letters look the same the result gen- 
erally is failure, 

Wherever possible have the engraver 
make a sketch to submit to the customer. 


*Author of “Practical Engraving on Metals.” 


This makes it more individual and impresses 
the customer to a great extent. File these 
along with the customer’s name after the job 
is done and it will bring repeat orders, 

Always pick a style of letter or monogram 
suited to the ornamentation on the article 
to be engraved, remembering the fact that 
this article is going to outlast its owner 
many years and will reflect upon his good 
taste long after he has gone. 

Nearly all silverware, either hollow or 
flat, is patterned after the Greek, Italian, 
I*‘rench, or German Renaissance, so that the 
style of letter or monogram chosen should 
be in keeping with the period of the design. 

The modern trend in lettering is for what 
I will call a mongrel letter, nondescript and 
wholly lacking in art as for instance the 
so-called Japanese alphabet which never saw 
Japan but had its origin in the United States. 
The letters best suited for engraving are 
Roman, Block, Gothic and Old English. 
Script is always unsuitable unless cut in 
ribbon form, which while not being a legiti- 
mate type has certain artistic qualities, but 
for true artistic beauty the block or Gothic 
monogram is the best. 

In my next article I will speak about 
making sketches. 

(To be continued) 








Imports of Clocks, Watches, 
Jewelry and Gems 
Toronto, Can., July 31—The monthly re- 
port of the Trade of Canada for April 
gives the value of imports for home con- 
sumption in jewelry, etc., as follows: 
Month of April 


Canadian 








rc mene esata 
1923 1924 
Clocks and watches: Clocks— 
Unite 1 Kingdom ......... $2,584 $922 
Onited SGHGW ..sskiicas 24,049 18.385 
PuRerINIS plarptasaie salem acaals- tarsi 243 141 
RSeHINOND cheve sae aGias<s 11,671 17,353 
TORE dah ae eameaeaiaiiews enoret 
MCCHOFIANES Sec essiccsccs.s er sae 
a 56 368 
CHE COURETIOR 5 hiik6 0550-5 Pee ee 5 
DOG i awsome . $38,063 $37,174 
Clock and watch keys, clock 
moverrents and clock cases- 
United Kingdom ......... $74 56 
United States ........... 10,070 9,476 
Other countries ........... 120 &34 
WOE” i iadwansensaas ees $10,274 £10,266 
Watches 
United Kingdom .......... $879 $49 
United State’ ses cesses. ; 609 865 
RUIN (sseraiuisiahac as a:3.S nse reece 750 
| a 8,841 6,099 
he 4,397 13.410 
Other countries ........... Schabon te 60% 
FORDE -pataereiteeeweeww es $14,726 $23,241 
Watch cases and parts thereof, 
finished or unfinished— 
United Kingdom ......... $2 $27 
insted: States ccscccasces 9,62 8,724 
France +0262. neleweate wees “oe Sie lait 
SWHECSIAGE siceveees esse 3.509 3,549 
Other ccuntries ........ aidaetays 
if. | eee er $12,573 £12,300 
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Watch actions and movements 
and parts thereof, finished or 
unfinished, including winding 
bars and sleeves— 




















United Kingdom ......... $491 $141 
United States <. os isc ccc 16,536 29,029 
UME elec yi ewhe ac ecaes i vattots senawa 
WWIMEGVINENE ok. kvid co ces cede $3,215 33,894 
Other countries .......... * 300 aueeies 
BO on sont wwetes eawee $50,742 $63,064 
Jewelry, n.o.p.— 
United Kingdom ......... $8,568 $11,065 
Usted Stee occas 71,777 59,260 
Czecho-Slovakia ........... 8,783 12,880 
PUM och ie dee taadeweina 2.886 1,934 
CI a CaN cidias owcdetns 901 1.599 
MR occa ado oid. dota ts wari ike 922 101 
(RGF COUMEEMD: ociscctesiscls Kaden 1,511 
MUU eve Sessrasvasee, $93,837 $88,350 
Electroplated ware and gilt 
ware, n.0.p.— 
United Kingdom ......... $11,330 $15,479 
United States .ccccccces 11,625 12,939 
ROM i 3 shang leew kdalwwe dso 20 701 
Other countries ........... 10 106 
ROGEE hoe oe cae he tasncas $22,985 $29,225 
Sterling or other silverware, 
n.o.p.— 
United Kingdom .......... $8,314 $7,865 
United States ........c00. 2,646 2,697 
P CUMCUM niooacacs bao Saas 300 
Other ccuntries ........... mca ately 158 
CC Nee a re een $10,966 $11,020 
Menvfactures of gold and sil- 
vr. n.0.p.— 
United Kingdom ......... $2,750 $431 
RIMMGe SHINS cicca eicerd en 6,298 8,200 
Other Commtrie® .. oicsccess 10 10 
ORG sca fale PE Senne $9,058 $8,641 
P ecious stcnes and imitations 
thereof, not mounted or set, 
?nl pearls and_ imitations 
the-eof, pierced, split, strung 
or not, but not set or 
m: unted— 
United Kingdom ......... $2,853 $4,568 
med SOMGE sc cesckacs 4,055 8,537 
Czecho-Slovakia ..........- muaacend ace 
gr PE Or eee 7,120 5,287 
CORN S ianacenndheateos's 579 1,766 
SOO cones derna-wastiolaseraale 6,440 4,283 
SWSSOTIN avd kono o0010.05,- boners 433 
Other countries ....0...-: 
ON wrutalewinc neiee lest $21,047 $24,874 
Diamonds, unset— 
United Kingdom ......... $71,688 $50,855 
Ce BONE hceweecns«s e raea 2 648 
POM” ki. dédieneeeeawelede 44,105 7,819 
France «ieee CE 3,985 awewats 
PRCUROWIAUNED 6.6.3.6 wbicwle ces:8 37,780 94,935 
Other countries 666666 cee: Spek! madmag 
BO? xepcatucée meres $157,558 $154,257 








Judge Hines of the Circuit Court in 
Noblesville, Ind., recently turned clockmaker. 
It all occurred when the 3,000-pound Howard 
clock in the courthouse would not keep good 
time. The court figured something was 
wrong so he and the custodian of the build- 
ing made the lofty ascent to the clock tower 
on top of the building. An examination of 
the ponderous works convinced the court 
there was nothing wrong with the mechanism 
but that a thorough cleaning might do some 
good. The clock had not been cleaned dur- 
ing its 46 years’ existence. The court 
secured the necessary oil and brushes and 
now the clock keeps good time. When the 
clock was purchased it cost $3,600. It was 
bought from the old firm of Booth & Jenkins, 
in business several years ago in Noblesville. 
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TRADE MARK REG.U.S. PAT. OFF. 


Two Distinguished Trade Marks 
Representing HELLER Products 


Meltah 


PEAR LSP 























MERICA’S premier 
line of pearl neck- 
laces, unequalled for high 
quality and outstanding 
value. A range of quali- 
ties at graded prices, with 
beautiful White Gold or 
Platinum clasps, presented 
in dignified display cases 
of Royal Purple Velvet. 
This trade mark of Heller 
pearls has been popular- 
ized by consistent adver- 
tising in both magazines 
and newspapers. 











TRUE Sapphire, identi- 

cal with Nature’s own 

gem, made under Heller 
patents by a process discovered 
in the Heller Paris Labora- 
to ies fourteen years ago. The 
Heller Hope Sapphire has the 
composition, color, hardness, 
brilliarice and other properties 
of the natural sapphire, but is 
much lower in price. Popu- 
larized by magazine and 
theatre program advertising 
as well as by enormous num- 
bers of press notices writren 
because of the unusual and 
wonderful nature of the gem 
itself. 
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The News from England 











Swiss Watchmaking Industry Concentrates on Variation in Patterns in Hope 
of Stimulating Demand—Visitors to Wembley Buying Silver and Plated 
Ware—Prices of Clocks and Watches Imported from Continental 
Europe to Be Maintained—Long Chains of Fancy Beads 
Vogue in London—Pearl Worth $6,000 Stolen 
from Wembley Exhibition 

















Lonpon, Eng., July 20.—The ambition of 
the Swiss watchmaking firms to supply a 
high quality article rather than a popular one 
for repetition trade of cheap values, is seen 
in the present concentration on the greatest 
possible variation in patterns whereby it is 
hoped to stimulate fashions in watches and 
make it necessary for the well-dressed man 
and woman to change their wrist watches as 
often as they do their clothes. The Swiss 
watch houses say that if it is possible to 
create a fashion whereby a different watch 
will be carried perhaps every day in the week 
to match dress or particular ceremony, so 
much the better. The Swiss watchmakers, 
of course, have had a rough passage since the 
war years, but they seem to have at last 
checked the decline in their watch and clock 
making industry and to have solved their un- 
employment problem. In 1916 they exported 
18,000,000 watch movements and watches. 
sy 1921 these figures had dropped to 7,850,- 
(00—1,000,000 less than in 1905. It is esti- 
mated that a watch is made in Switzerland 
every second, some 65,000 men and women 
now being employed in the industry. Norma! 
development now appears possible, export of 
watches having steadily increased since the 
slump year. The Swiss now are teaching 
the Chinese how to use watches. 

x Ox 

The Mount Morgan Gold Mining Co. of 
Queensland again shows a loss, although this 
time smaller than for 1922-23. The decrease 
is due principally to a bigger return of gold 
this year and more lucrative investments. 
The loss for 1922-23 was some $350,000. 
This loss has been decreased this year to 
around $75,000. The increase in gold pro- 
duced the past year totals 9,439 ounces. 

k * x 

The Times says that more than 81 per 
cent. of the gold produced by the gold mines 
of Canada comes from northern Ontario and 
that during the first quarter of 1924 nearly 
500 ounces of platinum, valued at $50,000, 
were obtained as a by-product from nickel- 
conper ores mined in that province. 

« * & 

The current selling prices to trade buyers 
of the precious metals are 68 cents for silver 
and $23.80 for gold. 

x x # 

The giant “golden” watch that for 20 years 
has been the feature sign of High Holborn 
has been taken down from the Waltham 
Watch Co.’s premises in conformation with 
certain regulations that are necessary and 
will be re-erected at the premises of Arthur 
Saundes & Co., Southampton Row watch- 
makers. The big clock was a daily land- 
mark for thousands of Londoners having 
business down Holborn way. 

* * * 


Visitors to Wembley are buying a good 


deal of high-class silver and plated ware, as 
well as cases and canteens of plate and cut- 
lery, intended as souvenirs and presents. 
The June exports of Sheffield plate and cut- 
lery show a value of $150,000 more than for 
the preceding month. 

* * * 

Prices of clocks and watches imported here 
from continental Europe are to be main- 
tained, according to Manchester wholesale 
jewelers, who see in this decision of foreign 
manufacturers an adequate counter move 
against the repealed McKenna duties which 
the trade here had anticipated would mean 
a big loss to it, since the continental manu- 
facturers would be able to undersell the 
watch and clock makers here. The Swiss 
Federation of Watchmakers now intimates 
that it is compelled to make a general in- 
crease in its prices in order to “stabilize the 
watch market in the interests of all connected 
with the watch trade.” This is an announce- 
ment welcomed in England by the trade. As 
one large Manchester house says: “It is a 
very good thing for everyone but the gen- 
eral public. Manchester watch and clock 
makers expected to be hit to the tune of 
several thousand dollars when they lowered 
their prices in order to compete with Swiss 
clocks and watches. By increasing their 
prices to the level of the English manufac- 
turer’s clocks and watches the Swiss makers 
pocket the McKenna duties at the same time 
enabling the watch and clock importers here 
to carry on under the protection of a sta- 
bilized market for clocks and watches. It is 
the most pleasant surprise Manchester has 
had in many a long day.” 

* * * 

A mid-Summer vogue in long chains of 
fancy beads in brilliant colors that blend ef- 
fectively with ecru-lace-and-muslin frocks 
has taken hold in London just now, and 
jewelers stocking the fancy beads find them- 
selves doing quite a big business. The 
scarlet Venetian bead, which, with the royal 
blue Venetian bead, is a prime favorite here, 
is strung on a dark blue silk eyeglass cord 
with cblong crystal beads in between. The 
royal blue Venetian beads are threaded on 
bright rose cord with a medallion of gold 
filigree to weigh the chain down. 

2 

The first gem theft since the Wembley ex- 
hibition opened in April was accomplished 
this week, when a $6,000 pearl was taken 
from the showcase of the mining section of 
the Australian pavilion under the eyes of 
several bystanders who thought the thief was 
an exhibition official. Three men are be- 


lieved to have been concerned in the robbery. 
Two engaged an assistant—the daughter of 
T. C. Wollaston, an Adelaide jeweler—to 
show them some jewelry. While Miss Wol- 
laston was occupied with the two visitors, a 
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third man calmly lifted the top of a show- 
case, extracted the pearl and walked slowly 
away. Bystanders supposed he was an of- 
ficial of the pavilion and gave no alarm. The 
other two men then left without making a 
purchase. 

* * * 

Improved sales of silver and electro plate 
are reported from Sheffield, particularly with 
respect to export demand. The Dominions 
have been the biggest buyers for some time. 
Orders, however, are now coming in from 
foreign countries who have been out of the 
buying market for years. The best demand 
is for cheaper lines, according to the in- 
formation obtainable, 








Swiss Manufacturers Announce Increase in 


the Price of Watches 


A circular from Bienne, Switzerland, re- 
cently announced an increase in the price of 
Swiss watches, and giving the reason for this 
action. The circular was issued by the 
Fédération Suisse Des Associations De 
Fabricants D’Horlogerie (F.H.), of which 
Dr, H. Richard, député of H. Moser & Co., 
is president, and F. L. Colomb is general 
secretary, 

After announcing the formation of the or- 
ganization, officers and members, the circular 
goes on to say: 

“At this moment when the F.H, is about 
to unfold its activity it appears to us a favor- 
able opportunity to bring to your notice that, 
owing to the circumstances created by the 
recent stagnation of the industry, most of the 
manutacturers were compelled to sell their 
products at prices which leave them either 
no profit or, in some cases, a margin of profit 
on the cost price which is an entirely insuf- 
ficient remuneration. During the past year 
these cost prices have increased considerably, 
owing to the increase in the cost of raw ma- 
terials and the persistent demands of work- 
men for increases of wages. 

“Up to the present, the corresponding in- 
creases in prices made by the manufacturers 
have only been a moderate proportion of the 
increases in cost price which they have had 
to support; further, these increases have not 
heen made uniformly by al! manufacturers. 
It is for this reason that our Federation can- 
not lay down a fixed and uniform percentage 
increase in prices which would be applicable 
to all the different kinds of watches. In 
these circumstances, and until our members 
will have established standard prices corre- 
sponding to their class of product, we have 
to inform you that our members find them- 
selves compelled to make a general increase 
in their prices. These increases in prices will 
be established in proportion to the present- 
day cost prices. 

“In sanctioning these advances in the sell- 
ing prices, our Federation wishes to stabilize 
the watch market and to work in the inter- 
ests of all connected with the watch trade, 
both at home and abroad, i.e., manufacturers, 
exporters, wholesalers and retailers. 

“We have the honor to bring this resolu- 
tion to your notice, persuaded that you will 
collaborate with us in this ureent and neces- 
sary endeavor to consolidate the watch mar- 
ket, and beg to remain 

“Yours faithfully, 
“Dr. H. Ricu‘rn. President. 
F. L. Coroms, General Secretary.” 
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Paris Jewelry Fashions 








Bracelet of Tiny Pearls, the New Bathing Jewel—Wrist Watches Becoming 
Smaller—Silver Ornaments Being Used on Handkerchief Bracelets 
Rounded Brooch Ornaments Fashionable—Rings Mounted 
With Colored Gems Becoming Popular 

















Paris, France, July 18—The rush to the 
seaside has been precipitated by the heat 
wave now over France and people who can- 
not get away entirely are going in for river 
bathing, in the Seine or one of its tribu- 
taries. A humorist, at one of the pretty 
resorts on the Normandy coast, remarked 
that while people taking sunbaths on the sea- 
shore appeared to throw off everything ex- 
cepting the most essential covering, those 
going into the water wear really elaborate 
toilettes. In any case, no one cares to be 
seen without jewelry, whether at Ostend or 
Deauville. Perhaps the prettiest bathing 
jewel is a bracelet made of tiny pearls, they 
are threaded to form a cross-work pattern, 
on the arm. Very suitable, they make a 
very effective ornament, especially for very 
white skins. Sometimes one bracelet is worn 
half-way between the wrist and elbow, some- 
times a second on the upper arm. For ob- 
vious reasons bathing bracelets are not worn 
round the wrist. 

Many fine jewelers have of course moved 
down to the leading watering places or to 
the seaside. Most have branch establish- 
ments either at the former or latter. It is 
a very common thing for the same estab- 
lishment to cover one seaside and one moun- 
tain resort. For instance, the same firm will 
have branch houses at Deauville and at 
Vichy, or at Aix and Nice. There is a 
reason for this. People taking a cure at one 
of the watering places usually follow it up 
by a stay at the seaside, many doctors rec- 
ommending this course. Thus the Paris 
client is not lost when she goes to Vichy, 
while she finds her jeweler at Trouville or 
Deauville, when she gets there. On _ the 
other hand, jewelers who open branch houses 
at these places secure many new clients and 
what is more they are necessarily of the 
type with money to spend. Otherwise they 
would hardly be at Deauville. 

Besides the fine jewelry business which 
flourishes at these places, there is a tremen- 
dous business done in half-precious and arti- 
ficial jewelry. People want to take memen- 
toes home and what is better than brooches, 
barettes and similar objects in half-precious 
stones. Thimbles, that have been little seen 
ever since the World’s War, are now being 
sold again for gifts. Gold and silver thim- 
bles, the tops and rims beautifully chased, 
are on sale again. Some pretty stands, cir- 
cular, with an upright to take the thimble, 
are also one of the Summer’s novelties. 
Why thimbles should have gone out is a 
mystery. Maybe they were chased by the 
knitting craze, while for a time white bone 
thimbles took the place of the metal object. 
Now, however, the tide has turned and the 
silver thimble has come to its own again. 


WRIST WATCHES GETTING SMALLER 


Wrist watches are becoming tinier and 
tinier. Asa rule they do not run wider than 
the ribbon bracelet upon which they are 


fastened. If a larger dial is wanted, the 
watch takes an oblong or oval form. The 
plain wrist watch is seen, but is not so 
popular as the watch with a tiny dial, sur- 
rounded by a peculiarly finely wrought band. 
Many watches are set in jewels. Diamonds 
are the favorite stone for this purpose. 
Rubies and sapphires are also seen. Usually 
cut in the old-fashioned manner, they sparkle 
as the hands move. In pursuance of the 
mode for small watches, “ring” watches are 
now being sold in Paris. They are so small, 
as to be fastened to an ordinary ring, in- 
stead of the usual -stone. Button-hole 
watches are having a good sale. Slightly 
larger than the “ring” watch. They are 
made like an ordinary stud. The lower por- 
tion of the stud is perhaps in black metal, 
of some description, while the round watch, 
which makes the upper part of the stud, is 
often very ornamental. Red is often intro- 
duced or a Saxe blue, just a line at the edge 
of dial te give a note of color to the watch. 
These small watches also have rings of chas- 
ing around the dial, which is made in gold. 

DESIGNS FOR HANDKERCHIEF BRACELETS 

A quaint and pleasing idea for the obiqui- 
tous handkerchief bracelet, so necessary for 
wear with pocketless gowns, is an object in 
black moire ribbon. All around the figures 
of runners are seen in chased silver. Each 
of the runners, beautifully carved, is a dis- 
tinct form, afterwards appliquéd on the rib- 
bon. Sometimes silver hears are used in 
the same way. Some of the bracelets had 
Olympic figures in blue and red enamels. in 
this case the handkerchief would have figures 
to match, if possible. For small and large 
handkerchiefs, as well as for the very popu- 
lar scarves, a new material is being used. 
The process by which it is manufactured is 
a peculiar one. A plain silk is selected. It 
is covered with wax. The coating is allowed 
to thoroughly dry. Afterwards the wax is 
cracked by crumpling the fabric, thus mak- 
ing cracks in the wax surface. The silk is 
then placed in a dye-vat of some contrasting 
color, it fills the spaces left accessible by the 
cracks in the covering of wax, and the re- 
sult is somewhat astonishing. An impression 
of a scarf crumpel in the hand is produced 
and as vivid colors are used, the scarf is 


the latest and most emphatic thing in 
“dazzle-razzle.” Naturally, these scarves 


call for ‘“dazzle-razzle” jewelry. These in- 
dications, trifling in themselves, are re- 
garded as mighty portents in the trade, of 
course, where variegated colors are becom- 
ing more and more the fashion, even men’s 
suitings showing the influence of the mode 
for vivid colors. 
ROUNDED ORNAMENTS THE VOGUE 

Although the long barette brooch is still 
seen, there are decided indications that 
rounded ornaments are replacing it. They 
are very large and either round or oval in 
form. <A _ circular band in red or green 
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enamel is perhaps a couplé”of inches wide# 
The plain circle is broken by three claws of 
diamonds on either side. A circular brooch 
composed of brilliants will have the line 
broken by colored gems, either rubies or 
emeralds, but not both. The tendency is to 
make the brooch pattern with a sideways 
bulge on both sides. The effect produced 
is that of the ring, perfect originally, hav- 
ing been pulled apart at either side and thus 
changed in form. There are also disc 
brooches, made of light tortoiseshell, quite 
plain, or with a tiny gold beading at the 
edges. If oval in shape, the brooch is worn 
lengthwise, that is, the greater length- run- 
ning from shoulder to shoulder. Very fre- 
quently the brooch is worn on one side or 
at an angle. 

COLORED STONE RINGS 

Rings with large center stones are seen, 
but as a rule this stone is surrounded by 
a circle of tiny gems of a contrasting color. 
Some times there are even two encircling 
rings of stones. Black onyx, which has 
somewhat gone out recently, is much used as 
the outer circle of the three-colored ring. 
A large ruby, for instance, is used. Around 
it are diamonds, with a band of black onyx 
outside. An intensely blue sapphire has a 
line of brilliants with a tiny line of black 
outside to emphasize the coloring. It is 
noticeable that while oval or oblong is the 
favorite shape for sapphires and emeralds, 
when the central stone in a ring, rubies are 
almost invariably round. Pearls naturally 
lend themselves especially to this treatment. 
Inecircling a topaz or piece of black onyx 
they are very effective. Sometimes in pur- 
suance of the “razzle-dazzle” effect, three 
colored gems are combined in a single ring. 
The stones, all cut in facets, are sufficiently 
small and numerous to produce the impres- 
sion of a single composite color from a 
distance, which is very pleasing. 

NEW STYLES IN BRACELETS 

The following treatment for bracelets is 
original. A bracelet is made up of a num- 
ber of oval sapphires, each encircled by bril- 
liants. Deep red rubies, each gem sur- 
rounded by a band of lighter rubies, is very 
effective. These gems are sometimes fast- 
ened close together, sometimes by gold bars, 
a couple attaching the individual stones 
with their circles of brilliants. Black onyx, 
cut into ovals, is seen, encircled by tiny 
brilliants. These bracelets are of course 
worn in combination with black and- white 
toilettes, which are so much seen this Sum- 
mer. White, opaque stones with two tiny 
scarlet sticks to join are seen, the white 
stones being slightly oval or oblong in form. 

TORTOISESHELL FOR MATCH-BOXES 

Light tortoiseshell is being used for mak- 
ing a new-shaped match-box. Almost flat, 
but nevertheless slightly curved, to fit the 
waistcoat pocket, this box is very flat; it 
just takes two rows of ordinary matches. 
The match had been superseded almost en- 
tirely by the alcohol lighter, which is much 
seen in beautifully wrought silver. The ap- 
pearance of these new-shaped match-boxes 
would indicate that they are coming in again, 
as a means of lighting pipes and cigarettes. 
Curiously enough, it is the ordinary sulphur 
match with its red stick for which the match- 
box is made, instead of the vestas, which is 
handier for use in wind and rain. 
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A Survey of the Jewelry Industry 








Investigation by R. G. Dun & Co. Shows Output During the First Six Months 
of the Year Compares Favorably with That of 1923—Watches, 
Clocks and Silverware Lead Demand 




















[he following survey of conditions in the 
jewelry industry, made by R. G, Dun & Co., 
was published in a recent issue of Dun’s 
Ri 10W: 

For the first half of the current year, 
jewelry production was nearly equal to 
that of the comparative months of 1923, 
output of some articles, particularly watches, 
clocks and silverware, exceeding the pre- 
vious twelvemonths’ record by as much as 
20 per cent, in many instances. With the 
exception of those interests specializing in 
badges, emblems, novelties and one or two 
staples, manufacturing schedules have been 
somewhat reduced since the first of July, 
according to special reports to Dun’s Review. 
The majority of jobbing houses have found 
sales on a parallel with or above those for 
the same months of last year. Prices have 
shown no particular change, except that 
silver has declined a little. Platinum is still 
high, and white gold is being extensively 
used as a substitute. Gold quotations are 
fairly steady, and diamonds are firm, Other 
precious stones, notably rubies, have evi- 
denced a downward trend. 

PROVIDENCE.—Jewelry trade for the 
past two months has been operating almost 
universally on restricted working schedules. 
A few manufacturers of novelties have been 
working fuil time, but they are the excep- 


tions. ‘The annual vacation period occurs 
in July and the principal manufacturing 
jewelry buildings have been closed for 


periods ranging from one to three weeks. 

New samples are being made for Fall 
lines, and a feeling is noted among manu- 
facturers and wholesalers that late Fall busi- 
ness will be good. There has been very 
little in the way of orders of jewelry prod- 
ucts for campaign purposes. Manufacturers 
of badges and emblems of standard lines 
have done a moderate volume of business 
and there has been quite a good demand 
for pearl novelties. 

Indications point to a somewhat reduced 
total volume for this year, as compared with 
that for 1923, but with the expected increase 
for Winter requirements, it is believed that 
most merchants and manufacturers will 
show some profit. 

PHILADELPHIA .—During the current 
year, manufacturers of fine jewelry in this 
district have equaled their output for the 
first six months of 1923, with prices holding 
firm and no changes anticipated. Manufac- 
turers of watches, clocks and_ general 
jewelry lines, on the other hand, show an 
average decrease of something around 10 per 
cent, in their production for the six-months’ 
period, with prices subject to adjustment 
and a slight downward tendency. Manu- 
facturers of emblems are slightly ahead of 
their sales’ totals at this time in 1923, with 
prices stationary and general conditions 
much better than those existing in many 
branches of the trade. Makers of diamond 
mountings were quite busy during June, 


Sales showing a little more than a 5 per-. 


cent. 


increase over those for the corre- 
sponding month last year. Retailers have 
had a pretty fair season, May and June 
sales being especially satisfactory. 

As stocks generally are low, outlook for 
the balance of the year is good, indications 
being strong for a fair Fall and holiday 
business. There is no scarcity of merchan- 
dise, however, and orders are _ being 
promptly filled. Collections in nearly all 
branches have been good. 

ST, LOUIS.—This is a distributing rather 
than a manufacturing center for the 
jewelry trade. Last year, the manufacturing 
end of it reported output at $7,500,000, 
which is claimed to be a considerable gain 
over the totals for 1922. Sales for the first 
six months of this year compare favorably 
with those for the same period in 1923, and 
much better than those in 1922, While 
several of the large wholesalers report a 
slight increase, others report declines of as 
much as 12 per cent. 

Prices, in the main, are about the same 
as they were a year ago, with small de- 
clines, usually 2 to 3 per cent., noted for a 
few items. Watches, clocks and silverware 
continue to seil in good volume at the quota- 
tions set in 1923, but there has been a slight 
increase in the prices of diamonds, as com- 
pared with those ruling last year at this 
time. Card jewelry has shown practically 
no fluctuation in prices, 

Outlook for Fall is not so promising as 
it might be, as there is still considerable un- 
certainty as to crop yields and the prices 
that farmers will receive for them. (This 
was evidently written before the jump in 
the price of wheat, corn and other prod- 
ucts.—Editor ). Sesides, time payment 
stores have grown to be a great factor in 
the distribution of jewelry and if they are 
to repeat the splendid showing made during 
the last six months of 1923, there must be 
an early change in the unemployment situa- 
tion, as the wage earner is the best customer 
for these stores. Collections during the first 
six months of the year have kept abreast 
with those for the comparative months of 
1923, and it is thought that retail dealers 
throughout the country are in a very good 
financial position, 

BALTIMORE.—This city is not con- 
sidered a manufacturing point for jewelry, 
but it is a distributing center for an area 
of a considerable radius. For a period of 
about three years the jewelry trade was 
quiet, but an improvement manifested itself 
in 1923, and the volume for that year ex- 
ceeded by about 20 per cent. that of the 
preceding year. For the first six months of 
the current year, trade was on a par with 
that for the corresponding period of 1923, 
and this has been somewhat of a disappoint- 
ment. 

Demand in this market is mostly for 
medium-priced goods, and recent sales have 
been confined largely to watches, clocks and 
ings. Large department stores are said to 
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be doing a fairly good business in card 
goods and novelty lines. Business in silver- 
ware has been somewhat better than that in 
other departments. Price fluctuations dur- 
ing the year have been confined within a 
rather narrow range and present quotations 
are fairly stabilized. Platinum is still high 
because of its limited supply, and white gold 
is being extensively used as a substitute, be- 
cause it is cheaper. Gold quotations are 
fairly constant, but silver prices declined 
somewhat this Spring. Diamonds are firm, 
except some of the smaller stones, which 
have dropped slightly. Other precious 
stones, notably rubies, have evidenced a 
downward trend. Collections have been only 
fairly satisfactory. 

RICHMOND.—For the first half of the 
vear the volume of jewelry business here 
has compared favorably with that for the 
same period in 1923, with diamonds and 
watches in special request, and collections 
fair. Within the past few weeks, however, 
a more than ordinary quiet tone has been 
apparent, and more than usual difficulty has 
been experienced in making collections. 

Dealers look for only a moderate number 
of transactions until near the Christmas 
season, when it is expected that holiday con- 
ditions will create the usual strengthening 
of demand. No material price changes are 
noted’; supplies are very ample and deliveries 
prompt. 

CHICAGO.—Jobbers’ sales for the first 
six months of 1924 are scarcely as large as 
they were in the same period in 1923, re- 
flecting the effect of general conditions, and 
sales since March 1] have been inclined to 
drop off. Recent increase in the price of 
farm products is giving the situation a better 
outlook for Fall and most of the houses are 
encouraged to look forward to a good holi- 
day trade. Demand for silverware, watches 
and watch movements, and clocks continues 
unabated, and the business going is being 
done mainly with these lines. 

Watch and clock factories in this terri- 
tory continue to operate full time, with less 
stock on hand than they had a year ago 
at this period, and they are looking forward 
to a slight lull in the demand during July 
and August. They will take advantage of 
this period to accumulate stocks against 
ifall demand. Prices show no particular 
change and collections are satisfactory. 

CINCINNATI.—Conditions in the jewel- 
ry trade normally are quiet at this period of 
the year, though, on the whole, business 
has held up remarkably well in comparison 
with the general abatement of commercial 
activities. Salesmen are again on the road 
in the interest of Fall business, which is 
developing practically up to expectations. 
Purchasing of merchandise is conservative, 
though in sufficient amounts to insure a fair 
turnover. A number of the leading jobbing 
houses report sales only slightly behind last 
year’s volume for the seven months’ period 
ending July 1, and are looking forward to 
a satisfactory Fall and holiday season. 

Diamonds, watches, clocks and silverware 
have been principally in demand, as con- 
trasted with the rather slow desire shown 
for card jewelry and certain staple lines. 
Prices are holding at about the same level 
as a year ago, with no important changes 
in prospect. It is commented upon that 
comparatively few failures have occurred in 
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this line of trade during the past six months, 
and that collections, while slow in spots, in 
veneral are classed as fair, 

DETROIT.—Jewelry business locally has, 
like other lines, felt something of restricted 
general trade conditions, although there is 
still a fair turnover of the commodity. 
Much of this business here is on the instal- 
ment basis, aided by extensive advertising. 
In this field, actual losses are negligible and 
profits good, but the volume of business, on 
the whole, is somewhat lessened at this time. 
Retail stores catering to an established and 
high-class trade report about a normal turn- 
over, with prices about level or slightly ad- 
vanced in some lines. General trade tone 
is conservative. Collections have been more 
or less slow with jobbers and wholesalers, 
and orders confined chiefly to spot needs. 

MINNEAPOLIS.—Sales of jewelry were 
in fairly good volume during the first three 
months of this year, but demand seems to 
have fallen off recently. Aggregate volume 
of business done for the year to date is 
somewhat above that for the corresponding 
period of 1923, but trade in both wholesale 
and retail lines is very light at present, and 
country buying is being confined to necessi- 
ties. Stocks are very low throughout the 
northwest, and the outlook for Fall busi- 
ness is generally considered favorable. 
Prices have shown little change since this 
time last year, and are steady at present. 
Collections are reported fair. 

DENVER.—Conditions in the jewelry 
trade appear rather quiet at this time, with 
sales for the first six months of the year 
from 10 to 15 per cent. behind those for the 
same period last year. There has been no 
material change in prices, which are ex- 
pected to continue pretty steady. Collec- 
tions are fair, and compare favorably with 
those of 1923. No particular increase in 
volume is expected until Fall. 


LOS ANGELES.—Wholesalers and im- 
porters of jewelry in this part of the coun- 
try make varying reports about the volume 
of their business during the first six months 
of the current year. Declines in sales of 
anywhere from 12 to 50 per cent. have been 
noted, while in some branches gains in sales 
have run as high as 15 per cent. With 
many, business picked up considerably in 
June and has continued quite well thus far 
in July. Summer is always dull, but a little 
more than the usual lull is noted in those 
districts where unemployment is large and 
harvest yields have been disappointing, The 
hoof-and-mouth epidemic curtailed sales 
to some extent. 








Truck Kills Daniel L. Cleaves, Yard Super- 
intendent at Newark, N. J., Smelting 
Plant 


Newark, N. J., July 30.—Daniel Lunt 
Cleaves, 42 years old, yard superintendent 
at the plant of the Balbach Smelting & Re- 
fining Co., Doremus Ave., was killed July 
25 when the runboard of a truck on which 
he was riding broke in half, throwing him 
beneath the rear wheel. His head and body 
were crushed and he died instantly. The 
accident occurred on the grounds of the Bal- 
bach company. Mr. Cleaves had been in 
the employ of the company about four years. 

The truck, owned by the Yeskel Supply 
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Co., of 110 Lillie St., this city, was being 
driven by Morris Allen, colored, of 283 Rose 
St. Allen was taken to a police station for 
questioning. 

Funeral services for Mr. Cleaves were 
held Saturday night at his home, 900 S. 
16th St., Rev. Joseph F. Folsom, D.D., 
officiating. Interment took place Monday 
at Lenox, Mass., with the Masonic ritualistic 
burial service there. 

Mr. Cleaves was born at Kennebunkport, 
Me., and was a direct descendant of George 
Cleaves, the first settler in Maine to whom 
an original grant of land was given in 1634 
by the then reigning English king. He also 
was a descendant of the settlers of the town 
of Newburyport, Mass. He was a graduate 
of the University of Maine, the Massachu- 
setts Institute of Technology, a member of 
the D. K. E. fraternity and of the American 
Institute of Engineers. Mr, Cleaves had 
traveled extensively and was at one time in 


. charge of various mining operations in the 


southwest, and later in Missouri. He owned 
a jarge farm in Maine but his desire to 
confine his efforts to mining work kept 
him away from there. 

Surviving him are his wife and daughter. 








Thieves Visit Columbus, S. C., Jewelry Store 
and Escape With Loot Worth Several 
Thousand Dollars 


Cotumsia, S. C., July 30.—Robbers 
entered the jewelry store of T. E. Epting, 
1442 Main St., early last saturday morning, 
and carried away watches, diamonds, vanity 
cases, fountain pens and other goods valued 
at several thousand dollars. The robbery 
was discovered when the store was opened 
at 8 o’clock in the morning. Police head- 
quarters were advised of the robbery and 
a hunt was begun for the robbers. 

The robbers entered the store through a 
rear window after tearing off a section of 
the iron bars. The rear of the store is cut 
off from the open by the walls of the Im- 
perial Hotel and the north wall of the 
3ryan Printing Co. To gain access through 
the window which was entered it was neces- 
sary to descend from the second floor of the 
Imperial ‘Hotel, or use a ladder to mount to 
the top of the Bryan building and _ slide 
down a three-inch pipe. It was barely pos- 
sible that the robbers might have entered 
the Epting jewelry store by going through 
a window on the first floor of the Imperial 
Hotel. Light articles on this window, how- 
ever, indicate that this was not the route 
taken. 

Officers state they saw foot marks on a 
tin roof to the rear of Epting’s store, and 
believe the robbers descended from that 
point. Employes of the Imperial Hotel told 
the officers there was a noise in the rear of 
the jewelry store about 2.30 o'clock Satur- 
day morning. A two-foot crowbar with a 
sharp end was used to pry off the bars. 
After this entrance was easy, as it was only 
necessary to remove a window pane. 

In their haste to leave the building the 
robbers dropped rings, wrist watches and 
fountain pens on the floor. T. E. Epting, 
proprietor, said that he had conducted an 
auction sale Friday, and Friday night, in 
his haste to leave the store, cases of valuable 
goods, usually placed in the safe, were left 
out. 
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DEATH OF HENRY FISCHER 





Well Known Member of Antwerp Diamond 
Trade Passes Away in His 45th Year 
News was received in New York last 

week to the effect that Henry Fischer, one 

of the best known members of the diamond 
trade of Antwerp, and widely known in the 
trade in this country as well, had passed 

away in that city June 30 after a brief ill- 

ness, in his 45th year. 

Deceased, who was the son of the late 
Abraham Fischer, the founder of one of the 
oldest diamond cutting houses of Europe, 
had been a resident of Antwerp for 42 years, 
was popular and highly respected for his 

















THE LATE HENRY FISCHER 


many sterling qualities. He was a member 
of the Anglo Belgian Lodge, F. & A. M., 
Diamond Club of the Diamond Bourse, and 
the Circle Union of Antwerp. 

The funeral services, which took place 
July 1, were largely attended and at this 
high tributes were paid to the deceased for 
his high standing as a merchant and as a 
citizen. He is survived by his widow, Mrs. 
Laura Tischer, and one son. 

The diamond brokerage house with which 
he was connected, and which represents many 
notable American “rms, was established by 
the late Henry Vischer 20 years ago, and 
the business will be continued by his former 
partner, Marcel Fischer, under the old firm 
name of Henry & Marcel Fischer. Maurice 
Fischer, son of the deceased, is being pre- 
pared to take up the business and will be 
admitted shortly to the concern, to look after 
the interests of his father’s estate. 


First breaking into the offices of the Lamb/ 
Dry Cleaning Co., Middletown, O., and steal- 
ing cash from the register, thieves sawed 
through a 12-inch wall and gained entrance 
to the Casper Fenzel jewelry store, where 
they stole watches, wedding rings, pearls, 
fountain pens and ring settings to the value 
of between $800 and $1,000. Police have in 
their possession the saw and hatchets used 
by the thieves in cutting through the wall 
and abandoned after they had completed the 
job. 
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The VOGUE of BLUE 


Blue is the pampered favorite of fashion. In all 
times and seasons blue gowns, blue hats, blue 
ornaments and blue jewels are worn. At the 
moment the craze is for Sapphires, and the most 
sought after stone is the 


NEW MINE sapPHIRE 


It is chosen for its regularity of tone, brilliancy 
under artificial light, freedom from silk and blem- 
ishes, and—an important technical point for the 
trade—the ease and facility with which matching 
can be accomplished. 


Ask Your Importer for Them 


Prices low and values unsurpassable. 
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Empire State Jewelers Hold Wonderful Convention 








Fifteenth Annual Gathering of New York Retailers at Rochester July 28, 29 and 
30, Notable for Its Great Addresses and Important Discussions— 
Program Proves One of Finest Ever Enjoyed—New 
Officers Elected and Resolutions Adopted 
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RocHeEsteER, July 30.—With the elevation 
of Emil J. Scheer to the presidency, suc- 
ceeding Harry N. Clark, of Syracuse, 
who has served most capably in this 
capacity for the past two years, the New 
York State Retail Jewelers’ Association 
concluded today its 15th annual, and one 
of its most successful conventions. 

The last act of a three-day conclave 
was marked by the retirement of two 
members of the executive committee, in 
addition to Mr. Clark. To fill the 
vacancy caused by the promotion of 
Mr. Scheer to the chairmanship, Edward 
Leininger, president of the Buffalo Retail 
Jewelers’ Association, was elected vice- 
president. George H. Evans, of Utica, 
and John E. Bong, of Corning, are suc- 
ceeded on the executive committee by 
W. D. McNeil, of Utica, and Steve 
Burritt, of Rochester. 

Charles E. Sunderlin, of Rochester, and 
R. E. Brigham, of Oneonta, were re- 
elected secretary and treasurer, respec- 
tively, as were Hugo Falkenstein, New 
York, L. M. Campbell, Canandaigua, 
William G. McDougall, New York, and 
P. W. Hallenbeck, Catskill, to the execu- 
tive committee. 

The convention went on record in favor 
of the retention of the slogan “Gifts That 
Last,” and urged every member to sup- 
port the National Publicity Association 
in its efforts to further the sale of jewelry; 
acknowledge the debt of gratitude owed 
National President E. H. Hufnagel and 
Ralph Roessler for their efforts in secur- 
ing the partial elimination of the unjust 
jewelry tax, at the same time exhorting 
them to continue the fight for the total 
elimination of the assessment; endorsed 
the aims and objects of the American 
Watch Importers’ Association,  Inc., 
formed to standardize foreign-made 
watches; approved the action of the manu- 
facturers of gold-filled watches who are 
co-operating with the Federal Trade 
Commission in abolishing time guaran- 
tees; recommended that State and na- 
tional officers exert their influence to in- 
duce manufacturers to confine their sales 
to legitimate jewelry firms and passed 
votes of thanks to National President 
Hufnagel, State President Clark, and the 
members of the Rochester association for 
their efforts in connection with associa- 
tion affairs and in making the convention 
a success. 

One of the outstanding features of the 
convention was the attendance at business 
sessions, the spirit of good-fellowship and 
co-operation which pervaded the entire 
conclave, both serious and social. Ab- 
sence of counter attractions which oft- 
times detract from interest in the busi- 
ness sessions, and the, choice of speakers 
of the highest caliber, bearing messages 





of vital importance to the retail jeweler, 
contributed to the success of the meeting. 
Much was learned of value, particularly 
in the technical side of the business, from 
speakers who had made a close study of 
their topics and those who were able to 
attend only one or two sessions left feel- 
ing amply repaid for their sacrifice of 
time from their stores. 

An entertainment program of the high- 
est order was afforded by the Rochester 
committee. The sale of book meal tickets 





PRESIDENT-ELECT 


EMIL J. SCHEER, 
for the entire convention, an idea first 
tried out at the Utica convention last 
year, again proved highly successful, as 
did the plan of having speakers of 
prominence address the delegates at club 
breakfasts on the last two days of the 
convention. 

The high spots in the social side of the 
program included an auto trip to Manitou 
Beach and dinner there, a visit to the 
wonderful Eastman conservatory of music 
and theater, a trip to Ontario beach for 
wives of delegates and finally the annual 
hanquet to-night. 

Monday 

Delegates who began to arrive Sunday 
afternoon, had not all reached the conven- 
tion city when President Harry N. Clark 
called the meeting to order at 11:50 Monday 
morning. The invocation was given by 
Rev. Donald Bruce MacQueen, pastor of 
Ist Baptist Church, Rochester, 

Introduced by the president, Honorable 
Clarence D. Van Zandt, mayor of Rochester, 
welcomed the delegates. He said he. would 
give them the key fS the city if Rochester 
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had one, but that there was nothing to lock 
up. His Honor, in pointing out the benefits 
accruing from trade organizations, declared 
that the competitor wasn’t nearly as bad as 
he was painted, after you knew him, The 
Mayor concluded with a couple of anecdotes. 

In the absence of Walter Rix, of Ilion, 
who was unable to be present, Charles H. 
Howe, of Syracuse, was called upon to 
make the response. The speaker declared 
that the jewelers were privileged to 
come to Rochester where they had always 
been welcome and where the first real con- 
vention of the association was held in 1910. 
He paid tribute to the Rochester jewelers, 
declaring that the city could boast of the 
highest type of men, standing for the finer 
things in the jewelry business, 

Ben M. Chapman, of Toronto, called 
upon by the president as Canada’s sole rep- 
resentative, voiced his pleasure at being 
present. In a brief talk he told of the won- 
derful benefits accruing to Canadian jewel- 
ers through organization work and from 
ideas gained from the older associations in 
this country. 

President Clark then delivered his address 
as follows: 


‘ 


ADDRESS OF PRESIDENT HARRY N. CLARK 


I am very glad to welcome you today to this 
15th annual convention of our New York State 
Retail Jewelers’ Association. I sincerely trust that 
you will get enough real help cut of these sessions 
to more than repay you for your effort in coming. 
Most of you have been with us at conventions be- 
fore, and to you I say welcome back again. Let 
us renew old friendships and strengthen old ties. 
You have found these meetings valuable in the 
past. Our hope now is that you will find them 
doubly so in the future. To those of you who have 
never met with us before let me say even more 
cordially ‘“‘welcome.”” We are glad to have you 
join our number. We hope you will profit by what 
we have planned fcr you these three days and we 
shall expect to see you in our midst every year, 

I would like to express at this time the sincere 
gratitude which we all feel toward the Rochester 
committee for their efforts toward making this con- 
vention a success. They have made provision for 
our enjoyment as well as for our edification. As 
we glance through the program we see that this 
promises to be one of the best conventions we have 
ever had. Let me also congratulate the program 
committee on the artistry of the program which 
they have gotten out. I have never in all my ex- 
perience seen a more beautiful color effect. I think 
you will agree with me that we owe them our sin- 
cere appreciation. 

And now let us turn for a few minutes to some 
of the problems which are interesting retail mer- 


chants _ today. Are we back to normalcy? 
This is a question which business men 
all over the country are asking themselves. 


For a period cf 10 years we have been in the grip 
of abnormal conditions which have affected our 
industry to a marked degree. And now that the, 
cause of those conditions has disappeared our 
thought turns to the result and we begin to 
analyze. 

In the first place, What is normalcy? Are the 
same conditicns, same wages, same prices, same 
standards which were normal 10 years ago normal 
todav? I do not think so. I do not believe that 
we shall ever go back to the wages and conditicns 
which prevailed in 1914. Therefore, what was nor- 
mal at that time and what is normal today are not 
necessarily synonymous. 

At this time 10 years ago we were scarcely 
aware of the fact that we had reached a crisis in 
our history. We were then intent upon building 
for ourselves and for our industry business reputa- 
tions which should have for their foundations hon- 
esty and integrity. We were studying conditions 
then and putting our best energies into making our 
industry sufficient to meet those conditions. Steadily 
and surely we were placing ourselves on a plane 
where all who dealt with us did so with the ut- 
most confidence. On this confidence we were build- 
ing our business security. 

Then came the crash. The world was thrown 
into a cataclysm of strife and our nation was 
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necessarily drawn into the vortex. Our period of 
watchful waiting over, we threw ourselves into 
active and energetic participation. With the van- 
quishment of our opponents came readjustment-—— 
political, moral, and economic. And ncw we are 
again at least approaching normal conditions. 


We have passed through the period in which 
great problems were hurled about with cyclonic 
haste. The period in which we learned to scorn 


the nickels and dimes and to talk in terms of mil- 
lions and billicns. But we find it hard to again 
treat with the correct amount of appreciation the 
nickels and dimes of yesteryear. 

In 1917 and 1918 war ruled supreme. But no 
sooner was the signed than our minds 
turned to commerce. Labor is putting forth its 
tendrils to grasp and control. Capital has long 
disputed the right of labor. What the end will be 
we know not, nor what will rule tomorrow. But 
we are sure that the factor that puts forth the 
greatest amount of mental energy and co-operation 
will be the factor to succeed. Thus it is in the 
jewelry industry, the element to succeed is the 
one that puts forth the greatest mental and ccm- 
mercial effort. Shall it be toward higher standards 
of merchandising, thereby winning the confidence 
and respect of the buying public and at the same 
time assuring ourselves of a future or shall it be 
the spirit of, get all you can, sell merchandise, get 
prices, make money, and let tomorrow take care of 
itself? Shall it be the healthy, happy, invigorating 
competiticn of former times or shall it be the com- 
petition that undermines and discourages? ‘The 
kind that uses any method to obtain an end. 

Ordinary competition is necessary for the de- 
velopment of honesty. This is true to a greater 
degree in our industry than in any other. For the 
jewelry business is necessarily built on confidence. 
Where else would a man leave $500 or $1,000 with- 
out some sort of receipt? Yet your customers will 
come into your store and leave a diamond worth 
as much as that and not give it a second thought. 
In fact, your whole business is dependent on the 
established reputation cf the jewelry industry and 
not necessarily upon the reputation of an_ indi- 
vidual. How long will this dependence on the 
universal reputation of an industry prevail? How 
long will the buying public continue to have con- 
fidence in an industry that allows the marketing of 
watches, imitation pearls, and other com- 
mcdities under some of the methods that are in 
vogue today? I do not mean necessarily that these 
lines as a whole are undesirable for they are legiti- 
mate when properly handled. But the fact remains 
that because of the questionable methods of a few 
dealers there is a natural reflection on the entire 
lines. There are a vast number of merchants who 
are now selling jewelry both wholesale and _ retail 
who have never learned by training or experience 
to dispense the services and maintain the ethical 
standards that the public has learned by tradition 
to require of the retail jeweler. 

We have only ourselves to blame for whatever 
has happened in these last few years. Had we 
been or wcre we now as aggressive, as energetic, 
as efficient in the distribution of our wares as our 
brothers, the druggist, the hardware dealer, the tur- 
niture dealer, etc., then we would not have had to 
face a great majority of these problems. The mar- 
ket fr our line of goods would have well 
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supplicd and there would not have been the oppor- 
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tunity for others to invade our field and pick up a 
few easy dollars by encroaching upon our lines of 


merchandise. But the evil has been done. The 
thing for us now is not to consider what might 
have been cr how we would do differently given 


remedy the 
idle, but 


another chance but how we can best 
results of that negligence. Regrets are 
aggressive energetic efforts to rectify mistakes will 
And these efforts of ours can 


accomplish wonders. 
when organized and directed 


be made most effective 
by one general and central organization. 

Ii the retail jeweler were to give the 
thought, and study that merchants in other 
give to the development of merchandising methods 
and merchandising ethics he would soon find his 
business on a’totally different basis from where it 
And here again we see the advantage 
of co-operation. If we unite our efforts toward 
better methods we will secure for ourselves the 
respect and confidence of the public to a greater 
degree than we have ever done in the past. 

Conditions have improved considerably from their 
former state. Yet I think that most retail jewelers 
are today far too anxious to earn the easy dollar 
or two by repairing some old watch or piece of 
jewelry. How much better might he employ his 
time and mental energy in building up better sales 
and better business methods. Every one of you 
has had experiences with the lack of satisfaction 
that comes from trying to give repair service on 
cheap watches and jewelry of all kinds. Yet many 
times we find ourselves doing cur utmost to secure 
that sort of business even at the expense of our 
legitimate trade. Let us join our forces and de- 
mand that our interests as an industry be pro 
tected. 


time, 
lines 


stands now, 


Our association has made great strides in the 
past few years toward banding together those whose 
standards are high. We need this co-operation 
now more than we have ever needed it before be- 
cause conditions are gradually readjusting them- 
selves and it is for us to determine what groove we 
shall settle back into. We must decide now 
whether we can defend our standards or whether 
we must surrender to external forces. ” 

As an after-effect of the world war and as a 
result of the lax methods of enforcing our 
there has been more and more danger from loss by 
robbery than in former times. We should per- 
sistently hold our officers to a more strict account- 
ability in the enforcement of all laws. * *%* 

Our farmer, who is the _ greatest 
wealth, is much encouraged by the present outlock 
on crops and markets and will resume his 
former position as an important factor in commer 
cial life. In short, I feel sure that we can look 
forward to the return of his patronage, which we 
have missed for several years. 

Of course, the public is not buying with the 
reckless ease that characterized business during the 
inflation period of 1919 and 1920. But I do not 
think it is making as careful study of values as it 
has in the past and will undoubtedly do again in 
the future. It is now buying cheaper merchandise 
and I think the successful jeweler is the one who 
looks well to his popularly priced stock. There 
seems to be a decided disposition on the part of 
the buying public to make dollars work more ener- 
getically. I believe that the time will soon 
when the public will again study with more care 
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In that day undoubt- 


the values of merchandise. 
edly they will cause the dollar to work more eff- 
ciently. 


At the conclusion of his address the presi- 
dent asked for reports from the principal 
cities and associations in the State. 

F. P. D. Jennings, of Albany, speaking 
in behalf of the Capitol district, asserted 
there had been much satisfaction over the 
partial elimination of the excise tax on 
jewelry. Referring to business conditions, 
he said trade had been fairly good during 
the holiday season and well into the Spring 
but had fallen off somewhat during the past 


two months. Far-sighted residents of 
Albany are looking forward to a _ rapid 
growth and an era of prosperity with the 


coming of the Deeper Hudson waterway, 
which those optimistically inclined foresee 
as a development in this section in the 
near future, 

Harold Ash, of Binghamton, son of the 
late Benjamin T, Ash, former president 
of the New York State Association, voiced 
the appreciation of jewelers from his city 
and district over the effective work accom- 
plished by the association in improving con- 
ditions in the jewelry trade. He spoke in 
place of N. R. Hancock, who was unable 
to be on hand, and confined himself to a 
few words since he had no address pre- 
pared, 

M. L. Korsunsky, president of the Bronx 
Retail Jewelers’ Association, outlined the 
growth of the jewelry trade in this section 
of the Metropolitan district and the active 
part his association had played in the tax 
elimination and national publicity fund 
movements. He reported a membership of 
92 with about one-half of that number regu- 
lar attendants at meetings. He mentioned 
the annual dinner held in February, with 
an attendance of 500 guests as a tremendous 
success, graced by the presence of Harry 
N. Clark and Edward H. Hufnagel, State 
and national presidents, respectively. There 
was only one dark cloud on the horizon, he 
remarked, referring to 15 holdups which had 
taken place in the Bronx since Jan. 1. 
He declared that this was the most serious 
problem facing the jewelers, who were now 
finding it difficult to obtain insurance. He 
criticized the Metropolitan jewelers for their 
plan to give a monster banquet to Police 
Commissioner Enright, believing that the 
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lack of police protection to Bronx jewelers 
deserved severest condemnation. The jewel- 
ers of the Bronx association are living in 
peace and co-operation is the keynote of 
their activities, the speaker concluded. 

Edward Leininger, president of the 
uffalo Retail Jewelers’ Association, then 
read a paper on the beneficial accomplish- 
ments of the Buffalo Better Business Com- 
mission in elimination of unfair methods of 
selling and advertising and the adoption by 
the city council of an auction ordinance. 
He spoke as follows: 


ADDRESS OF EDWARD LEININGER 

In no other field of retailing is the factor of 
public relations to business of more importance 
than in jewelry. The foundation of any legitimate 
jewelry house is based on public confidence and 
fair dealing with the public. In most other fields, 
the public has a basis of comparison as a guide 
when making purchases. 

As long as our representations are accepted and 
we are found to be worthy of this public trust, 
our business will be healthy. This is of course 
recognized by all legitimate concerns. What we 
have failed to recognize in the past, however, is 
that public opinion is formed by experience. If 
the experience happens to be an unsatisfactory one 
with an illegitimate dealer, we all suffer in a loss 
of public respect. I suppose we all of us at one 
time or another have shown indifference to what 
we considered unfair methcds by an_ illegitimate 
merchant, figuring that he wasn’t a competitor of 
ours anyway. 

We have failed to recognize that as far as the 
public is concerned, he is our competitor. Cer- 
tainly the fravdulent house doesn’t represent itself 
as a fraud. In every way it masquerades as legiti- 
mate business and sucks out the very life blocd 
of our industry—public confidence. The fraud 
either imitates us to capitalize on the public faith 
we have built up or directly destroys such faith 
by lying about us and our prices. We are not 
competing with them, but they are competing with 
us by capitalizing cn the good name of our business. 

If our business is to continue healthy, if our 
standing in the community is to be maintained, 
and if we desire an increase of public faith, we 
must give serious attention to everything which 
opposes this progressive program, such as_ fake 
jewelry auctions, fake merchandise clubs, untruth- 
ful advertising, and unfair business practices. 

In Buffalo, we have the Buffalo Better Business 
Commissicn in operation and adequately equipped 
to handle all four of the above classes. The 
Commission is a nom-stock, non-profit corporation 
organized and financed by legitimate business in- 
terests to promote public confidence in business. 
The commission works in the interests of the public 
on the theory that what is good for the public is 
good for business and vice versa. Incidentally 
we are finding that this theory is working out in 
practical: cperaticn. The Buffalo Better Business 
Commission is recognized as an organization rep- 
resenting public cpinion. It is a connecting link 
hetween business and the public, and has been 
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properly designated as a referee of retail adver- 
tising and selling ethics. As such it conducts its 
own investigations, takes the initiative in recom- 
mending confidence building advertising standards, 
and is the recipient of public complaints. 

I have mentioned four elements which are de- 
structive of public confidence and will endeavor to 
briefly show the work accomplished by our Com- 
mission in each field. Although the Commission 
has bcen in operation but a little over a year, it 
already has the fake auction business well in hand. 
These ccncerns reap their greatest harvest from the 
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A few weeks before Christmas 
the Ccmmission investigated the jewelry auction 
rooms cf Buffalo. Merchandise was purchased and 
careful comparison was made cf the article bought 


Christmas trade. 


with the representations under which they were 
sold. Misrepresentations were found to be ram- 
pant. The Commission did not feel that the 
then present local auction ordinance adequately 


covered the unfair methods. Immediate definite ac- 
tion to curb this evil was necessary to properly 
protect the public. 

The Commission met this situation by using the 
force of advertising. A series of advertisements 
were inserted in all local papers naming the auc- 
tion rooms and their location with a description of 


their fraudulent practices. These advertisements 
carried the heading, ‘‘Warning! Jewelry Auc- 
ticns,”” and were carried under the name of the 


Buffalo Better Business Commissicn with a slogan, 
“Before you buy—investigate.” I understand this 


is the first time an organization of this kind has 
used the power of direct advertising to wipe out 
destructive business practices. 


The 


or curtail 
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fect was immediate and produced the desired 
results. 

The Commission and the Buffalo Retail Jewelers’ 
Association promoted a local ordinance, which was 
recently adopted in amended form by our city 
council. While the present ordinance is not ideal 
from the standpoint of the public, it is a basis 
upon which to work for further improvements. 
Two of the sections of most importance are those 
dealing with representations made and those deal- 
ing with bankrupt stocks. Under the new ordinance 
all statements, oral or written, with respect to 


character, kind, quality, value, and description are 


to be considered as warranties. This clause fa- 
cilitates prosecution for misrepresentation. Under 
the other clause no stock belonging to an:ther 


perscn can he offered the public by auction until 
an inventory is filed with the chief of jx lice. This 
will have the effect of preventing the loading of 
a bankrupt stock. 

One clause of particular importance in the ordi- 
nance as first proposed failed to pass the city 
council. This clause limits the length of time an 
aucticn can run. In order to have a public auction 
a person must have been in business in that city 
as a retailer or wholesaler for at least a year, 
and the auction can run only 30 ccnsecutive days 
and during certain specified hours. Ordinances con- 
taining this clause have been adopted in several 
of the Better Business Commission cities and have 
been held constituticnal. The Buffalo Better Busi- 
ness Commission plans to continue promoting such 
a clause as an amendment to our new ordinance 
which went into effect July 18. 

The Buffalo Better Business Commission has 
driven fake merchandise clubs from Buffalo. A 
recent example is the case of the manager of a 
concern who was sentenced to eight months in the 
Erie County jail on a charge of comspiracy to 
defrand in connecticn with an alleged jewelry, 
furniture and clothing lottery. 

It is understood that this sentence is the most 
severe that has been given this type of business 
pirate. Too often sentence is commuted on agree- 
ment that the operators leave the city in which the 
crime has been committed. This often results in 
merely a change in the place of operation. Prose- 
cution and publicity is the only sure way of de- 
stroying this tvpe of fraud. In the case of 
Buffalo it is likely newspaper publicity and the 
example of a jail sentence will cause such crooks 
to hesitate before coming to this city. 

In the field of advertising, the Commission has 
secured the co-operation of a large majority of 
Buffalo jewelers and department stores in the 
elimination of misleading trade names and customs, 
such as nickel silver, Dutch silver, oxidized silver, 
full jeweled, perfect cut diamonds, etc. In this 
field the Commission places itself in the position 
of the public. Our advertising is to the public 
and for the public, and the Commission therefore 
asks all merchants to eliminate anything from 
their advertising which the public would have a 
right to object to. In this work the Commission 
is supported by the advertising law under which 
any statement or representation wihch is untruth- 
ful or misleading is in violation of the State 
statutes. 

It is interesting to note that under this law it 
is not necessary to show intent to be untruthful. 
court is concerned only with the effect the 
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dvertisement has on the public. Representaticns 
nder which merchandise was purchased by the ad- 

rtiser are n-t considered alibis. The merchant is 

sumed to be an expert in his business and full 
responsibility rests on him. 

Due to its close contact with the public, the 
(ommission receives a number of complaints where 
the public feels it has been unfairly treated. 
Where the complaints are unjustified, the Ccm- 

ssicn is often able to bring the interested parties 
together in a spirit of understanding so 
that public good-will is restored. Where the com- 
plaints are justified, the Commission finds that the 
large majority of concerns are anxious 
to th roughly investigate and make adjustments to 
atisfy their customers and regain lost confidence. 
Where the justified complaints are not properly 
wijusted, the Commision refers the matter to 


closer 


business 


proper authcrities in case there is evidence of 
violaticn «f anv law. From these public complaints 
the Cimmmission is pretty well informed regard- 


ing any usfair business practices on the part of an 
individual concern. 

One of the principal achievements of the 
New York Retail Jewelers’ Association 
within recent months, William McDougall, 
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spokesman for the delegation declared, was 
the enlistment of the active support of the 
larger jewelers in association work. These, 
the speaker ‘said, had heretofore held aloof 


from association affairs until persuaded 
that much more could be accomplished 
through their \co-operative effort. He re- 


gretted that it was a foreign country instead 
of our own which had shown the way to 
interest the general public to a greater ex- 
tent in jewelry, referring to the recent 
French industrial exhibition held in New 
York and for which a large number of per- 
sons were willing to pay the admission 
price of one dollar to view the jewelry ex- 
position. He asserted that many stores re- 
ported increased sales as the result of this 
exposition and that the New York associa- 
tion was now contemplating an exhibition 
this Fall of American made goods. He be- 
lieved various communities would _ profit 
by displaying at that time some of the finer 
pieces of jewelry, silverware or precious 
stones, either in jewelers’ stocks or in the 
various museums throughout the State. 
Ellery A. Handy, speaking for the 
Rochester association, the oldest he said, in 
the State, reviewed the year’s program. He 
said that the association was in a healthy 
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condition with an active membership of 26 
and that next to New York had the best 
representation present at the national con- 
vention at Providence last year. The city 
went over the top in both the tax elimina- 
tion and national. publicity drives and that 
the spirit of friendship and co-operation was 
preving the most valuable asset of the 
association, 

Charles H. Howe, of Syracuse, expressed 
gratification in seeing so many jewelers of 
the younger generation present at the open- 
ing session. Becoming reminiscent, he ex- 
pressed the hope that an effort should be 
made to turn out the “old guard” at what 
should be styled a reunion convention, per- 
haps next year. He declared the associa- 
tion was really a big factor in the jewelry 
business. 

William D. McNeill, Utica, sounded a 
warning to jewelers against carrying too 


zo 
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heavy stock in order that at the end 
of the year the jeweler will not find his 
profits tied up in merchandise. He advised 
kcening a monthly check on stock purchases 
since he believed that constantly increasing 
stocks presented the most serious problem 
for the jeweler. He regretted that the 
Utica retail jewelers were not as active as 
they should be though he pointed out that 
when the occasion arose they could muster 
a full attendance. 

George H. Traver, Rome, reported con- 


ditions in his area similar to those else- 
where. He declared the Rome _ retail 
jewelers were 100 per cent in the State 


association and well satisfied with the efforts 
of the association: 

P. W. Hallenbeck, Catskill, declared that 
the jewelry trade in the Hudson River sec- 
tion had been hard hit by the backwardness 
of the Summer season, curtailment of the 
boarding season combined with a falling off 
in industrial employment having restricted 
A pickup within the next 
was anticipated, he 


sales. 
however, 


jewelry 
few weeks, 


concluded, 

J. D. Daniels, Albion, reported trade quiet 
but prospects for the Autumn good. 

Steve Burritt here interrupted for a mo- 
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ment to invite all of the delegates from out 
of town to pay a visit to the Rochester 
jewelry stores where they would be 
cordially received and would find the local 
jewelers willing to explain any questions 
regarding the conduct of their business. 

J. A. Darrow, of Penn Yan, declared that 
his town, too, with its three jewelers, was 
100 per cent. members of the State associa- 
tion and working in harmony. He expressed 
the belief that business was on the upgrade 
again and said that the jewelers of the 
linger Lakes region anticipate increased 
trade with the influx of visitors which will 
follow the opening of the new State park 
at Bluff Point. 

Henry Astor, president of the Metropolitan 
Retail Jewelers’ Association, reported that 
his organization, with a membership of 100, 
was working in harmony, in the direction 
of good business. One of the principal ac- 
complishments, he said, had been the early 
closing of stores on Tuesday and Friday 
evenings at 6.30 o'clock and an effort was 
now being made, he said, to enlist all of the 
members in the State and national associa- 
tions, 

Before adjournment President Clark: an- 
nounced that because of the fact that some 
of the delegates had not yet arrived he 
would defer naming ‘committees until the 
afternoon When Alfred O. Bald, 
former State secretary, suggested that suit- 
able action be taken by the convention on 
the death of Mr. Evans, of Utica, the presi- 
dent said that he had had the matter in mind 
and that it would be acted upon by the com- 
mittee on deceased members. Mr. Clark 
spoke feelingly of Mr. Evans, extending the 
sympathy of the meeting to Messrs, George 
H. and Charles T. Evans, sons. 

Group singing, led by A. O. Bald, former 
State secretary, now New York State repre- 
sentative of a watch concern, featured the 


session, 


luncheon in the palm room, with Ray 
SJaldauf, Buffalo orchestra leader, at the 
piano. Miss Hannah Astor, daughter of 


Henry Astor of New York, sang a solo. 
The feature song of the convention promised 
to be “Under the Spreading Chestnut Tree.” 


MONDAY AFTERNOON 


In sounding the keynote address at the 
afternoon Charles T. Evans of 
Buffalo, past president of the national and 
State organizations, prefaced his remarks 
with a few reminiscences of the State asso- 
ciation, He declared that while the asso- 
ciation was formed in Utica. in 1909 the first 
real convention was held in Rochester the 
following year. He then began his address 
which was in part as follows: 


session, 


ADDRESS OF CHARLES T. EVANS 


Personal ornaments appear to have been among 
the very first objects on which the invention and 
ingenuity of man were exercised. There is no 
record of any people so rude and barbarous as not 
to employ some kind of personal decoration. That 
these ornaments were considered to have some rep- 
resentative purpose, even after death, is abundantly 
proved; for it is in truth to the tombs of the vari- 
ous ancient peoples that we must look for evidence 
of the early existence of the jewelers’ art. 

Tor the beginnings of civilized costume we must 
go back to the source of most civilized things; the 
valley of the Nile. The most recent excavaticrs 
in Egypt have unearthed rich treasures in jewelry. 
The art of Egyptian lapidaries and goldsmiths is 
shown in necklaces, bracelets, ear rings, girdles and 
finger rings of exquisite workmanship. The in- 
numerable little jars and boxes for cosmetics and 
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the metal hand mirrors are witnesses of how much 
life was vanity then as now. 

There was also found in one of these recent ¢x- 
cavations a small linen bag, which archaeologists 
claim was the forerunner of the modern vanity 
case. This small linen case sheltered a jeweled lip 
stick and eyebrow pencil, similar to those in vogue 
today, indicating the truth of Solomon’s statement 
that “there is nothing new under the sun.” 

It is possible to obtain many illustrations of 
prominent artisans in gold and silver, through the 
middle ages, particularly of the Renaissance period. 
Michael Angelo’s instructor in art was originally 
a jeweler and worker in the precious metals. 

Most of you are familiar with the story of Ben- 
venuto Cellini and of his contribution to the art 
and industry of the same period, and we have all 
been proud that he, too, was a jeweler. Coming 
down to the revolutionary period in our own coun- 
try we all glory in the fact that Paul Revere, 
famous in history for his thrilling ride through 
Lexington and Concord, arousing the minute men 
to action, was a silversmith of merit and renown 
and many of his wares are held as precious trea- 
sures at this time. 

There is much in history to inspire one, and 
visits to museums like the Metropolitan Museum 
of Arts will do much to educate one as to the merit 
of the productions of the artisans of the past and 
develop in one an interest in the romance of 
jewelry which will enable him to tell stories ccn- 
cerning his products which will interest the prospec- 
tive purchaser far more than the enlarging upon 
the beauties of the particular piece and quoting the 
price. 

Coming down to the present day we find that the 
jeweler is recognized as a business man of capacity. 
We find him upon the directorate of his bank, in- 
dicating that his opinion and judgment are valued 
in affairs concerning others than himself. The 
fact that he is financially able to take his place 
in banking circles proves his industry and con- 
structive thought. No more do we hear the jeweler 
spoken of as a poor business man, and I do not 
think the statement ever was true. To the con- 
trary, from my -intimate knowledge of the condi- 
tions under which some of our jewelers have made 
their start I am prepared to say that they must 
have possessed unusual ability, enthusiasm, op- 
timism and perseverance. 

Attendance at conventions and the mingling with 
others engaged in the same line of business has 
done much to fill us with respect for our business 
and incidentally for ourselves, and it has been well 
said that before a man can gain the respect of 
others he must first of all have self-respect. The 
years that have passed since the inauguration of 
the association movement have done much to im- 
prove the condition of the individual jeweler. We 
hear jewelers discussing in such an_ intelligent 
manner the subjects of overhead, depreciation, mis- 
cellaneous store expenses, etc., in terms of proper 
percentages, that it seems as though this condition 
has always existed. But it did not. . 

The education of the jeweler along the lines 
which have developed his imagination and vision 
is of comparatively recent time and is coincident 
with his amassing and digesting figures which tell 
him every month in which direction he is headed 
and what progress he has made. Of course, we 
appreciate that one month does not tell the story, 
and that what is lost one month may be made up 
the next. But the habit of keeping close watch 
upon one’s business and making comparisons with 
other months does much to keep one’s vessel headed 
in channels which are safe. 

The achievements which have been the result of 
co-ordinated efforts are so well known as to need 
no mention by me at this time. You can recall the 
many trade betterments which are the direct result 
of association work. While there are still a few 
who profess the belief that improved conditions 
would have come about anyway, the rank and file 
are more and more convinced of the desirable re- 
sults which accrue from group action under in- 
telligent leadership. 

When the associaticn movement was first 
launched much time was spent in trying to im- 
prove conditions in the industry, through changed 
methods in the other branches of the trade. After 
a while we learned that many of the desired 
changes were a matter of education to a large ex- 
tent of our own membership. As time went on 
and we had developed intelligent, workable policies 
we found more and more of the really worth while 
jewelers allying themselves with us, and at the 
same time we began to get together for confer- 
ences with representatives of the manufacturers 
and jobbers all to mutual benefit. 

Looking back a little more than 15 years to the 
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formation of the New York State Retail Jewelers’ 
Association, and contrasting conditions cf that time 
with those of today, I am sure that you will all 
agree with me that it has been a worth while effort 
and that while we have been elevating the standard 
of the craft to the advantage of everyone engaged 
in the trade, we have helped ourselves most, and 
that we stand today in the enviable position amcng 
business men. 

But let us not stand still. The demands of this 
year are for a more progressive policy than last 
year or the year before. The competition of other 
lines for the dollar of the consumer is more active 
than ever befcre, and you cannot sit back and ride 
on the reputation made in other years. The prob- 
lems of today must be met by active, constructive 
efforts of today, and you must not for one moment 
relax that “eternal vigilance’? which is the price of 
success. Keep your associates in your store up-to- 
date as to store-keeping methods; have them read 
and learn; make them understand that suggestions 
are always welcomed, even though they cannot all 
be used. Interchange selling and advertising 
methods with friends in other cities who will be 
just as willing to give as receive. Be active locally 
in things which pertain to the welfare of your city 
in any way, rememberilng always that one owes a 
duty to the country and city which gives him pro- 
tection and the right to liberty and the pursuit of 
happiness. Have faith in yourself and in your 
fellows. Always strive to do your best, and in 
the results you can safely leave to Him, who doeth 
all things well. 

Robert W. Disque, business manager of 
the Syracuse Post-Standard, followed Mr. 
Evans, taking as his subject, “Is the Re- 
tailer Co-operating to Improve Conditions 
in the Jewelry Industry,” which was sum- 
marized in the telegraphic report of the con- 
vention published last week. At the conclu- 
sion of Mr. Disque’s remarks a series of 
questions almost led him into a controversy 
over the merits of the National Publicity 
Fund. He refused to be drawn into a de- 
bate on this subject, led by M. L. Korsunsky 
and Hugo Falkenstein, declaring that he was 
not prepared to say whether such a cam- 
paign would prove beneficial to the jewelry 
industry as a whole. In response to ques- 
tions regarding national advertising, Mr. 
Disque did say that national advertising 
was a wonderful force provided all units 
were fully developed. He explained this 
further by saying that before being adver- 
tised nationally, an article must be distributed 
so that a person reading the ad may pur- 
chase the article in any locality he happens 
to be. He declared that local advertising 
was bound to be helpful to the retail jeweler, 
Asked what percentage of the gross sales 
should be appropriated for advertising, Mr. 
Disque declared that it would range from 
two to 10 per cent., depending on the loca- 
tion, Non-productive cities, where there was 
a consuming market, required a smaller ap- 
propriation, he said. Small space, used con- 
tinuously, was more . effective in selling 
jewelry than large space used spasmodically, 
the speaker asserted. Window display is 
the greatest advertising asset the jeweler has, 
Mr. Disque averred, particularly the smaller 
merchant who can ill-afford to spend money 
for newspaper advertising. 

In answer to the criticism of Mr, Falken- 
stein of the national publicity movement, 
Eugene L. Ward, Oneonta, declared that all 
advertising was good and not all wasted as 
it had been intimated, and some who do not 
help defray its cost participate in its benefits. 

Emil J. Scheer, Rochester, then spoke as 
follows on “Problems of the Silverware De- 
partment,” saying: 


ADDRESS OF EMIL J. SCHEER 


In dealing with this subject, ‘Problems of the 
Silverware Department,” I will try to outline some 
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of the methods used in jewelry stcres in display, 


care, sale and delivery of silverware, and, to 
point out the advantages and disadvantages as I 
see them. Also, the ever present problem’ of 
making a profit on the sale of silverware. 

There is possibly ncthing new that I will bring 
to your attention. However, if some little profit 
to the members can be gained through this address, 
it will add that much to the value of the co- 
operation for which we are united in this brcther- 
hood of retail jewelers, which we call the retail 
jewelers’ association. 

First problem—-Display. 

The average jewelry store has not sufficient space 
to properly display silverware, the arrangement 
of the average store being with a row of counter 
cases down both sides of the store with wall cases 
back of these counters. While this furnishes a 
place to display the silverware it does not permit 
cf showing goods to the best advantage. The cus- 
tomer cannot he taken up to the goods. They must 
be taken from the wall cases and placed on the 
counter for inspection. The disadvantage being 
the delay in displaying the goods and confusion 
caused in placing before the customer a large 
variety of articles, many of which do not appeal 
in style, price or serve the purpose desired. Much 
time is consumed and many times sales are lost on 
account of this method. 

Another great cbjecticn to this method of dis- 
play is that 1t eccupies the top of counters which 
as a rule contain other lines of goods, such as 
watches, diamonds and jewelry. And while so occu- 
pied makes it difficult to show gceds from these 
cases, as a result interferes with the sale of these 
goods and many times will cause the loss of a 
sale, due to this congested condition and inability 
to be properly shown. 

The ideal arrangement is to have no wall cases 
back of jewelry, watch or diamond counters. The 
silverware wall cases and counter cases containing 
silverware should be so arranged that this line 
can be displayed in a separate department where 
no other lines are carried and can be shown direct 
from the case in which displayed. 

Second problem—Care and Ccndition. 

The care and condition in which silverware is 


kept is one of the most important problems. Until 
a method is discovered to prevent silver from 
tarnishing, eternal vigilance must be the silver 


dealers’ watch word. Nothing will destroy the in- 
terest of a prospective customer more than goods 
tarnished or in a shop worn condition. 

I am sorry to say that too many jewelers 
neglect this important part of their business by 
allowing silver to become tarnished and shop worn. 
This is due to indifferent help or by their own 
personal indifference. I would advise employing 
only willing workers in a jewelry store; those 
who enjoy keeping stock in proper condition, espe- 
cially the silver department. 

Third problem—Engraving. 

This much discussed problem is still with us, 
and probably will be for some time to come. My 
own view on the engraving of silverware is to limit 
the amount of engraving to one letter on flat sil- 
verware and a charge to be made for any addi- 
tional engraving. The price of the silver should 
include this much engraving as a set of flat silver 
is not complete without it. In other words, the 
profit on flat silver should be sufficient to cover 
the engraving of one letter. 


Fourth problem—Delivery of Silver. 

Most silverware is sold for wedding gifts and 
other occasions. It is, therefore, of great im- 
portance to use a good quality of boxes and 
flannel rclls in which to pack these gifts, so as to 
create the best impressicn, as goods received from 
a jeweler should. The successful silver dealers save 
no expense on boxes and flannel rolls to have the 
goods reach their destination in a most attractive 
condition. 

Fifth problem—Sale of Silverware. 

The commercial side is the all important in this 
subject. The need cf silverware in the home is a 
necessity. The better the home the better the silver 
should be. We know many homes are lavishly 
furnished and decorated, but lack the quality and 
quantity cf the useful and beautiful creations in 
silver. 

Much has been done by the manufacturers of 
late to create a greater demand for sterling silver- 
ware, as well as plated silverware. Vast sums of 
money are appropriated for advertising in national 
magazines, newspapers and by direct mail. The 
results have shown that it pays to advertise, and 
as a result much larger sums will be spent this 
year than ever. 

Retailers in every community who advertise ex- 
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teasively withcut exception find it a profitable in- 
yistment. All jewelers receive a benefit from this 
a(vertising, whether they advertise or not, but 
their returns will be greater if they do some of 
the advertising. 

Having dwelt on the advertising of silverware 
to create the demand, it is now up to the dealer 
to have his stock so arranged to be attractive, 
easily shown and in the best of condition to effect 
the sale. 

With all the above preparation it is now a 
question of salesmanship. Silverware is a study 
and the experienced silverware salesman or woman 
give a service that cannot be given by the 


can 
inexperienced. I would, therefore, advise the 
study of silverware, its many articles, patterns, 


qualities and uses to get best results. 

Co-operation and Profit. 

The co-operation of silver manufacturers’ 
ciations and individual firms with the retail jewel- 
ers’ associations in the past few years has helped 
to improve the conditions under which silverware 
is sold. The inveicing of goods at suggested re- 
sale prices with the trade discount and the elim- 
inaticn of the unjust war tax on most of the 
articles we sell, a fair margin of profit should be 
had on the sale of silverware by all dealers who 
properly run this department. 

In conclusion I wish to express myself as having 
confidence in the future, and that the jewelry and 
silverware business will always be a highly special- 
jzed business and remain in the hands of those 
who serve best. This is the age of specializing 
and survival of the fittest. As association jewelers 
it is our desire to educate one another to hold 
our place as the fit, and enjoy the prosperity that 
will make us better jewelers and better citizens. 

At the conclusion of Mr. Scheer’s re- 
marks, Charles H. Howe of Syracuse, asked 
for a few moments to explain a process for 
cleaning silverware, not in general use. 
Lampblack, Mr. Howe said, had been found 
by him to be the most effective means of 
cleaning silverware but should be used with 
caution, sparingly. ‘He advised the making 
of two bags from pieces of heavy flannel 
in which the hands could be slipped, keeping 
the fuzzy side of the cloth out. Then 
sprinkle—like pepper—a little lampblack on 
the cloths, rubbing each together to spread 
it over the surface. He declared this would 
bring out the original finish, When the 
cloths were not in use they should be turned 
inside out to prevent dust reaching the sur- 
face, he declared. 

Prior to adjournment of afternoon session, 
President Clark appointed the following 
convention committees : 

Trade Interest: C. C. Bradley, Batavia; 
C. H. Howe, Syracuse; C. H. Ash, Bing- 
hamton; W. D. McNeill, Utica; M. L. 
Korsunsky, Bronx. 

Legislative: F, P. D. Jennings, Albany; 
E. B. Patterson, Corning; Henry Astor, 
New York; George H. Traver, Rome; Rus- 
sell Scheer, Rochester. 

Membership: P. W. Hallenbeck, Catskill; 
J. A. Darrow, Penn Yan; B. H. Cheydluer, 
Norwich; Murray Max, New York; J. G. 
Dahlstedt, North Tonawanda. 

Deceased Members: George H. Evans, 
Utica; Charles Kausch, Bath; J. A. Dillon, 
Gloversville; A. J. Bluming, New York. 

Insurance: Hugo’  Falkenstein, New 
York; R. M. Obenauer, Buffalo; A. G. 
Miller, Rochester; W. R. Grady, Penn Yan; 
J. H. Engel, Brockport. 

Resoiutions: L. H. Barth, Geneva; Ed. 
Leininger, Buffalo; R. E. Brigham, Oneonta ; 
J. B. Given, Rochester. 

Nominations: F. P. D. Jennings, Albany ; 
S. D. Burritt, Rochester; W. G. McDougall, 
New York; C. H. Howe, Syracuse; L. M. 
Campbell, Canandaigua. 

Audit: A, A. Bullard, Bath; J. D. 
Daniels, Albion; Frank Tarrant, Rochester. 
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MONDAY EVENING 


One of the features of the dinner in the 
palm room was the vocal effort of Baldauf, 
Junior, five-year-old son of the convention 
pianist, who was encored repeatedly. 

Monday evening the delegates held a 
theater party to the Eastman Theatre, one 
of the most magnificent structures in the 
country. The actual party was preceded by 
a visit to the Conservatory of Music ad- 
joining, in which an educational motion 
picture explaining the construction of the 
theater and its purposes, was thoroughly 
enjoyed, as was the moving picture and 
vaudeville entertainment in the theater 
proper. 

Tuesday 


At the club breakfast which preceded the 
day’s business session, Emil N, Zolla, counsel 














SECRETARY 


CHARLES E. SUNDERLIN, 


for the American Watch Importers’ Associa- 
tion, explained the objects of that organiza- 
tion in the direction of standardization of 
Swiss watches, the code of ethics which had 
been adopted by the importers, the protection 
afforded the wholesale and retail dealers from 
evils which have beset the handling of this 
merchandise. In concluding, Mr. Zolla asked 
for the co-operation of the members of the 
State association by dealing with firms of the 
Importers’ Association. 

President Clark introduced, in opening the 
morning session, “Gene” Hitchcock, of W. 
P. Hitchcock Co., Syracuse, who spoke as 
follows: 


ADDRESS OF T. E. HITCHCOCK 


The National Jewelers’ Publicity Association ds 
probably as well known to you as it is to me. The 
association was organized for the purpose of pro- 
moting an increased jewelry business. It is the 
intention of the association to accomplish this re- 
sult by direct national advertising, assistance in 
preparing local advertising for the jeweler, window 
display cards, dealer helps, sales talks for clerks, 
propaganda through various trade journals and 
magazines, together with such other stimulants as 
conditions and experience justify and demand. 

The organization is controlled by the voluntary 
services of the leading “brains” of the jewelry in- 
dustry. Represented on the Board of Directors 
are manufacturers, wholesalers and retailers, all of 
whom serve the cause without any hope of personal 
reward, and in many instances at a considerable 
expense and loss of time. 

The amount of money which can be expended for 
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the purpose of administration has been limited by 
this Board to a very small sum, guaranteeing to 
the subscribers a maximum efficiency at a mini- 
mum cost. — 

Before entering into this campaign a survey of 
the industry, the amount of money involved and 
the results obtained were carefully canvassed. To 
the surprise of everyone, we found that there had 
been an actual shrinkage in the amount of jewelry 
business being done by retail jewelers over the 
period of the past four years. This shrinkage in 
itself was sufficient to justify and warrant a cam- 
paign of considerable magnitude and formed the 
basis for the ‘‘Million Dollar Drive.” Plans were 
accordingly made, chairman and vice-chairman ap- 
pointed and date sset for the commencement of this 
work. 

The first problem confronting the committee was 
the necessity of raising a definite and _ predeter- 
mined amount on an equitable basis. They used 
as fundamental the ratings as they appeared in 
the rating book of the National Jewelers Board of 
Trade and the Manufacturing Jewelers Board of 
Trade. They found by taking one-half of one 
per cent. of a concern’s rating, according to these 
books, that the necessary amount after making al- 
lowance for shrinkage, non-payment, etc., could be 
raised. 

Let us take for example a concern with a rating 
of $100,000. One per cent. would be $1,000, and 
one-half of that, or $500, would be their sub- 
scription, payable one-third yearly for a period of 
three years. In other words, in round figures, 
$170 per year. While I will concede that in some 
instances this plan was unfair, in the majority of 
cases it proved to be equitable and acceptable. 

Where could anyone expect to derive such large 
benefits with such a small expenditure? How 
could anyone with interest or belief in the jewelry 
industry fail to appreciate the benefits which they 
were bound to derive? Is there a jeweler without 
sufficient gambling instinct to warrant the expendi- 
ture of $1 per week, on a chance that it might in- 
crease his business? And yet hundreds of jewel- 
ers were assessed far, far less than this amount 
and fail to return their pledge cards at all. 


At the outset of this campaign, I had the mis- 
fortune or good fortune, I don’t know which, to be 
appointed vice-chairman of New York and placed 
in charge of New York State, exclusive of the big 
city. My first move was the appointment of a 
local chairman to organize local drives. In my 
efforts along this line, I came into personal contact 
for the first time with a considerable number of 
men, who I knew by reputation, but not in person. 
In many instances their response was instaneous, 
enthusiastic and whole-hearted. In others, replies 
were even discourteous, and showed an absolute 
lack of interest or appreciation for the work 
which we were undertaking. 

Real fellows, broad-minded men, such as E, J. 
Scheer---I mention just one of your local celebri- 
ties—welcomed the idea, and put forth every effort 
to make the results a success. In some cities, 
Binghamton, for instance, we were unable to secure 
any jeweler to act as chairman of the local organi- 
zation—no one of sufficient energy, enthusiasm or 
foresight to devote a small portion of his time 
making this drive a success. 

The difficulties encountered and the amount of 
time lost, necessitated my taking off of the road 
three of our most experienced salesmen and placing 
them in various districts at the expense of the 
W. P. Hitchcock Co., so that all sections might be 
adequately canvassed during the week of the cam- 
paign. 

In one instance one of our most enthusiastic, 
energetic and ambitious jewelers accepted a local 
chairmanship. In spite of my best efforts I was 
unable to get him to even <tart the drive, much 
less bring it to a successful conclusion. You can, 
therefore, imagine my surprise when a few weeks 
later I read in the paper of his successfully leading 
a drive for something entirely foreign to his own 
business. I mention this as simply one of the 
many cases in which lack of interest in our own 
industry has injured the success and prospects of 
putting the industry in a better condition. 

As I mentioned a few moments ago, the volume 
of jewelry business has consistently decreased over 
a period of the past five years. If we are to retain 
our standing as an industry of national importance, 
some means of combating this condition must be 
found. We also find that 11 months of the year 
we are doing approximately 614 per cent. monthly 
of our total business, and that the 12th month, the 
harvest season, produces 31 per cent. It is the 
hope that this campaign may sufficiently stimulate 
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business making it an all year around proposition 
instead of for one month only. 

There are other channels through which this 
committee intends to work. Channels which have 
undoubtedly never occurred to you, but which are 
directly affecting your pocketbooks and profits. 

In a recent issue of a fashion magazine, the 
editor specifically condemned the wearing of jewelry 
which was at all conspicuous as a sign of bad taste, 
saying that the well-dressed person might possibly 
wear a small bar pin and a ring or two, but that 
ornaments beyond the most conservative indicated 
bad taste. It is the intention of the Publicity As- 
sociation to eliminate this tendency upon the part 
of these column writers to bring to the attention 
of the public that good jewelry, attractively de- 
signed, is good taste under almost any conditions. 

This same eccentric demand for simplicity has 
been reflected in the attitude and actions of the 
interior decorators of the country. For several 
years they have been advccating buffets with only 
a comport and a pair of candlesticks, china cabi- 
nets with wooden doors, which eliminate the neces- 
sity of their having and contents whatsoever. 

Beyond a question of doubt, the manufacturers 
of furniture and the attitude of the interior decora- 
tor, have cost the jewelry industry millions of dol- 
lars in the sale of silver hollowware and cut gass 
alone. This wild craving for simplicity is being 
reflected in the pocketbooks of innumerable lines of 
business. 

How is this condition to be changed—can you 
individually accomplish a definite result? No. But 
this change can be brought about by means of an 
immense national organization, such as the National 
Jewelers’ Publicity Association. 

I have the good fortune to be a personal friend 
of Robert Disque, who addressed you yesterday 
upon business ethics. When Mr. Disque was pre- 
paring this paper, I was fortunate enough to be 
consulted by him. 

I was astonished to hear that the department 
stores of the country were doing more than 60 per 
cent. of the total jewelry business. Business which 
should and could be done by the retail jewelers if 
they were stimulating an interest in their merchan- 
dise and stores in the proper manner. 

The department store has no wild fluctuation, but 
maintains a steady business throughout 12 months 
of the year by persistent advertising. The jewelry 
store, I will concede, cannot hope to compete with 
the department store in the amount of advertising 
space used, but it can accomplish this same result 
by means of a national campaign, coupled with a 
reasonable amount of local effort. 

The question before you, gentlemen, is the ques- 
tion of gradual extinction or fight. 


Mr. Hitchcock then recited examples to 
show how various industries including the 
electrical, paint and varnish, brick, cement 
and many others, have greatly increased their 
business by co-operative advertising. Con- 
tinuing, he said: 

To the critics of this campaign I put this ques- 
tion: doesn’t the experience and results as shown 
by other industries warrant the expenditure which 
we are asking you to make? Is the jewelry busi- 
ness composed of progressive, energetic, wideawake, 
go-getters, or is it degenerating into a lot of dry- 
rot fossils, heading towards the bankruptcy court? 

There is an opportunity before this association 
which will more than justify this convention. The 
campaign for a Million Dollars is not dead. In 
fact, it is very much alive, and is being carried 
forward from day to day with better results. 

If each of you men would go back to your own 
locality, write me for cards covering the people in 
your vicinity who have not subscribed to this cam- 
paign, organize a local drive, get behind the wagon 
and push; if ycu would wake up the man next 
door and tell him all about this campaign. If you 
have enough personal interest to do this, the suc- 
cess of our drive for ‘‘One Million Dollars” is as- 
sured. 

Gentlemen, a successful campaign for money fol- 
lowed by a successful campaign for business will 
be reflected directly in your increased bank balance. 


Some statistician has told us, that out of every 
dollar earned, 50 cents is spent for necessities such 
as, rent, food and clothing, and the cther 50 cents 
is devoted to luxuries, such as: pianos, phono- 
graphs, radios, automobiles and jewelry. It be- 
comes a question as to how clever we are in ex- 
tracting our full share of the remaining 50 cents. 
I can assure you, gentlemen, that unless strenuous 
efforts are made in the immediate future, all the 
other industries I have mentioned will have suc- 
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ceeded in squeezing you out from even the small 
percentage you are receiving today. 

On several occasions jewelers have criticized the 
amount of money we intend to spend in this cam- 
paign. I would like to answer that criticism with 
a story: . 

Two friends meeting at lunch were discussing 
domestic problems. One said to the other. “John, 
it’s getting worse all the while. Monday morning 
the wife hit me for a dollar, Tuesday it was two, 
Wednesday three, and here it is Saturday and she 
nails me for six dollars. It certainly is the limit.” 
His friend showed by his voice and expression 
deep understanding and sympathy. Not knowing 
what else to say, he asked him what she did with 
it, to which his friend gravely replied: “I don’t 
know, I haven’t given her any yet.” 

So it is with the campaign, we are surrounded 
by people who haven’t given. Before this campaign 
can be concluded, everyone must give. After all, 
it’s up to each of you men to see that this campaign 
does not fall down. I ask thay tou leave this con- 














R. E. BRIGHAM, TREASURER 


vention with the firm determination to do some- 
thing. Let’s cut the talk. Let’s pull off our coats 
and go to work. I don’t mean the “other fellow.” 
I mean you. Thank you. 


When quéstioned by one of the members 
at the conclusion of his remarks as to when 
the National Publicity Association desired 
checks for amounts pledged in May, Mr. 
Hitchcock asked that they be sent in as early 
as possible, since lack of funds was one of 
the association’s principal handicaps. 

H. Lyman Hart, of Hart & Conway, 
Rochester advertising agency, who was 
scheduled to speak on “Advertising,” was 
operated wpon in a local hospital Monday 
and sent in his stead W. E. Conway, his 
partner, who confessed that he had come 
rather unprepared. Mr. Conway, however, 
gave the jewelers many valuable pointers on 
advertising. 

He declared that it required a different 
type face to tell the jeweler’s story to the 
public than if it were desired to sell a truck. 
The jeweler was particularly fortunate, the 
speaker said, in being able to use a “love 
appeal” in advertising their merchandise. He 
counseled the frequent changing of adver- 
tising appeals to meet constantly changing 
conditions and cautioned against periodical 
use of large space instead of keeping before 
the public constantly the name of the firm. 
Jewelers, he said, should not expect miracles 
from their ads and further pointed out that 
it was most difficult to trace the results of 
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advertising, since the customer seldom men- 
tions that he saw a certain article advertised, 
preferring to have it known that he learned 
of the fact by himself, figuring it out that 
some particular store was the proper place 
to make his purchase, 

Snappy copy is unsuitable in jewelry store 
advertising, Mr. Conway stated. Since it is 
the women who are principally appealed to, 
sane and conservative appeals bring the best 
and quickest results. Decorations, cuts which 
display silverware and jewelry, enhance the 
appearance and selling force of advertising, 
the speaker concluded. 

George C. Lunt, of Rogers, Lunt & 
Bowlen, Greenfield, Mass., was then intro- 
duced. Taking as his topic “Sterling Silver- 
ware,” Mr. Lunt spoke in part as follows: 


ADDRESS OF GEORGE C, LUNT 


I am especially honored by the president of 
your good association by his invitation to talk to 
you about silverware. I bring the greetings and 
best wishes of the Sterling Silverware Manufac- 
turers’ Association for your continued success and 
prosperity. 

I recall with considerable pleasure my visit three 
years ago to Buffalo to your joint State and na- 
tional conventions. Through the courtesy of your 
national officers a committee from the Sterling 
Silverware Manufacturers’ Association, of which 
I was chairman, was invited to meet your com- 
mittee on sterling silverware. I approached the 
first meeting of that joint committee with much 
misgiving, owing to the evident hostility as previ- 
ously shown by the resolves of most every State 


association. Our joint committee had the good 
fortune to have as members, three from your 
State, Messrs. Hufnagel, Evans and_ Scheer. 


These meetings marked the turning point in senti- 
ment. We became familiar with each other’s eco- 
nomic needs—we found our aims were one and 
must be in harmony. The co-operation necessary 
to success started then and there. We have gone 
a long way since. 

Do you realize that the volume of sterling silver 
business has increased nearly 50 per cent. since 
that date? A wonderful increase for an industry 
in these trying times. You have sold the mer- 
chandise all to our mutual advantage. Let us go 
on—we haven’t scratched the surface. 


I believed at that time this country of wealth 
could absorb five times as much silverware as it was 
then using. We still have over three times the 
present volume to go before we catch up with this 
nation’s normal absorption of solid sterling silver- 
ware. Our association believes this and is work- 
ing for it. 

Let me say something about our association. 
People are skeptical and suspicious of associations, 
thinking they are price-fixing outfits, scheming to 
skin somebody. That is impossible, it. cannot be 
done legally, morally or practically. Our associa- 
tion has a higher aim, an aim to make the best 
products the world ever saw, to foster their sale, to 
stand back of you gentlemen, to make your problems 
theirs, to properly advertise that good merchandise 
that the public may have a proper appreciation of 
the integrity and the art of your merchandise and 
ours. 

The association recognizes its real competitors 
as those people in other lines of endeavor that bid 
for the surplus dollar. You believe that, else you 
wouldn’t be here. You gentlemen realize that you 
are in the same boat with one another and that in 
the broader sense your real competition is from 
without. 

You are here to learn from one another the 
best business methods that you may co-operate to 
the end that your particular calling may survive. 
The silversmith has plenty of room to compete 
with one another in the art and craftsmanship of 
his product and its economical production and sale. 
He unites in working for a larger field for his 
endeavors. * * * 

Now to do that we are all using the best medi- 
ums of publicity, are advertising to the limit of 
our budget, are fostering good displays and mer- 
chandising methods, have encouraged a National 
Sterling Silver Week, not to sell silver in that 
particular week alone, but to make a mass display 
that lasts in the public mind—and, most important, 
we are financing a field secretary, Miss Ruth 
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kygge, who is doing wonderful work in the trade. 

This work must bring restilts as time goes on. 
Miss Egge is carrying the sterling message to 
thousands that had no sterling “consciousness. We 
ask you to co-operate with your moral support, be- 
lieving it is to our mutual benefit. 

1 want here to impress you gentlemen with one 
fact, and that is, that while quite a’considerable 
percentage of your business in other’ lines has 
seeped away to the department store, the gent’s 
furnishings, the hardware man and drug trade, 
that notwithstanding other advice to the contrary, 
sterling silver is largely in your hands. I know, 
J have means of knowing, and I am sure I am 
‘right when I say that better than 80 per cent., 
indeed nearer 90 per cent., of the sterling business 
of the country is in your hands, indeed, there are 
more jewelers that don’t sell sterling than there 
are other kind of merchants that do. You have 
the bulk of that trade. It is up to you to keep it. 

* * * 

Your trade is an old and honorable one, one of 
the very oldest in existence—goes away back to 
King Solomon’s time. It has passed through all 
the vicissitudes that have beset this world from 
the beginning of civilization. It will always live, 
for you may be merchants, but you are something 
else. You are specialists, experts in your line, 
with a knowledge of your gems, your precious 
metals and the art thereof, the most beautiful 
attributes conceived by man for the decoration of 
his home and his loved ones. The sentiment will 
always live. 

The trimmings and trappings of this life make 
life worth living. It is human, it is as much a 
part of one as his religion. 

Man in the very earliest history decorated his 
choicest implement, he put into or on it an expres- 
sion of his love, his inner self. 

A gourd would serve him to drink, but that 
early vessel was imitated in more lasting material 
and decorated. That idea has come down to us 
through all the ages; it is a part of our heritage 
to beautify that to which we are attached. 

The ages have had different ideas both as to 
quantity and color and shape, but never has the 
idea of the beautiful been lost. The Cromwellians 
and Puritans tried to link up beauty with the 
devil and made it a religious duty to suppress it, 
but such a position couldn’t live. It was inhuman. 

Now then, I want to bring a message of cheer 
This country has shown the greatest de- 
country on God’s footstool. 


* * * 


I feel safe in the prediction that the next genera- 
tion will witness the greatest development in music, 
in painting, in sculpture, in literature, the world 
ever saw. Why not? Did I not say that these 
things made life worth living? It is not the bare 
necessities, it is the finer things—diamonds, gold, 
silver, good furniture and furnishings. Look at 
ihe art museums of the country and the’ private 
collections of the products of the artists and crafts- 
men of all times, all of these things will have 
their influence, and let me tell you the silversmith 
is awake. He is paying more attention to design 
than ever before. I could tell you of the time 
and thought given to every article. 

This pot may be without decoration. Study the 
shape, is it anything new and raw? No, it is 
wrought on lines laid down by some old master 
from the periods and the shape is studied and re- 
fined until every line is a line of beauty and grace. 
This pattern of flatware—is it an ordinary mass 
or network of unrelated scrolls? No, the designer 
is a student and he works with a skill and a knowl- 
edge built on long training and a love of the beau- 
tiful. With this as a basis he works towards his 
ideals, which are ideals of the present and a desire 
to leave a heritage for the future. 

Gentlemen, the sterling business is ethical today 
from every standpoint and the result is an Ameri- 
can product unequaled, a product far superior to 
anything imported from abroad. The American 
silversmith has long since passed his foreign com- 
petitors in line and beauty of product, whether 
wrought by the aid of machinery or by the ar- 
tisan’s hand. Now then, your mission is to co- 
operate and pipe this product. 

The American wife has reason to be proud, she 
has the means and the taste. In the desire for the 
better things, she is not yet fully silver conscious. 

She wears fine raiment with dignity and grace, 
she has good furniture and furnishings, partly 
because the furniture man from Grand Rapids got 
busy 15 years ago before the silversmith, and 
made good stuff on good lines and advertised it. 
She covers her table with fine linen and sometimes 
a table cover costing $100, $200, or even $500, fine 
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China place plates at $300 per dozen, fine glass- 
ware and, sorry to say, sometimes plated silver, 
and even—sometimes—that which shows a bald 
spot in the back of the bowl. Now an appeal must 
be made to her pride, her vanity, her good judg- 
ment, indeed, to her just rights. She must have 
solid sterling silver. It is only costs for the art 
and merchandising, the silver content cost is realiz- 
able at all times and it is real—not veneered. It 
is like your real diamond and pearls, your platinum 
and gold. 

The silversmiths know the field is wide open. 
There is an opportunity to sell sterling much 
further down the scale of wealth than you have 
any idea. Lcok at the people with automobiles, one 
to every other family. They spend more for gaso- 
line to run them in a year than a set of silver 
would cost. 

Don’t misunderstand me, they won’t give up 
the auto for silver, but they can afford the silver 
in addition. They still have money in the bank, 
for notwithstanding the display of automobiles on 
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your city streets, the savings bank deposits have 
grown. The country is rich. Why every stenog- 
rapher who gets married today is worthy of a full 
set of sterling silver tableware, from coffee spoon 
to tea kettle. Look her up when the engagement 
is announced. Let her pick the pattern and her 
friends will do the rest. 
* + * 

Now, just before closing, I wish to again lay 
stress on a few high points, that they may prop- 
erly impress you. This generation, beginning now, 
1924, will witness the most wonderful develop- 
ment of the arts in this country, that the world 
ever saw. 

Solid silverware is one of the products that has 
reflected the civilizations of all periods of time. 
It will take its rightful place in this period upon 
which we are now entering. Sterling silverware 
is today designed on artistic lines. 

The absorption possibilities of this country are 
without parallel since the beginning of civilization. 
The sale of sterling silver is still confined to you 
jewelers. 

The Sterling Silverware Manufacturers’ Associa- 
tion is back of your own merchandising methods 
with two powerful aids. The members are indi- 
vidually advertising to the limit of their budget, 
using the best talent of the several advertising 
agencies. The association members are united in 
financing an intelligent propaganda to bring the 
people of this prosperous country to a solid silver 
consciousness—to make an appeal to the hostess’s 
vanity, her just pride, indeed, her just rights that 
her table, the very heart of her home, may justly 
reflect her intelligence, her culture and her good 
taste. 

I ask your heartiest consideration of these points 
and your hearty co-operation. 


At the conclusion of Mr. Lunt’s remarks, 
President Clark raised the subject of the 
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retention or abandonment of the slogan 
“Gifts That Last,” reading a letter from 
National President E. H. Hufnagel asking 
for an expression of opinion on the matter 
by the State convention. 

Secretary Charles E. Sunderlin then rose 
and defended the present slogan and express- 
ing the belief that it should be continued. 
Speaking in opposition, Russell G. Scheer 
of Rochester, favored the abandonment of the 
slogan in favor of “Jewels Bring Memories,” 
adopted by the Illinois association. 

President Clark then asked for an expres- 
sion of opinion by a show of hands and those 
favoring the retention of the “Gifts That 
Last” slogan outnumbered the opponents by 
more than two to one. 

W. D. McNeill, of the Wilcox store, Utica, 
led the trade discussion under three headings, 
“Advantages and Disadvantages of the Sal- 
ary and Bonus System,” “Are the Present 
Suggested Resale Prices Sufficient?” and 
“How Can I Get a Better Turnover on My 
Stock ?” 


Charles E. Sunderlin declared that the 
percentage basis of paying a watchmaker in 
his store had proven satisfactory. 

J. A. Darrow, Penn Yan, declared the 
question depended entirely upon the type of 
workman, that he had found the payment of 
a salary and a bonus at the close of the year 
based on the profits, an ideal arrangement in 
his store. 

E. J. Scheer declared he had found salaried 
employes most efficient, since they were less 
inclined to be hasty in their desire to make 
a sale and yet knew that they must show a 
fair amount of sales in order to make their 
employment profitable from their employer’s 
standpoint. 

Opening the discussion of resale prices, 
Charles I’. Vanderpool stressed the necessity 
of obtaining a living profit on the merchan- 
dise handled, declaring that with overhead 
costs soaring, it was necessary that the 
jeweler obtain a larger markup on his goods 
than was the case a decade ago, when rental 
and salaries were less than half of what they 
were at the present time. He also dis- 
approved the reduction by some manufac- 
turers of the price of their products, based 
on the elimination of the excise tax. He de- 
clared that the jeweler, in many instances, 
had not added the tax to his merchandise 
hut absorbed the added cost himself and that, 
therefore, he was entitled to the extra profit 
accruing through the removal of the so-called 
luxury levy. His sentiments were echoed by 
J. A. Darrow of Penn Yan and George C, 
Lunt, who had spoken previously before the 
convention, asserted that speaking for his 
own firm, there was no intention to deprive 
the jeweler of what benefit he had obtained 
from this legislative relief. 

Pyramiding stocks are the principal menace 
to the retail jeweler today, William Mc- 
Dougall of New York declared in reference 
to increasing turnovers. He advised the sac- 
rifice of out-of-date merchandise, declaring 
any price a good one. Make the price low 
enough and the public will buy, he asserted, 
incidentally putting new merchandise with 
the old to make the display in window and 
showcase more attractive. 

Out-of-date jewelry is worth just what it 
will bring, F. P. D. Jennings of Albany de- 
clared, in speaking on the same subject. The 
best article always goes first, he added, and 
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he had found a $1 window in which discon- 
tinued items were disposed of a satisfactory 
way of keeping down stock. 

Emil Scheer declared it was necessary to 
keep close watch on stock, pruning out con- 
tinually items which moved too slowly and 
sacrificing them. He advised taking a first 
loss quickly. 

Mr. Peacock, of the Oneida Community 
Co., then took a few minutes prior to ad- 
journment to explain a new compound to 
keep silver from tarnishing and inviting the 
delegates to visit his room, where he could 
give a more practical demonstration. 


TUESDAY AFTERNOON 


The afternoon was given over entirely to 
entertainment. Delegates in their own or 
cars provided by the Rochester committee, 
left the parking space near the convention 
headquarters about 2.45 o’clock for a tour 
of the city, escorted by motorcycle police- 
men. The parade of autos, gay with fes- 
toons, made a fine sight. The ultimate des- 
tination of the party was Manitou Beach, 
where the merrymakers arrived about 5 
o'clock. 

The feature of the outdoor program there 
was the taking of a group photograph of the 
entire party, and others of the State officers 
and Rochester committee. Following this 
the delegates wandered about the grounds 
surrounding the hotel, enjoying the wonder- 
ful view of beautiful Lake Ontario, or ad- 
journed to the baseball diamond to see the 
baseball game between the wholesalers and 
retailers. The retailers by force of numbers 
triumphed over their friends in the jobbing 
branch of the industry by a score of 20 to 4. 
The game provided many amusing incidents 
and was played to the accompaniment of a 
barrage of auto sirens, manipulated by en- 
thusiastic spectators. 

The party then sat down to a sumptuous 
repast of seven courses in the hotel to the 
accompaniment of orchestra music, which 
divided the time of the guests between danc- 
ing and dining. At the conclusion of the 
meal a comedy boxing bout between two 
pickaninies furnished plenty of merriment. 
What tickled the onlookers most was the fact 
that the larger of the two youngsters won 
by the knockout route in the fifth round. 

Under the leadership of Steve Burritt, 
chairman of the entertainment committee, a 
contest was conducted for three souvenirs, a 
miniature pig, aeroplane and automobile. 
They were won respectively by Joseph Egan, 
Jack Abramson and Miss Clark, daughter of 
President Harry N. Clark. The remainder 
of the evening was spent in dancing. 


Wednesday 


A. S. Flint, in charge of sales promotion 
work for the Waltham Watch & Clock Co., 
was the speaker at the club breakfast on the 
final day of the convention. He described 
the making of a watch, including the build- 
ing of the movement and stressed the fact 
that watch manufacturers were really selling 
service. Ninety-five per cent. of the cost of 
turning out a watch is labor, Mr ‘Flint said, 
pointing out that when the workman re- 
ceives an increase in wages, it necessarily in- 
creases the cost of the product. He urged 


jewelers to cash in on the new styles, dis- 
Playing merchandise most suited for the par- 
ticular dress in vogue. 


Morninc SESSION 


Because of the late hour at which the dele- 
gates had retired the night previous on re- 
turn from the Manitou Beach outing, the 
morning session was late in starting. It was 
close to 11 o’clock when Vice-president E. J. 
Scheer called the delegates to order and 
introduced as the first speaker, Edward H. 
Hufnagel, president of the national associa- 
tion. 

ADDRESS OF NATIONAL PRESIDENT HUFNAGEL 

Taking for his subject “The Modern 
Jeweler,” Mr. Hufnagel told the members 
that the up-to-date jeweler must be a man of 
character, an outstanding man in the com- 
munity. 

“No business stands higher than firms built 
upon character,” said the national president. 
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“Get-rich-quick schemes peter out because 
they are not backed by character. Religious 
background is the basis of character and all 
will profit more by studying the spiritual 
things. Material things are transitory but 
the spiritual element which finds expression 
in that greatest of all factors in business— 


service. Take an example from the Great 
Teacher who led a life of sacrifice and 
service. Put your heart and soul into your 


work—and ennoble vocation. 

“The meeting of retail jewelers in con- 
vention, getting together, is a vital part of 
the modern business program. The thing 
needed today is the uniting of relationships in 
all branches of the industry for mutual bene- 
fit. In union there is strength.” 

Declaring there were three points he 
wished to stress, Mr. Hufnagel said the first 
was the getting together of jewelers. Next 
in importance, he said, was the necessity of 
studying research work with its causes and 
results which obtained from various condi- 
tions. He said jewelers must establish ef- 
ficient merchandising and distributing meth- 
He deemed legitimate sales, held for 
the purpose of clearing out dead stocks, an 
economic necessity, since they release capital 
for new goods. 

“There is no one item in the jewelry store 
which is selling predominantly today,” said 
Mr. Hufnagel. “It is up to the jewelers to 


ods. 
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create fashions so we will have something 
which will sell better than anything else. 
Most of the jewelers are in a rut. They are 
anything but modern. What is required is 
new vision. The modern business man with 
vision studies economic conditions. Do not 
hesitate to move old stocks. The longer you 
postpone clearing out diseontinued and out of 
date lines, the greater loss you must take in 
the end. 

“There are two kinds of trade, regular and 
transient. Personality is responsible for 
holding the regular trade. The transient 
business, on a steady increase, is not to be 
overlooked. It is largely a matter of loca- 
tion. Make a study of your location and if 
you find that sales are falling off, because 
you are undesirably situated, do not hesitate 
to make a change, no matter how long you 
have been at a certain place.” 

Mr. Hufnagel then told of his personal ex- 
periences in his Mount Vernon store, where, 
after a period of 38 years, he had reached the 
decision to move to meet the shifting busi- 
ness center. ‘While not believing in cut 
prices, Mr. Hufnagel again stated that the 
legitimate sale was justified. He conceded 
that there were few “straight” auctioneers. 
An auction conducted for a limited period by 
a legitimate auctioneer made friends for a 
store, Mr. Hufnagel said. He then told of 
disposing of 60 per cent. of his stock in the 
old store during a five weeks’ sale, upon 
which was realized cash receipts of $50,000. 
This represented an actual loss of $10,000, he 
explained, but made available capital for re- 
investment in stock, which would otherwise 
have been tied up in dead stock. 

Mr. Hufnagel advised caution in buying. 
He urged jewelers to put their stock on a 
scientific basis. In purchasing diamonds he 
advised that purchases be made on the basis 
of a 10-year average and pointed out that re- 
search had revealed that only one turnover a 
year could be expected on _ diamonds. 
Watches, he said, could be turned two or 
three times a year. 

“Don’t buy more than you need. Study of 
research statistics will increase your turn- 
overs. Study the factors in your particular 
community. For some time the farmer has 
been hard hit by the low prices for his com- 
modities. One of the outstanding factors in 
trade today is the healthy condition of the 
building trades industries. This has put 
money in the laboring man’s pocket. He has 
more money to buy. You should cater to his 
requirements,” Mr. Hufnagel said. 

He then spoke of the shift of New Eng- 
land industries to the south, to be closer to 
the source of raw material supplies, as some- 
thing which should be taken into considera- 
tion by retail merchants in this locality. He 
expressed the belief that New York city, 
with its great population, offered the most 
fertile field for the retail jeweler. Next to 
New York he paid tribute to Rochester as 
having the most enterprise of any other city 
in the State, referring to the benefactions of 
George Eastman and other public spirited 
men in the Flower City. 

“Contrary to the general belief, the auto- 
mobile does not hurt business,” Mr. Huf- 
nagel said it had been disclosed. “The pur- 
chase of a car is the outward expression of 
an emotion to possess something which is 
more than a necessity. These emotions pro- 
mote a desire for other things. lt has been 
shown that savings bank deposits have 
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giown despite the enormous sale of automo- 
biles.” 

The third thought the national executive 
shed to leave with the delegates was that 

getting back of the National Publicity As- 
ciation. 

‘Publicity of the character planned by the 
association will pull the jewelry industry out 
of the rut,’ the speaker asserted. “Now is 
the most logical time to launch such a cam- 
paign. The jeweler has been relieved of 
most of the excise tax burden and can well 
afford to put a part of this saving into some- 
thing which will increase his business three- 
fold. The character of the leaders of this 
movement is a guarantee that it will be con- 
ducted properly and that the best use will 
be made of money subscribed. 

“The modern jeweler is the broadgauged, 
four-fold man, who gets out of his store, 
meets his fellow-jeweler. We should have 
health so that we can meet people with a 
smile. Get out of the store at least twice a 
week, have a good ime and come back with 
vigor. Politics is something in which 
jewelers take too little interest in many 
cases, though there is a growing tendency 
on their part to participate in local, State and 
national government.” 

He concluded with an appeal that New 
York State send a large delegation to the 
national convention at St. Louis next month. 
Having served three terms, Mr. Hufnagel 
declared that he intended to retire as the 
president of the national organization. It 
was necessary to elect officers of the highest 
caliber to carry on the work of the associa- 
tion and this could best be accomplished by 
the attendance of a representative delegation 
from New York as well as other States. He 
outlined the speaking and entertainment pro- 
gram, and said that specifics rather than gen- 
eralities would be stressed in discussions. 

At the conclusion of Mr. Hufnagel’s ex- 
temporaneous remarks, Mr. Scheer praised 
the administration of the national president 
and his accomplishments during his term of 
office. 

L. M. Campbell, of Canandaigua, the next 
speaker spoke in part as follows: 


V 
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ADDRESS OF L. M. CAMPBELL 


How can we proceed to build up the 100 per 
cent jeweler? Let’s look over the foundation first. 
The jewelry trade is both honorable and ancient 


and this adjective ancient, especially applies to 
some of the stock we have been carrying for 
years and years. The jeweler of today as of 
vlden times is a peculiar merchant. He deals in 


precious metals and rare gems. 

Our merchandise marks the great milestones of 
life. We start the baby off to the wearing of 
jewelry by the baby ring or locket and chain. 
We provide the lasting symbol of graduation by 
the ring or pin. We furnish the gem-set ring 
to plight the lovers’ troth. Thé marriage vows 
are symbolized by the enduring and endless circlet 
of pure gold, ‘‘Gifts That Last” serve to mark 
birthday anniversary occasions and finally we fur- 
nish the silver plate that serves to mark all that 
remains after the soul has passed to its reward. 

The jeweler, because of his trade, is supposed to 
know many things that other tradesmen are 
ignorant of and is looked upon as an authority 
in all matters pertaining to gold, silver, platinum 
and precious stones. 

The jeweler must establish customer confidence 
to a greater degree than any other stores for he 
is selling such wares as can be easily misrepre- 
sented because of the almcest universal lack of 
knowledge on the part of his customers as to the 
trinsic values in his wares. The jewelry in- 
dustry must rest firmly on the two-fold foundation 
of honest merchandise and square dealing. 

The successful jeweler must combine 100 per cent 
tach of several big things if he will be up to the 
mark expected of him by his clients. In the first 
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place he must be a 100 per cent merchant, next 
a 100 per cent storekeeper and then a 100 per 
cent citizen if he is to be successful. He should 
also be a 100 per cent advertiser. 

Along the line of advertising how many of you 
realize that the jewelers’ show windows represent 
about 60 per cent of his advertising value. Cus- 
tcmers judge a store largely by appearance. You 
can make your appeal to just the class of customers 
you desire by the. character of your window dis- 
cays, * * * 

Hammer away on the gift idea in season and out. 
It will bring back to your store business in 
season, and best cf all, business out of season 
that will make you smile. A constant showing 
of the most staple lines in your stock in your 
windows will prove profitable. 

Newspapers, billboards, catalogues and circular 
letters are accepted forms cf legitimate advertising 
that are tried and proven mediums that will bring 
results. The jeweler will do well to confine his 
expenditures to these four. If you think you can- 
not write ads spend part of your money for a gocd 
ad service, written especially for jewelry of which 
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liberal 
everlastingly 


on the market. Make a 
appropriation for advertising. Keep 
at it and watch your business grow. 

Be a 100 per cent man. 
member of the industry has profited from acts 
of the association whether a member or not. 
There are so many benefits that it is hard to pick 
out the ones of most impcrtance. 


there are several 


association Every 


Again I say that the jeweler is a unique mer- 
chant. He buys goods now that he may nee: 
next December and that he may pay for next 


January or July. He deludes himself by thinking 
that he is saving money by buying terms instead 
of merchandise. 

Use the golden rule with your salespeople and 
watchmakers. See that every clerk knows the 
merits cf the goods you have to sell. Subscribe 
for the trade papers and read them and _ then 
insist that your employes read them, too. Show 
them why certain things are wrong and _ hurts 
your business and pocketbook and also distribute 
praise when it is deserved. 

If you are to know your business it will be 
necessary to follow your record keeping somewhat 
along the lines laid out by the Harvard Research 
3ureau, keeping sales records of different lines 
separate. The war tax was a blessing in disguise 
along with the income tax, as it ferced many of 
us to do some bookkeeping. 


When Mr. Campbell concluded the dele- 


gates enjoyed a motion picture entitled 
“Making a_ Ring,” shown through the 
courtesy of J. R. Wood & Sons. Because 


the time for adjournment had been passed, 
Chairman Scheer deferred until the after- 
noon the trade discussion which had been 
scheduled to follow. 
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WEDNESDAY AFTERNOON 


When President Clark opened the final ses- 
sion, he asked Secretary Sunderlin to read 
several communications from members who 
had found it impossible to be present. Among 
them were John E. Bong, Corning, who ex- 
plained that illness of his wife prevented his 
coming, Albert Kamp, Ossining, O. Z. Malt- 
by of the Maltby-Campbell Co., Oswego, 
Emil W. Kohn and I. |Hirshorn, of New 
York. The latter sent his regrets via radio 
from the S.S. Columbus on his way to 
Europe. 

The trade discussion, deferred from the 
morning, when time would not permit, was 
then opened by Harry C. McCormack of 
Buffalo. In referring to the first topic, 
“Which is most satisfactory, a salary or per- 
centage basis for watchmakers,’ Mr. Mc- 
Cormack told of the experiences of T. C. 
Tanke, Inc., of Buffalo, of which firm he is 
vice-president. In this store, he said, a head 
watchmaker takes complete charge of repair 
work, purchasing materials required and is 
held responsible for the work being properly 
done. The firm charged the watchmaking 
department 20 per cent on cash and 25 per 
cent on charge jobs, the speaker explained. 
Stock watch repairs necessary were made at 
a minimum charge. The department was 
also charged a minimum amount for rental, 
gas and light, Mr. McCormack explained. 

Hugo Falkenstein stated that while it might 
be possible for a large store to operate their 
watch repair department profitably on a per- 
centage basis, because of the higher prices it 
could command, the same was not true of 
the smaller store, where probably $4.00 was 
the maximum amount which could be asked 
for cleaning watches. 

Charles E. Sunderlin interposed by saying 
that his firm no longer used the term “clean” 
watches, but rather ‘put them in order.” 

“Do you favor trade acceptances?” was 
the next topic taken up, led by James B. 
Given of Rochester, who opposed this form 
of paying for merchandise. M. L. Korsun- 
sky of the Bronx, justified the use of trade 
acceptances. Mr. McCormack asserted that 
as trade acceptances gave the wholesaler or 
manufacturer the immediate use of the 
money for his merchandise, he, in turn should 
grant some concession in discounts. He be- 
lieved the use of trade acceptances was justi- 
fied only when it afforded an opportunity to 
buy closer. He pointed out that while accep- 
tances often fell due when the retailer found 
it most inconvenient to meet them, reputable 
houses would extend the courtesy of more 
time, just as they would extend notes. He 
advised keeping a close check on records so 
that provision could be made to meet pay- 
ments when due, adding that these accep- 
tances have a nasty habit of bobbing up when 
least expected. 

“Is it profitable to remodel jewelry?” was 
the final topic, led by F. P. D. Jennings, who 
voiced the sentiments of the entire convention 
when he cited numerous instances where it 
was highly profitable to convert out of date 
jewelry into modern attractive pieces, not 
only because of the satisfaction which it 
gives the customer but the business it brings 
from admirers of the conversion of old 
jewelry into new. He cited as instances the 
conversion of old brooches into bar pins, 
marquise rings into dinner rings. Mr. Mc- 
Cormack said he believed it advantageous for 
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a firm to have mountings made especially for 
them, stamped with their name. 

President Clark then called for reports of 
committees. C. C. Bradley, chairman of the 
trade interests committee, said that while the 
activities of the committee had been prac- 
tically nil, he believed that personal interest 
was synonymous with trade interests and 
that he would take that as his subject. He 
declared there was another menace to the 
reputation of the jewelry industry besides 
that of the wrist watch evil. He referred to 
the pocket watch, made too thin, to get it 
down in price, with the elimination of the 
inside cap. He declared such watches were 
impractical and bad for the jewelry business 
as well as other so-called “Jazz” ideas im 
watches, and recommended that manufac- 
turers be asked to discontinue making 
watches without the inside cap. As an after- 
thought Mr. Bradley suggested that jewelers 
would find it profitable, as he had from his 
own experience, in adding a department for 
oriental goods. 

P. W. Hallenbeck, chairman of the mem- 
bership reported that of 460 members, 437 
had paid dues in 1923 and 234 had paid 1924 
dues. He favored a membership drive and in 
using the argument that the elimination of 
part of the excise tax had been attained 
through the efforts of the organization in co- 
operation with the national body, to bring 
into the fold the many non-members in the 
State. 

In making a report for the legislative com- 
mittee, Chairman F. P. D. Jennings said that 
nothing of a State nature had come before his 
committee during the year. He foresaw the 
possible necessity of obtaining more drastic 
laws to cope with the ever increasing hold- 
up situation. Progress had been made in 
some localities, particularly in Buffalo, he 
stated, in remedying the auction evil. He 
spoke of the accomplishments of the national 
body in securing tax relief and hoped the 
jeweler would thus be influenced to obtain a 
profitable markup on his goods. 

Mr. Hufnagel then spoke on legislation and 
the tax question. He said a questionnaire had 
been submitted to the revenue department at 
Washington as to the proper interpretation of 
the new excise tax law and said that he anti- 
cipated a reply within the next two or three 
weeks. As for the auction evil, Mr. Huf- 
nagel said New York State was the crux of 
the situation and the national association 
would probably have to make an appro- 
priation to have enacted at Albany a State 
law which would curb the activities of il- 
legitimate jewelry auctioneers. He endorsed 
the American Watch Importers’ Association, 
as a commendable effort to correct the Swiss 
watch bugaboo declaring that it was only by 
education that this evil could be effectively 
combatted. 

The report of the committee on deceased 
members was read by Secretary Sunderlin, in 
the absence of George H. Evans, who had 
returned to Utica. The committee com- 
mented on the passing of some of its most 
substantial members and extended the con- 
dolences of the association to the families and 
relatives of the following members who died 
during the past year: Peter J. Donnelly, Am- 
sterdam; Eugene R. Muller and William M. 
Hopp, Batavia and Thomas T. Evans, Utica. 
The latter was the father of Charles T. 
Evans of Buffalo, former State and national 
president and George H. Evans, of Utica. 


THE JEWELERS’ 


CIRCULAR 


The resolution instructed the secretary to 
write the families of the deceased members, 
extending the heartfelt sympathy of the asso- 
ciation and to set aside a page in his minute 
book on which their names shall be inscribed. 

In reporting for the insurance committee, 
Hugo Falkenstein, chairman, advocated the 
extension of group insurance, to burglary and 
theft types of policies, referring particularly 
to the havoc wrought in the Bronx by hold- 
up men, since the first of the year. He put 
his plan in the form of a resolution but with- 
drew it when informed by President Huf- 
nagel that the Illinois association at present 
enjoyed the benefits of group burglary and 
theft insurance and advising the New 
York State association to get in touch with 
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the Illinois organization to the end that in- 
surance companies might extend such policies 
to jewelers in this State. 

The following resolutions were then read 
by Chairman L. H. Barth of Geneva and 
unanimously adopted by the convention : 


The Resolutions 

Resotvep: That we urge every member of the 
New York State Retail Jewelers’ Association to 
subscribe to the National Publicity Fund for ad- 
vertising “Gifts That Last,’ and carrying out its 
program of aggressive merchandising for the sale 
of jewelry wares. 

* * * 

Whereas, the American Watch Importers’ Asso- 
ciaticn, Inc., has been organized to establish stan- 
dards of quality in watches and watch movements 
imported into this country 

And because we believe it to be in the best in- 
terests of our members and of the jewelry trade 
generally to further the sale only of watches that 
are capable of keeping reasonably accurate time. 

And because we are in hearty sympathy with its 
present objects, now, therefore, be it 

RESOLVED: That we pledge the American Watch 


Importers’ Association cur full co-operation and 
support. 
* * * 
Whereas, the use of time guarantees in times 


past has created the opportunity for fraud upon the 
part of unscrupulous manufacturers, and 
Whereas, jewelers today are suffering from the 
return of gold-filled watch cases of inferior quality, 
now be it ? 
RESoLvep: That this association assert its unal- 


terable opposition at this time, to the stamping of . 


time guarantees on gold-filled watch cases, and be 


it further ; 
ResoLvep: That we hereby record our unqualified 
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of the action of the several manufac- 


approval 
turers of gold-filled watch cases who are co- 
operating with the Federal Trade Commission in 
the abolition of time guarantees, a move that in- 
vites confidence; and be it further 

RESoLveD: That we hereby express our hearty 
approval of both the spirit and letter of the recom- 
mendations of the Federal Trade Commission, 
which have the effect of barring the use of time 
guarantees on gold-filled watch cases. 

* * * 


lVhereas, jewelers throughout the United States 
have for many years paid the government a tax of 
five per cent on all their jewelry sales, and because 
of this tax many jewelers have been compelled ‘to 
operate at an actual loss, and 

Whereas, due to the efforts of our National 
President, Edward H. Hufnagel, and Ralph Roess- 
ler, chairman of the Special Excise Tax Elimina- 
tion Committee, the greater part of this tax has 
been eliminated, which relieves the jeweler of a 
large portion of this unjust burden, 

RESOLVED: That we take this means of acknowl- 
edging the great debt we owe to them and take this 
opportunity to express our sincere thanks for their 
work on our behalf. Be it further 

Resotvep: That the national association be re- 
quested to continue its fight for the complete 
elimination of the tax on jewelry until it is en- 
tirely removed. 

* * . 

Whereas, the practice cf selling jewelry, watches, 
etc., as a side line is spreading rapidly into drug 
stores, hardware stores, etc., foreign to the jewelry 
trade, and whereby the market is being flooded with 
cheap jewelry, he it 

REso_vep: That every influence be exerted by 
State and national associations to induce manufac- 
turers and wholesalers of reliable jewelry, etc., to 
confine their sales to the legitimate jewelry trade. 

7 * * 


REsoLveD: That the recommendation of the na- 
tional asscciatieon for a high standard of platinum 
content in jewelry be adopted as the only standard 
found worthy of our support. 

* - oe 


Reso.tvep: That we express our thanks and ap- 
preciation of the work done by our national presi- 
dent, Edward H. Hufnagel, and those associated 
with him for their untiring efforts, and many ac- 
ecmplishments during the past year. 


* * * 


Reso_vep: That a rising vote of thanks be ten- 
dered our State president, Harry N. Clark, for his 
capable leadership during his two terms in office as 
our chief executive. 

* * * 

Whereas, this 15th annual convention is now 
drawing to its successful close in what has been 
one of the most beneficial conventions ever held 
in the history of our association, we feel that an 
expression of thanks is due the Rochester Associa- 
tion, not merely for the laborious preparation in 
advance, but for the old time spirit of friendship, 
cordiality and good fellowship which they have re- 
flected in all its sessicns, both serious and recrea- 
tional, and in this connection we feel that special 
recognition should be paid to our past president 
and secretary, Charles E. Sunderlin, of the Roches- 
ter association, for his services in connection with 
the excellent program which the committee of 
which he was chairman provided. Therefore be it 

RESOLVED: That an expression of thanks be ten- 
dered each individual member of the Rochester 
association, the Mayor of the city, and its police 
department, and to assure them that it be our 
unanimous sentiment to make Rochester our annual 
convention city for this time on and ever after. 

* * 

Reso.tvep: That a vote of thanks be extended the 

trade press for their splendid support of our work. 


Secretary Charles Sunderlin then read his 
report of the past year’s activities. It fol- 
lows: 

SECRETARY SUNDERLIN’S ANNUAL REPORT 


The 14th annual convention of the New York 
State Retail Jewelers’ Association was held at 
Utica, May 28-29, 1923, with headquarters at Hotel 
Utica. Although the attendance was not as large 
as some previous conventions, one could not well 
afford to miss it as its sessions were most educa- 
tional and instructive and everybody felt well re- 
paid for attending. 

One of the pleasant features of the convention 
was the introduction by the Utica committee of the 
coupon meal tickets, providing for all attending the 
convention to dine together, thus enjoying a most 
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ciable time, singing, dancing and listening to 
vort addresses. 

[he convention of the American National Retail 
Jewelers’ Association was held at Providence, Aug. 
22-31, with headquarters at Providence Biltmore 
hotel. Nearly 200 attended from New York State, 
including members of our State association and 
their families. The largest representation was from 
greater New York, numbering about 50, while the 
Rochester association came next with twenty-five. 

The officers of the National association at the 
convention allotted the N. Y. State association 
$5,000 as their qucta towards the expense of 
eliminating the 5 per cent tax on jewelry, etc., and 
your secretary mailed two letters to members, ask- 
ing them to contribute according to the amount of 
business done for the year, the amounts ranging 
from $5.00 to $250. New York’s full quota of 
$5,000 was paid, Greater New York subscribing 
$3,110, which is an achievement for the retail 
jewelers of the Big City. Rochester subscribed 
$340, which was more than her quota, while all the 
other cities of the state fell behind. Little Oneonta 
paid in $52, through the good efforts of our treas- 
urer, R. E. Brigham. 

The National Jewelers’ Publicity campaign was 
well supported in the State and some localities sub- 
scribed their full quotas. 

Our members have been most loyal in carrying 
out the wishes of their officers in writing and wir- 
ing the President of the United States, the secre- 
tary of the treasury, their congressmen and their 
senators at Washington, asking relief from the un- 
just and discriminatory 5 per cent jewelry tax, 
levied on practically everything that the jeweler 
sells. Through the untiring efforts of our Na- 
tional President, Edward H. Hufnagel, and Ralph 
Roessler, chairman of the Special Excise Tax 
Elimination Committee, and the co-operation of 
association members, I am pleased to report that a 
large part of this burden has been lifted. 

An executive committee meeting was held in 
Syracuse at the Onondaga hotel, April 7, 1924, and 
many matters to be brought before the convention 
were discussed. Much progress has been made 
during the past year towards correcting some of 
the evils in the retail jewelry business, and the 
time is not far distant when we shall have elimi- 
nated the unfair auctioneer, the misleading adver- 
tiser, the price cutter, the misrepresenter in quality 
marks and time guarantees, and the complete re- 
peal of any tax on retail jewelers’ wares. 


w 


Treasurer R. E. Brigham’s report showed 
that the finances of the association were in 
a healthy condition. At the suggestion of 
Mr. Hufnagel, it was left to the incoming 
president and treasurer to reinvest the sur- 
plus in more remunerative securities thau 
those now held. 

The convention then appropriated the sum 
of $300 to help defray the expenses of four 
delegates to the national convention, their 
selection being left to the incoming president. 

The matter of selecting the next convention 
city was left to the executive committee, with 
the recommendation that the invitation of 
M. L. Korsunsky, to hold the 1925 conven- 
tion in or near New York city, be given con- 
sideration. 

Secause of the fact that the Sunderlin Co. 
and Klee & Groh, two Rochester firms, were 
tied for the trophy which is awarded an- 
nually to the member patronizing the great- 
est number of advertisers in the convention 
program, Secretary Sunderlin asked for time 
to obtain further returns before awarding 
the trophy. The procedure of barring mem- 
bers from winning a trophy more than once 
was reversed by the convention in a yote 
which favored giving the cup to the highest 
contestant irrespective of whether he had 
won a trophy previously. 

The nominations committee, of which F. P. 
D. Jennings is chairman, then announced the 
Slate of officers for the ensuing year, men- 
tioned previously and the adoption by a 
unanimous vote followed. President Huf- 
nagel then swore in the new officers. 

In a few brief remarks preceding adjourn- 
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ment, President-elect E: J. Scheer thanked 
the members for the confidence they had 
shown in him and promising to give his best 
efforts in the interests of the association and 
asked for a rising vote of appreciation for the 
sterling work done by the retiring president 
during the two years he had been at the 
helm. The convention then adjourned. 


The Banquet 


As the final social event on the program, 
the annual banquet in the ballroom of the 
Seneca Hotel, drew an attendance well over 
the 300 mark. | 

Steve Burritt was introduced as toastmas- 
ter by President Scheer as one of the first to 
organize the State association, with Alfred 
O. Bald and Charles H. Howe. He intro- 
duced President Hufnagel, who apologized 
for the brevity of his remarks, declaring 
that he found it necessary to catch a train 
back to Mount Vernon. He carried his 
audience with him on his trips to various 
parts of the country, his discourse being 
largely of a reminiscent character. 

Substituting for Congressman Meyer 
Jacobstein, who was unable to be present, 
Rev. Donald Bruce MacQueen, pastor of the 
First Baptist church of Rochester, delivered 
a forceful talk on the necessity of jewelers 
developing the spiritual side in their business 
relations. He declared business was the 
greatest school of morals and that if real 
moral character cannot be achieved in busi- 
ness it can be found nowhere else. He de- 
clared that the big thing in business’ was 
the creation and distribution of values rather 
than the more materialistic factors. He 
interspersed his talk with a number of hum- 
orous stories. 

Past President F. P. D. Jennings then rose 
and paid a warm tribue to the retiring pres- 
ident, concluding with the presentation of a 
chain and Masonic fob. 

Responding, Mr. Clark thanked the asso- 
ciation for its gift, and in turn praised the 
co-operation of his fellow officers, who had 
made his achievements in office possible. He 
said he hoped he could do even more for the 
association with his return to the ranks. 
Called on later to make a few remarks, Mr. 
Clark reviewed the growth and accomplish- 
ments of the association and echoed the sen- 
timents of Rev. MacQueen that the need of 
spiritual uplift in the business of today was 
incontrovertible. 

Steve Burritt then eulogized Secretary 
Sunderlin’s work in connection with the 
preparation for the convention and present- 
ed as a token of esteem from the members 
of the committee, of which Mr. Sunderlin 
was general chairman, a pair of solid silver 
candlesticks. 

The speaking program was preceded by a 
delightful dinner, enlivened by the singing 
of group songs and musical selections by a 
corps of women musicians. The banquet 
concluded about 10:30 and the guests spent 
the rest of the evening in dancing. 


Sidelights of the Convention 


Probably the most enthusiastic delegate present 
was J. A. Darrow, of Penn Yan, who motored 
a distance of 55 miles each morning and drove 
back each evening in order not to neglect his busi- 
ness at the store. That breaks all records. 

* * . 

Past President F. P. D. Jennings of Albany was 
sufficiently recovered from a serious illness to be 
present and with Mrs. Jennings renew old acquaint- 
ances. Mr. Jennings is one of the “old guard” 
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who makes it a point to let nothing interfere 
with his attendance at these annual conclaves, 
* * * 


H. M. Ingraham, Batavia, who has been in 
business in that town for about two years, and who 
graduated from a watch repairer to a full-fledged 
jeweler a couple of months ago, closed up shop 
Wednesday to attend his first convention. 

* . . 


Russell H. Scheer, son of E. J. Scheer the 
new president, took almost as active a part in the 
convention as his “Dad.”’ His wife also did her 
share with the Rochester women in entertaining 
and sang several solos during the informal dinners 
as did Miss Hannah Astor of New York, daughter 
of Henry Astor. 

* * * 

The ladies’ auxiliary of the N. Y. State Retail 
Jewelers’ Association, held their annual business 
meeting Tuesday morning at the hotel at which 
time the following officers were elected: President, 
Mrs. Harry N. Clark, Syracuse; vice-president, 
Mrs. Frederick P. D. Jennings, Albany; secretary, 
Mrs. Prentiss W. Hallenbeck, Catskill; treasurer, 
Mrs. Louis M. Barth, Geneva. 

* * 


Among some of the younger jewelers, this 
feature of the convention being particularly notice- 
able—were Harry A. Dillon of Gloversville, the 
junior members of W. C. Crosman & Son, Auburn, 
and of Ben T. Ash & Son, the latter being 
the son of the former president of the New York 
State association, who succeeded to the business 
on his father’s death some time ago. 

* * * 


When “Bill” Ehmann brought word from Buffalo 
that Fred J. Dorn, one of the veteran members 
of the association, was ill and could not come to 
the convention he didn’t know Fred. The latter 
took advantage of an opportunity to drive to the 
convention with Charles F. Smith, wholesaler, 
Wednesday morning. He took in the final session 
and caught a train back for Buffalo at 6 P. M. 

* * * 

Ben M. Chapman, of Chapman Bros., Toronto, 
though the sole Canadian delegate present, did not 
feel the least bit lonesome. He made the trip by 
boat, arriving late Sunday night and remaining 
until the whole show was over. Gordon MacLaren, 
of Hamilton, executive member of the Canadian 
association, who had been counted upon to be 
present, was prevented from making the trip and 
sent his regrets. 

a . * 

Mr. and Mrs. William F. Ehmann and family 
of Buffalo, stopped off in Rochester over Sunday 
night on their way to Cape Vincent and Canada. 
Both regretted that previous arrangements pre- 
vented them from remaining for the convention 
sessions and entertainment. During their brief 
stay they accompanied Mr. and Mrs. Sunderlin and 
Mrs. Charles F. Vanderpool to the former’s beauti- 
ful new home on Windemere Road. Mr. Sunderlin 
is also opening a new store in a few days. 

* * * 

Delegates and their wives have never been made 
to feel more at home than at this year’s New York 
State convention, due to the efficient manner in 
which the Rochester members, their wives and 
in many cases their daughters, had prepared for 
the gathering. No time was lost in welcoming and 
making out-of-town visitors acquainted when they 
reached the Seneca hotel. Mrs. Charles E. Sunder- 
lin, Mrs. Charles F. Vanderpool, Mrs. Emil J. 
Scheer and in fact all the wives of the Rochester 
members were constantly solicitous of the welfare 
of the wives and daughters of out-of-town jewelers. 

* * * 


The following are the officers and committees of 
the Rochester association responsible for the suc- 
cessful convention: Charles E. Sunderlin, general 
chairman; Frank Tarrant, vice-chairman; Charles F. 
Vanderpool, secretary, and Edward J. Schroedel, 
treasurer. Program: E. J. Scheer, chairman; 
George P. Klee, H. H. Marks, J. A. Darrow, 
Joseph Wildman, and George Wager. Entertain- 
ment: “Steve” D. Burritt, chairman; Edw. J. 
Schroedel, George Schaffer, Edwin S. Dalton, 
Charles B. Allison and Charles Dygert. Hotels 
and transportation: George P. Klee, chairman; Carl 
A. Beyer, W. W. Bellows, W. A. Kennedy and 
H. S. Terrey. Registration: Ellery A. Handy, 
chairman; Charles F. Vanderpool, Russell G. 
Scheer, Charles W. Rickarts, Charles Kausch and 
John O. Keefe. Reception: James B. Given, chair- 
man; W. H. Jackson, L. M. Campbell, G. H. Van 
Winkle, Al. Miller and Charles P. Coster. Ban- 
quet: Frank Tarrant, chairman; Harry §$. Mott, 
F,. A. Kennedy, C. E. Shepard and F. W. Me- 
Gahan. 
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precious and imitation. 
We can fill your mail orders 
promptly, at the right prices. Also 


Stone Seal Engraving and En- 
crusting Lapidary Work. 


Kroner, Hyman & Co,, Inc. 


51 Maiden Lane New York City 
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Furnished for Any Size 
Diamond 
EARRING STONES 
ONYX and AMBER BEADS 
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Review of the Latest Jewelry Styles 








Evening Jewelry for Midsummer Wear 


By Isabelle M. Archer 

















M ANY a new jewelry design has had its 
start in life as a very humble little 
jewel intended for light Summertime wear, 
so just at present, when all the best of the 
season’s jewels are being worn on gala 
nights at the seaside resorts and Summer 
colonies, we are sure to discover among the 
host some important fashion makers. There 
are, for instance, quantities of pearls in 
sight. Pearls in tassels on earrings and 
necklaces, pearls in clusters for brooches, 
in ropes and strings for choker necklaces, 
long necklaces and bracelets and pearls as 
solitaires or pairs for finger-rings. 

Then there are the ever popular emeralds 
and beautiful sapphires cut in all manner of 
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hair are then placed against this background 
and the gems strung after the style of 
beads, with a minimum of the platinum 
visible. Gold for the mounts and topazes, 
peridots and zircons for the gems in these 
jewels means a heavier mounting with the 
hair-ornament much more in evidence and 
quite detachable ; a frame of pierced filigree 
gold being studded with the gemstones and 
permanently attached to a firm, narrow 
fold of satin of a deep bronze color. 
Another color combination seen in one of 
the be-fringed jewelry sets, had lapis and 
jade mounted in silver,—then jade; green 
tulle made the entwined head dressing. 
For still another group, where black-and- 





EVENING JEWELS OF THE SUMMERTIME 


shapes and odd sizes to lend their brilliant 
colors to any of the principal pieces from 
hair-ornaments to bangles. The gemstones, 
too, have been glorified to meet the demands 
of every department of modish costuming 
for colorfulness. The faceted gemstones 
are, of course, the particular favorites for 
evening wear, but there are three among the 
opaque stones—jade, pink coral and smoked 
amber, which, mounted with diamonds, are 
seen wherever the finest jewels are used. 

In the accompanying illustration some of 
the newer jewels are given with the manner 
of their wearing. The grouping at the left 
hand side of the sketch shows the newest 
afrangement in tassel-trimmed jewels. As 
these were worn their mounts were platinum 
and their gems pearls and diamonds with 
small tablecut sapphires to give them em- 
phasis. This hair ornament is unusual in 
form and when the gems are pearls or 
diamonds or a combination of one of the 
colored gems with either diamonds or pearls 
then the mountings are platinum and the 
ground for them a wound roll of platinum- 
colored gauze or tulle. The jewels for the 


white was the scheme throughout the cos- 
tume, the gown material, a soft crepe-satin, 
made the black backing against which great 
pearls in a triple strand showed off to per- 
fection. 

Hair-ornaments of a great diversity of 
types are seen at all the Summer dances. 
The crown-like bandeau, the narrow fillet 
and the various combs and jewels for the 
back of the head are all coming into promin- 
ence as the bobbed head takes upon itself 
a more and more picturesque note. The 
encircling bandeau pictured at the center of 
the illustration is typical of the modernized 
tiara. This jewel is a full circle around 
the head with a slight narrowing toward the 
back. Its upper edge is finished in upright 
points of platinum inset with gems. 

The feather ornament shown at the right- 
hand side of the sketch is one of the newer 
touches used to offset the bandeau that is 
widened at the back and worn over a glori- 
fied bobbed head. This example was a 


rather sturdy mounting of black, faceted 
onyx and diamonds with a pair of earrings 
to match and a feather of uncurled black 
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ostrich for a finish, but other designs follow- 
ing this same type have a much lighter 
frame-work and their settings include a 
blend of pearls with small faceted gemstones 
encrusting the entire surface of the bandeau, 
while the feather echoes the colors of the 
gemstones in a rainbow tinting of its 
fronds. 

Oblong-shaped, table-cut gems in a two- 
toned arrangement are used for the hand- 
some jewelry parure from which the illustra- 
tion’s central group was sketched. The 
jewels include the crown bandeau, (de- 
scribed before) a choker necklet and a long 
chain necklace fastened at the left shoulder 
with a matching brooch. There are also a 
wide armlet, a pair of bangle bracelets and 
finger rings in the set. This pattern is 
especially suited to the characteristics of the 
faceted gems and gemstones and for the 
splendid parure shown the gems _ chosen 
were sapphires and emeralds in a mounting 
of platinum piercing and chainwork. 

Pale-tinted gold makes an excellent mount 
material for jewels like these and with 
tourmalines, beryls, rose quartz, spinels, 
opals or olivines, gold would be the logical 
mounting. One of these sets, with the stones 
table-cut and set as the jewels show in the 
drawing, has an artistic blend of deep violet 
and red through its use of amethysts.and 
garnets in gold. This was planned to be 
worn with a gown of flowered silk organdie 
which was tinted in lavender and blue and 
worn over a pale rose silk underdress. 

The varying tints and shades of rose, 
from palest shell to deep salmon and coral, 
are leading hues of the Summer. Ashes-of- 
roses, that tantalizing blend of purple and 
rose that can be matched in gems only by a 
rose-colored tourmaline, is the latest result 
of the vogue rose tones in dance frocks and 
dinner gowns. Silver is the best of all 
blends for these favored pinks, and black 
its finest contrast. In jewels this has 
brought about the greater use of pink coral, 
black onyx and diamonds in a delectable 
combination giving both blend and contrast 
at the same time. 

Tissues and gauzes, messaline and tulle 
with silver laces, nets and malines as the 
trimming materials, come in the rose tints, 
in pale greens, half-tones in yellow that run 
from true butter yellow to crosses of yellow 
and pink and shot yellow and blue. Also 
violets and blues and light of tint, too, but 
the only red appropriate for Summer eve- 
ning wear is the gay poppy red seen in 
taffetas and chiffons. 

The newest jewels, jewels that will often 
make the mode for the coming Fall, repeat 
these paler tints in the deeper tones of the 
gems with which they are set. The ruby 
appears in a brooch to carry the clear 
geranium pink of the chiffon-satin dance 
frock into the jewels. Or peridots and 
brown topazes may emphasize the sap green 
and nut brown of a many tiered tube-line 
gown of silk net. It is the demand of the 
day that the jewels be simple of construc- 
tion and design but exceeding clever in their 
utilization of color possibilities. 








C. B. Dyer, Indianapolis, retail jeweler, 
gave a beautiful sterling cup as one of the 
many prizes which were put up at the invita- 
tional tourney of the Riverside Golf Club 
held here recently. Several natio ally 
known golfers participated in the tourna- 
ment, 
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St. Louis Welcomes the Jewelers 


Metropolis of the Southwest Offers Many Attractions for Those Who Will Attend the 
A. N. R. J. A. Convention Aug. 26-29 

















ELEGATES to the 19th annual conven- 

tion of the American National Retail 
Jewelers’ Association to be held at the 
Hotel Statler, St. Louis, Aug. 26, 27, 28 and 
29, will find that city amply prepared to care 
for the comfort and entertainment of its 
guests. St. Louis, in fact, is more than 
eager to live up to its reputation as “The 
Convention City”—a reputation which has 
been made possible by a long record of ca- 
pable hospitality. And today, St.-Louis is in 
a better position than ever before to welcome 














HOTEL 


CONVENTION 


STATLER, HEADQUARTERS 
visitors. For a spirit of civic consciousness 
has been awakened in St. Louis that has al- 
ready resulted in a number of municipal 
projects which greatly increase the city’s 
ability and charm as host. 

In visiting St. Louis, it will be interesting 
to bear in mind the romantic history of the 
founding and development of this city, once 
the farthest outpost of the white man’s civ- 
ilization. Established as a trading post on 
the west bank of the Mississippi River, the 
story of the city’s growth is marked by a 
long series of epoch-making events and per- 
sonages; Indians, trappers and fur traders; 
settlers who had made the long, hazardous 
trip halfway across the continent; the early 
river men who figured in the development of 
commerce on this country’s greatest water- 
way; planters and slave traders, together 
with the brilliant social life of the days pre- 
ceding the Civil War—all these figures and 


associations intermingle in the stirring and 
colorful history of St. Louis. 

The visitor will find much of interest in 
the relics, drawings and paintings of early 
St. Louis history exhibited by the Missouri 
Historical Society in Jefferson Memorial 
building, a beautiful and impressive structure 
located on the south border of Forest Park. 

In addition to the Jefferson Memorial 
buiiding, Forest Park has many other fea- 
tures of outstanding interest. The St. Louis 
Art Museum, standing on the crest of Art 
Hill—which was the site of the Cascades 
during the World’s Fair—is one of the four 


Louis Municipal Theater—the largest mu- 
nicipally owned outdoor theater in the world. 
The bank of the River des Peres has been 
utilized as a stage 120 feet wide and 90 feet 
deep, with a bridge leading across the 
stream from stage to dressing rooms. On 
the hillside which slopes back from the river 
bank has been built a permanent auditorium 
225 feet deep with a series of concrete tiers 
which provide space for 9,270 seats. There 
is a rise of 51 feet from the first to the 
last row of seats. 

A tribute to the natural beauty of the 
Municipal Theater which will be of particu- 











SKY LINE VIEW OF THE 


best art galleries in the United States. It 
contains famous exhibits of painting, sculp- 
ture, drawing, architecture and applied art, 
together with a rare collection of Chinese 
bronzes, paintings, jade and ceramics. Dur- 
ing the Summer, St. Louis art connoisseurs 
lend their private collections to the Museum 
for public exhibition. 

In Forest Park, also, is the famous St. 





BUSINESS DISTRICT OF ST. 


LOUIS 


lar interest to those who attend the coming 
convention was the comment of a visitor: 

“We found the theater itself a gem, in a 
setting such as no jeweler ever conceived, 
so beautiful are its surroundings. We found 
it a tremendous factor in civic musical cul- 
ture, yet providing its education in sugar- 
coated form, as it were.” 


(Continued on page 103) 
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St. Louis 


The Jewelry Manufacturers and Jobbers com- 
prising the St. Louis metropolitan district 
heartily join in extending to the Visiting 
Jewelers of these United States, a most sincere 
and cordial welcome to our fair City, It is our 
pleasure to believe that you will find our City 
and its citizens possessed of that Good Fellow- 
ship and Comradeship which warms the heart 
of the visitor within our gates. The Good Un- 
derstanding and Sympathy of the problems of 
those with whom we do business, is cemented 
by a fellowship of mutual interest in promot- 
ing the welfare of the great organization which 
we this year have the honor to entertain. 





Bauman-Massa Jewelry Co. 
Brooks Jewelry & Optical Co. 


James J. Burke, President 


Mack M. Burnstine 

A. R. Brooks Mercantile Co. 

Eisenstadt Manufacturing Co. 

Erber-Crompton Manufacturing Co. 
Gutfreund-Arnold Jewelry Manufacturing Co. 
Hoyt Jewelry Co. 

Hyman-Abraham Jewelry Manufacturing Co. 
Ilch & Radecke 

W. F. Kemper Co. 


19th Annual Convention 
A N R J. A. 


ae (im 
E GIFTS THAT LAST fa 


—— 














WII TT" Nat Fe eI =-M-—=I—- ee WSU 
METI j=l 4 Eb ={N==In=—Mi—= ae ey ie iii ay OD 
= y, I 7 SN Se A 

















= 


ne 


fs 





al 
=e > 


i= \ 


— 


HE 
=== 


i 








er 
a 
Naser) 


A, 


Ss 
SA 


3) 


y 4 neS 


1s 
ug. ~ 
i" 


VQ 


ae 
3) 
y 


Ne 


= tate. 
—— Wil Hin 


= n= 








i> 


arr) 


=i 
=H 


eT ee 


= — 
I=IN MN =I 


— 


senabhssosnenseantannhnn: 


= 
Ne st = HNIE 


be 


oC 


=) 


= 
er 


A G 


SII, 


i 
t= 


=H 





SS 


a il 


‘~ 


WS wy 


l= Goose. 1m MA 
1 =| —KH=Hii 








August 6, 1924 





THE JEWELERS’ CIRCULAR 

















\ . ya 
he eS STE Ay on ee) SS SS ESS TL, 255, = — Ih Rp 
s ae a a ae AS ee re ne ZZ} A . III, — Ly (eas XY Ale i i= 
> SSE r= is Sy Pi Tn — Min G ARS ESTES TES ime ay OR gal 




















=i = 











YA 







Q 
% 


man 


mee WS 
=< 


SUIT 


WE 
et 


Ul 


eve drrovrerrre te hives 




















Greets You 


Weare sure that the deliberations of this great conven- 
tion will result in much good to the Jewelers of our 
country and in accomplishing this purpose, nothing is 
more helpful than the devoted and lasting friendship of 
the individual members to the A. N. R. J. A., through 
which, each year, we foregather to work out our trade 
problems. | 


We individually and collectively join in urging all out- 
of-town Jewelers to visit our several establishments 
before leaving for home. 


And as part of the convention program arranged for 
you, the manufacturers and wholesalers listed below 
will entertain all the delegates to the Convention on 
Thursday evening, August 28th, at the Municipal The- 
atre in Forest Park, where the Grand Opera “Carmen” 
will be presented by prominent stars. 


Krisman-Frey Jewelry Manufacturing Co. 
Kinsley-Kovsky Jewelry Manufacturing Co. 
Loewenstein Bros. Jewelry Co. 

Maritz Watch Co. 

Maschmeyer-Richards Silver Co. 

Milton Watch Co. 

Rosen Jewelry Manufacturing Co. 

Sartor & Kroeger Jewelry Co. 

St. Louis Jewelry, Clock & Silver Co. 
Stange Jewelry Co. 

Schwartzman Jewelry Co. 


August 26, 27, 28, 29 
Hotel Statler— St. Louis 





. GIFTS THAT LAST 














oo 
me nM — IT aS =H HRM Ill 


Fee FN inane Aanmaii D 











Te 


i= 
iE 


| 





ey, 


ne ' 


\W 


mm 
= _ 


2 
~ 


y \ A 


Tr . 
Kae, SS 
=n >> 


enna) 


Wi 


SITE 


mnie 


=HNli 


Sil 


=i 


ata 


= N=ail= 


=" 


an 
=I 


iil 


=v, 


—nanahhnhe Aenean eng 


Hi==tlE- 


Tanning 


H— i — y— 1 


Wi W= 


=I 


iit =} 


C2 


SE 


tA — Tel HN HAWN 











,- - a ~ eee 7 OS f => TTT ems FY Lea Tee 11 _ 
oP inl Ii 0h II 1 — fi Ts 
i = i 4 2) f U 4 


‘> 











THE August 6, 1924 





JEWELERS’ CIRCULAR 








ST. LOUIS Expects You August 25-29 


You Will Be Welcomed by the Entire City 


—— 





We welcome you and hope to be of service to you while in 
the city. We have some desks and stationery we want you to 
use. Make ours your office while here, and feel no obliga- 
tion in doing this. You can forget business while you are 
in our office. 


a 


Come to St. Louis and While Here Visit 


Brooks Jewelry & Optical Co. (Inc. ) 


J. J. BURKE, President 
604 Pine Street Globe Democrat Bldg. St. Louis, Mo. 





























a Mr. Jeweler— 
Welcome to 
St. Louis See me for 

d the H 
of SERVICE DIAMONDS 
ae | If it isn’t a bargain, 


I won’t handle it! 


Cordially yours, 


Gutfreund-Arnold 
Jewelry Mfg. Co. SAMUEL KOBER 


314-323 United Home Building 314 United Home Building 


211 N. 7th St., St. Louis, Mo. ST. LOUIS, MO. 



































































Shakespeare, around which great Shake- 
spearean actors have each planted a tree; 

The St. Louis Zoo is another of the city’s Carondelet Park with its natural scenic 
big accomplishments that is located in For- beauty; and Fairground Park, once devoted 


(Continued from page 99) 




















SKYSCRAPERS IN’ THE HEART OF THE CITY 





est Park. Something of the size and impor- to county fairs and horse racing, now be- 
tance of this Zoo are indicated by the facts come a popular playground of North St. 
that it occupies 72 acres, and contains 245 Louis. 

mammals, 650 birds and 64 reptiles and am- 


August 6, 1924 THE JEWELERS’ CIRCULAR 


103 





Perhaps the largest single outdoor attrac- 
tion in St. Louis is the Missouri Botanical 
Garden (Shaw’s Garden), whose collection 
of tree and plant life is the largest in Amer- 
ica, and second only to the famous Kew 
Gardens in England. This wonderful gar- 
den, which comprises 125 acres and more 
than 11,000 species of trees and plants from 
all parts of the world, was bequeathed to 
the city by Henry Shaw, who died in 1889, 
and is maintained under supervision of the 
city government. It is open to the public 
daily, free. 

The St. Louis Public Library, on Olive 
and Locusts Sts. between 13th and 14th Sts., 
together with the sunken gardens in an ad- 
jacent block, form one of the beauty spots 
of the city. The Library building is a fine 
piece of architecture of Renaissance type, 
with an interior arrangement that allows 
ready access to its thousands of volumes, 
On 13th St., opposite the east end of the 
Public Library, stands Christ Church Ca- 
thedral, one of the oldest and most fashion- 





phibians. Of especial interest at the Zoo are 
its largest bird cage in America, sea lion 
pool, artificial lakes for aquatic animals, and, 
most interesting of all, its “cageless” bear 
pits. These pits, which have attracted na- 
tion-wide attention, are built of artificial 
rocky formations to resemble the natural 
habitats of the animals, with evergreens and 
shrubs growing in the earth-filled fissures 
in the divisions between various pits. In- 
stead of the usual bars, a moat with straight 
wall is used to confine the animals. 

In addition to the features mentioned, 
Forest Park contains such incidental attrac- 
tions as the public golf links, picnic grounds, 
lagoons for boating and canoeing, bridle path 
for horseback riding, tennis courts, basebal! 
grounds and cricket lawns, : 

Besides Forest Park, others in the city’s 
group of beautiful parks include Chain of 
Rocks Park, which allows a_ remarkable 
bird’s-eye view of the Mississippi River; 
O’Fallon Park, known for its beautiful ra- 
vines; Tower Grove Park, with its world- 






















GARDEN AND ST. LOUIS PUBLIC LIBRARY 


SUNKEN 














famed lily ponds and famous statue of THE SHORE LINE OF THE RIVER AT NIGHT 


able of the city’s churches. It is unusual 
among the churches of St. Louis in that it 
has kept its congregation, despite the west- 
ward movement of the city. 

Downtown St. Louis offers the shopping - 
advantages of a great metropolitan market. 
The famous “Olive St. canyon,” Locust St., 
Washington Ave., and others are lined with 
department stores, men’s and women’s spe- 
cialty shops—in fact, stores equipped to meet 
any merchandise need. 

The main wholesale district of St. Louis 
centers on Washington Ave. from 10th to 
22nd Sts. and on adjacent streets running 
parallel to Washington Ave. The latter 
thoroughfare through this district, sometimes 
referred to as “wholesalers’ row,” is bordered 
by the great dry goods houses, shoe com- 
panies, millinery concerns and other impor- 
tant wholesalers who have made St. Louis 
a foremost wholesale market of the country. 

A survey of the industrial life of St. 
Louis shows that its outstanding trait is the 
variety of manufacturing carried on. In 
fact, St. Louis probably leads all other 
American cities in the volume of diversified 
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American National Retail Jewelers’ Association 
and 


Missouri Society of Retail Jewelers 


We welcome you to St. Louis and hope you will have an enjoyable 
visit and always have many pleasant remembrances of the trip. 


SARTOR-KROEGER JEWELRY COMPANY 
: 624-626 Arcade Building, St. Louis, Mo. 
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production. While St. Louis is the leading 
market of the world in several lines, there 
is not over 8 per cent. of the city’s labor 
engaged in any one industry. 

In the following lines St. Louis is the 
largest market in the world: Hardware, 
barbers’ supplies, woodenware, hardwoods 
and pine, piston rings, raw furs, horses and 





THE JEWELERS’ 
East St. Louis, Madison, Venice, Granite 
City and other east side suburbs who live 
within the St. Louis industrial district. 

It is interesting to note that the percent- 
age of foreign born St. Louisans is com- 
paratively small. Estimates of the percent- 


age of foreign born to the total population 
in leading cities are as follows: 


St. Louis, 








LOOKING DOWN 


mules, boots and shoes, sugar mill machin- 
ery, steel furnaces, stoves and ranges. 

It has the largest individual manufacturing 
plants in the United States making the fol- 
lowing products: lead, and 
ranges. buggies, lightning rods, brick, drugs, 


shoes, stoves 


macaroni, street cars, tobacco, terra cotta, 
ice cream cones. 
St. Louis is the largest market in the 


United States for hides, wool, coffins, mil- 
linery, drugs, bags, sashes and doors, open- 
hearth steel castings, trunks, hats, carpets, 
curtains, saddlery and harness, !umber, 
chemicals. 

It has the largest individual manufactur- 
ing plants in the United States for cotton 


and duck, crushers and pulverizers, flue 
cleaners, hydrogen and_ peroxide. 
The most valuable characteristic of the 


industrial and financial development of St. 
Louis has been its stability. It has never 
been a boom town in any period of its 
growth but has simply developed along with 
the St. Louis trade territory. 

The official Federal census of 1920 listed 
the population of St. Louis at 772,897, which 
was an increase of 85.868 in 10 years. The 
population was divided into: male, 383,438; 
female, 389,459. 

However, this census does not give a cor- 
rect estimate of the number of persons who 
earn their livelihood and have business in- 
terests in St. Louis—that is, the residents 
in the suburbs of the city, who are not in- 
cluded in the population of St. Louis be- 
cause the corporate limits of the city have 
not been extended since 1876. There are 


approximately 140,000 persons in St. Louis 
county who, though virtually living in the 
city, are not included in its census. 
dition 


In ad- 


there are about 200,009 persons in 


UPON THE METROPOLIS OF THE SOUTHWEST 


13; Cleveland, 29; Detroit, 29; Chicago, 30; 
Boston, 22; New York, 35. 

The stability and soundness of St. Louis’s 
business and financial interests have not 
heen reflected in an ultra-conservative spirit 
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$87,372.500 for general municipal improve- 
ments. The program will cover a period of 
10 years, and, among others, comprises such 
projects as street widening and repaving, 
new waterworks, electric street lighting, 
memorial plaza and building, municipal au- 
ditorium, new court house, hospitals and in- 
stitutions, parks and playgrounds, Union 
Station Plaza, grade crossings and viaducts, 
ncw public markets. These improvements 
will add greatly to the conveniences and rec- 
reation facilities for residents and visitors. 
It will mean, incidentally, that $8,000,000 a 
vear has been added to the payrolls in St. 
Louis for the next 10 years. 


The fame of St. Louis for hospitality has 
been spread by the thousands of delegates to 
conventions that meet in the city each year. 
St. Louis is the convention city of the coun- 
try. Because of its central location, it is 
easily accessible from all parts of the coun- 
try, by way of the 26 railroads and numerous 
automobile highways entering the city. 

St. Louis entertained the American Na- 
tional Retail Jewelers’ Association in 1917 
and the welcome extended at that time has 
not yet been forgotten by those who at- 
tended. The jewelers of the city are co- 
operating with the officers of the association 
and it goes without saying that a royal wel- 
come will be given the visitors. 

W. Palmer Clarkson, president of the St. 
Louis Chamber of Commerce, says: 

“St. Louis invites you to visit the city. 
Words could not be so impressive as a trip 
of personal inspection. St. Louis is a good 
city to live in, work in and play in.” 








Henry L. Tanezer, prominent Milwaukee 
wholesale jeweler, is one of the financial 





fHE FAMOUS CATHOLIC CATHEDRAL AT ST. LOUIS 


among its citizens. On the contrary, a strik- 
ing evidence of the city’s progressiveness 
was the passage by an overwhelming ma- 
jority on Feb. 9, 1923, of a bond issue of 





backers of the Harris Cap Co., forme.ly of 
Chicago, which has been moved to Mil- 
waukee, and incorporated under the Wis- 
consin law with a $25,000 capital stock. 
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This William and Mary Style console set is mceting with much favor. 
713 Fruit Bowl, $45.00, 8” diam.—-716 Candlesticks, $66.00 per pair, 
10” high. (Retail prices.) 


Hostess every proper appurtenance of table- 

ware; and in addition, many unusually 
interesting accessories. Its Console Set, for in- 
stance, in the William and Mary Style, for 
dining room or hall, is most attractive and fits 
so pleasingly and correctly into the decorative 
scheme of homes of good taste. 


, | S‘REASURE Solid Silver offers the critical 


Treasure Solid Silver in fact is establishing a 
vogue for solid silver in the decoration of the 
home. Fine period designs and national adver- 
tising are creating a larger market for you. 


The line of hollowware in the William and Mary Style 
includes a large variety of pieces, at a wide range of 
prices. You can easily select an assortment to meet your 
trade. Write us, to-day, for “Portfolio D’ containing 
a collection of beautiful photographs of this quaint and 
charming hollowware. 


ROGERS, LUNT & BOWLEN CO. 
Silversmiths ‘~~, Creators of Distinctive Tableware 
GREENFIELD ™~ MASSACHUSETTS 
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Preparations for National Convention 








St. Louis Jewelers Complete Entertainment Plans for Big Conclave—Commit- 
tees Appointed—Missouri Retailers Announce Program 
for One Day Session on Monday, Aug. 25 

















St. Louis, Mo., Aug. 1.—In welcoming 
delegates to convention of the Retail 
Jewelers’ Association of Missouri on Aug. 
25, and to the convention of the American 
National Retail Jewelers’ Association, Aug. 
26, 27, 28 and 29, St. Louis will live up to 
the .city’s long-established reputation for 
hospitality, it is indicated by preparations 
for the reception and entertainment of 
guests which have been made by the local 
retailers, manufacturers and wholesalers. 

At a recent dinner of the St. Louis Re- 
tail Jewelers’ Association, plans were com- 
pleted for the entertainment program for 
the four convention days. Incidentally, the 
sum of more than $1,000 was subscribed at 
the meeting as an addition to a substantial 
fund on hand to be expended on entertain- 
ment features. It was announced at the 
meeting, also, that the jobbers and manu- 
facturers of St. Louis have raised $3,750 for 
the entertainment of delegates to the con- 
vention 

The chairman and the secretary of the 
local committee, who have directed the work 
of preparation for the convention, are: W. 
G. Drosten, of Drosten’s, 9th and Olive 
Sts.; and Clarence King, of Mermod, 
Jaccard & King, 9th and Locust Sts. 

The following committees have been 
assigned their respective tasks in the work 
of the arrangements and entertainment. 

Reception committee: Chairman, Sam E., 
Heffern; vice-chairman, Oliver Selle; Roy 
Dixon, A. A. Vogel, Joseph Ruanstein, A. 
Courvoisier, E, Nickl, S. J. Arnold, Karl 
FE. Holderle, S. Kober, James Maritz, W. 
Gummersheimer, Aubrey C. Lindsley, C. S. 
Aehle, J. J. Samesreuther, P. O. Greer, 
August A. Vogel, E. O. Shoulders, Roy 
Cubertson, Otto Kortkamp, Jr., and Clarence 
King, 

Automobile committee: 
Bolland; Lloyd Maritz, T. A. Knobeloch, 
V. M. Huff, J. J. Samesreuther, George 
Gambrill, R. Pfeffer, Joseph Gutfreund and 
Clarence King. 

Finance: Chairman, George Hess; P. O. 
Greer, Theodore Gerlach, T. A. Knobeloch, 
Joseph Reisenstein and S, Lowenstein, 

Ladies’ committee: Mrs. Samuel E. 
Heffern, Mrs, E. O. Shoulders, Mrs. C. S. 
Aehle, Mrs. W. Gummersheimer, Mrs. A. 
Courvoisier and Mrs, Anna A. Holderle. 

Program committee: ‘Clarence H. King, 
chairman. 

Entertainment committee, Herman Mauch, 
chairman. 

Jobbers’ and manufacturers’ committee: 
chairman, George Gambrill; Leo Bauman, 
O. J. Pfeffer, D. P. Richards, Mack Burn- 
stine, S. N. Sohns, W. F. Kemper, C. L. 
Stange, R. F. Kroeger and Joseph Auer. 

Publicity and decoration: | Chairmen, 
Hugh Wood and Edgar Gengenbach; Fritz 
Courtvoisier, Theodore Gerlach, A. Gum- 
mersheimer, Ernest Nickl, C. N. Van Buren 
and M. J. Wilkerson. 

Delegates will be met at Union Station 


Chairman, Jack 





by members of the reception committee, 
who will wear a badge indicating their 
office. These members will direct delegates 
to Hotel Statler, where there will be regis- 
tration and informal reception of guests. 

On Monday, Aug. 25, will be held the 
convention of the Retail Jewelers’ Associa- 
tion of Missouri on the 17th floor of the 
Hotel Statler. The program for this one- 
day convention, which was recently com- 
pleted, is as follows: 

9.00 a. M.—Registration and informal re- 
ception of guests at Hotel Statler, Ninth 
and Washington, 

10.00 a. M.—~Convention called to order, 
17th floor, Hotel Statler. Invocation—Rev. 
C. Kramer, 

Address «of * welcome, 
jewelers—W. G, Drosten. 

Response for visiting jewelers—W. E. 
Pennell, Trenton, Mo, 

Reading of minutes 1923 convention and 
secretary-treasurer’s report—Joe Crow. 

Address—Lewis DeHart, of C. & E. 
Marshall, Chicago. Subject: Repair De- 
partment, 

Reminiscences of Jeweler’s Correspond- 
ent—C, N. Van Buren. 

12.00 m.—Adjournment. Luncheon—Parlor 
A, Hotel Statler. 

Speakers—C. P. (“Tod”) Woodbury, 
president Missouri Association, presiding; 
Hon. Walter J. G. Neun, Acting Mayor; 
Hon. L. C. Dyer, Congressman of Missouri; 
Mr. H. M. Riehl—Manager Better Busi- 
ness Bureau of St. Louis, 

2.30 p. M.—Reconvene. 

3.00 p. mM.—C, L. Brittain, of Mermod, 
Jaccard & King. Subject: Advertising. 

3.30 p, M.—Election of officers. 

4.00 p. M.—Adjournment to meet incoming 
delegates to National Convention. 

8.00 p. M.—Informal stag gathering— 
Parlor A, Hotel Statler, 

Delegates are advised to note closely the 
fina! event for the day: “Informal stag 
gathering, Parlor A, Hotel Statler.” While 
no details are available, the fact that Her- 
man Mauch is providing the entertainment 
for the evening is of considerable signifi- 
cance, 

On Tuesday, Aug. 26, the national con- 
vention wil] be opened by President Edward 
H. Hufnagel. The program for the day 
will be carried out as previously announced, 
with the exception that the address of wel- 
come on behalf of the retail jewelers of St. 
Louis will be given by M. L. Wilkinson, 
vice-president of the Chamber of Commerce, 
and president of Mermod, Jaccard & King. 

During the afternoon on Tuesday, begin- 
ning at 3 p. M., concerts will be given by 
the Illinois Watch Co, Band in the sunken 
gardens which adjoin the St. Louis Public 
Library on 13th and 14th Sts. and Locust 
and St. Charles Sts. 

Tuesday evening there will be a boat trip 
on the Mississippi River given by the retail 
jewelers of St. Louis to delegates to the 


from St. Louis 
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convention. Guests will assemble at 7.15 
p. M. in the main lobby of Hotel Statler, 
from where they will march to the steamer 
St. Paul, which leaves the dock at the foot 
of Washington Ave. at 8 o'clock. From 
that time, until the boat returns at 11.30 
P. M., guests will experience one of the most 
delightful Summer attractions which St. 
Louis offers, 

A feature of the entertainment on Wednes- 
day will be the automobile tour of the city 
which will be given the ladies attending 
the convention. Full details of this trip will 
be announced at the convention, but it is 
certain that the tour will include the prin- 
cipal points of interest ia’ the city. The 
route will be laid through the west end resi- 
dential section of the city, which itself is a 
showplace of considerable importance, and 
will then take in the main places of interest 
in Forest Park, including the famous Zoo, 
Art Museum and Municipal Theatre. 

On the following evening, delegates will 
be the guests of the St, Louis wholesalers 
and manufacturers at ‘the performance of 
“Carmen,” to be held in the open-air theater 
in Forest Park. This will be preceded by 
a bus ride throuighythe residence section. 








Illinois Jewelers Working for Large Delega- 
tion at the St. Louis Convention 


Cuicaco, July 31.—“Three hundred strong 
at St. Louis” is the watchword of the Illi- 
nois Retail Jewelers’ ‘Association and the 
indications today are tligt when the roll is 
called at the National convention [Illinois 
will respond with more than 300. 

Secretary Herman Stern, 229,E. 55th St, 
this city, reports that at this time they have 
over 270 paid members, which is nearly 
three times as many as were reported at the 
State convention held here in May. Since 
he was elected secretary at the last conven- 
tion Mr. Stern has sent out several letters 
to the jewelers of the State and with the 
assistance of the National Field Secretary, 
Walter Mellor, working in Chicago this re- 
sult has been attained, 

Yesterday letters were sent to the jewelers 
of this city stating that arrangements have 
been made for special cars leaving Chicago 
Sunday morning, Aug. 24, at 10:00 o'clock 
Standard time, also that night at 11:30 and 
Monday morning at 10:00 o'clock. Special 
cars will also be operated for the return trip. 

The various passenger divisions have al- 
lowed one and one-half fare for the round 
trip on the certificate plan. This makes the 
round trip from Chicago $15.62, providing 
250 certificates from all sections of the 
country are presented to the secretary at the 
convention in St. Louis. The rates will be 
in proportion from other points and _ all 
those desiring to join the party from Chicago 
may get full information by writing to Mr. 
Stern. 








The Archie Starcher Jewelry Co., 
Carthage, Mo., has moved its store from 
225 Main St. to the middle of the south 
side of the square, where the new establish- 
ment occupies. a space 20 feet by 50 feet. 
The firm. has installed some fine new equip- 
ment and particular attention has been paid 
to the windows. The store has added a gift 
shop and has also put in a complete line of 
jewelry, diamonds and watches. 
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4402—-GRAVY BOAT AND TRAY 


445—WELL AND TREE PLATTER 


4422—COMBINATION DISH 
4403—PLATTER 


4448—CAKE TRAY 
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4412—TEA AND COFFEE SET 
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(REGISTERED U. S. PAT. OFFICE) &7 ( HARD ~ (DESIGN PATENTED APRIL 22, 1924) 


This new line follows in natural sequence the marvelous success attained by “Dutchardt,” and the trade has justly looked to 
us to produce a line of equal merit. We feel we have succeeded. Without any misgivings, we await your verdict. Made of Nickel 
Silver, Hammered and Ornamented with a beautiful border in an etched effect and heavily silver plated and made only by 


BURNARD RICE'S SONS, Tnc. 225 Bit Avene, New Yor 
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Chairman Rothschild Makes a Final Report 








Head of the Jewelers’ War Revenue Tax Committee Tells of Work of the 
Organization Up to the Time of Dissolution 

















The final report of the chairman of the 
Jewelers War Revenue Tax Committee was 
sent to the members of that committee Fri- 
day, and made public to the trade. The 
Jewelers’ War Revenue Tax Committee, 
which was formed at the time the United 
States entered the war, and the first war 
Revenue Bills were proposed, had charge of 
the tax legislation for the jewelry trade 
until May 1, 1923, when the work of elim- 
inating the excise war tax was turned over 
to the special committee of the American 
Retail National Jewelers’ Association. How- 
ever, the old committee continued the work 
of interpreting the tax laws and carrying on 
a campaign of tax evaders, until the present 
law went into effect, and the new jewelry 
tax became effective July 2. At this time 
it was decided that the old committee would 
go out of existence, leaving that work under 
the new law to the special Excise Tax Elim- 
ination Committee of the American Retail 
Jewelers’ Association. 

Meyer D. Rothschild, who has been Chair- 
man of the War Revenue Tax Committee 
since its inception, then prepared this final 
report of its work for the benefit of the trade, 
and this, and the report of the treasurer, 
Lee Reishman, together with the treasurer’s 
statement up to July 22, 1924, were printed 
and bound together in one volume. The re- 
ports read as follows: 


Final Report of the Chairman of the Jewel- 
ers War Revenue Tax Committee 


To the Members of the Jewelers War Revenue 
Tax Committee: 

GENTLEMEN: On May 1, 1923, by resolutions 
duly adopted, our committee turned over to the 
American National Retail Jewelers Asscciation, at 
their urgent request, all activities having as their 
object the elimination of the war excise taxes levied 
on the jewelers of the country. 

By those same resolutions, your committee was 
pledged tec carry on its campaign against tax 
evaders, as well as its work cn administrative 
questions affecting the rights of the jewelers under 
the Revenue Act of 1921. 

On June 2, 1924, President Coolidge signed the 
new tax law known as the Revenue Act of 1924, 
and 30 days thereafter, at midnight on July 2 
1924, the revised jewelry tax became operative. 

Now that the Revenue Act of 1921 has been 
superseded and the new Revenue Act is in force, 
our work is ended and we have no reascn for 
further existence. 

On May 21, 1924, at a meeting of your executive 
committee, the following resoluticns were adopted: 

“RESOLVED: That directly, or as soon as possible 
after the President signs the revenue bill and be- 


fore the expiration of 30 days, the chairman of 
the Jewelers War Revenue Tax Committee shall 
make a brief report, which shall be sent to all 


members cf the committee and given to the press; 
and the Jewelers War Revenue Tax Committee 
shall then go cut of existence; be it 

“FurTHER RESOLVED: That said report shall set 
forth that the Jewelers War Revenue Tax Com- 
mittee has kept its promise; has not interfered in 
any way with the American National Retail Jewel- 
ers Association; and has remained in existence 
only in order tc assist the trade under the old law; 
1 


he it 
“FcrTHER RESOLVED: That the American Na- 
tional Retail Jewelers Association shall he per- 


mitted to operate under the new law withcut let 


or hindrance.” 


Pursuant to the substance of these resoluticns, 


your chairman makes his final report, which fol- 
lows: 

Upon the relinquishment of our work for tax 
elimination in 1923, we issued a “Report on the 
Origin and Activities of the Jewelers War Revenue 
Tax Committee,” dated April 16, 1923, and en- 
titled “Lest We Forget.” We shall now attempt 
to cover the ground from that date to this: 


OUR WORK FOR EXCISE TAX ELIMINATION 
THROUGH THE CHAMBER OF COMMERCE 


OF THE U. S. A. 


While this phase of our activities was touched 
upon in the report of April, 1923, it is fitting that 
in our final report a fuller account should be 
given, with full credit to the Naticnal Jewelers 
Board of Trade for its important contribution in 
this regard. 

Reference should be made to the fact that your 
chairman was and still is the national ccuncillor 
to the Chamber for the National Jewelers Board of 
Trade. In that capacity he has had an official 
standing in the annual and: group meetings of the 
Chamber of Commerce of the U. S. A., and an 
opportunity to set forth vigorously in all discus- 
sions on taxation the just claims of the jewelry 
industry. 

After Referendum No. 34 was issued by the 
Chamber in December, 1920, and resulted in ap- 
proval of the continuance of war excise taxes on 
a few selected industries, it seemed obvicus that 
the members of the Chamber had vcted without a 
full understanding of the matter placed before 
them. Further education on the subject of dis- 
criminatory taxaticn seemed te be clearly necessary. 

Your chairman was chairman also of the Busi- 
ness Men’s Naticnal Tax Committee, an organiza- 
tion composed of national associations in trades 
which were then also bearing the burden of war 
excises. That committee was planned and organ- 
ized on our initiative, and furnished another valu- 
able medium through which to work for elimination 
of the war excise taxes. 

At the end of December, 1920, the Business 
Men’s National Tax Ccmmittee sent to every or- 
ganization member of the Chamber of Ccmmerce 
of the U. S. A. a letter and a set of miscellaneous 
pamphlets. Among these was included a pamphlet 
by the chairman entitled “Comments on the Report 
of the Special Committee on Taxaticn, Referendum 
No. 34,” and all were intended to educate business 
men on the iniquity of retaining in peace time war 
excise taxes placed on a few selected industries. 
While such taxes can be and ought to be patriot- 
ically borne during the stress of war-times, they 
have no place in a peace-time revenue law; and 
we succeeded in cpening the eyes of business men 
who were not so taxed to this injustice. 

After much preliminary correspondence, 
ing the co-operation of other industries and a 
vigorous fight at the annual meeting, we succeeded 
in getting the Chamber to send cut a new refer- 
endum on taxaticn. This was referred to in our 
prior report in mentioning the annual meeting in 
Atlantic City of April, 1921. The new Referendum 
(No. 36) was issue] on June 7, 1921. 

On June .10, 1921, your committee sent to every 
member of the Chamber of Commerce of the U. 
S. A. “An Appeal for Fair Play Addressed to 
Members cf the Chamber of Commerce of the 
U. S. A. in Connection with Referendum No. 36 
in Abolition cf the Special War Excises,” and it 
opened with the salutation, ‘‘Fellow Business Men.” 
It embodied an analysis of the Referendum itself 
recommendations as to how to vote 
on the questions relating to taxation. <As_ stated 
in cur earlier report, this Referendum resulted in 
a vote cf 1,247 to 506 in favor of repeal of the 
special taxes, thus irrevocably committing 
the Chamber 1o this principle and undoubtedly in- 
thinking members in both houses of 


enlist- 


and contained 


excise 


fluencing 
Congress. 

During the abserce abroad of your chairman in 
1921-1922, Harry C. Larter, as national coun- 
cillor for the National Jewelers Board of Trade 
as well as acting chairman of the Jewelers War 
Committee, continued to work with 
Commerce, and urged them ito 
results of Referendum 


Revenue Tax 
the Chamber of 
place before Congress the 
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No. 36, which had~not: been done in a vigorots 
manner. 

In the Spring of 1923, much urging and corre- 
spondence with officials of the Chamber resulted 
in the formaticn of. a. special Tax.Group at- the 
annual meeting of the Chamber held in New York 
in May of that year. Your chairman gathered to 
gether for a preliminary tax conference a group 
of national councillors for other industries, and 
rescluticns were adopted favoring, among cther 
tax reforms, the prompt repeal of the war excises. 

In 1924, on January 17 and 18, the first mid- 
year meeting of the Chamber was held ‘in Philadel- 
phia, and more work was done toward the prompt 
repeal cf the war excises. Thereafter it became 
evident that the executives of the Chamber in- 
tended to resubmit to its members in another refer- 
endum the settled question of repeal of the war 
excises. As this was linked up with what was 
practically a consideration of the Mellon plan for 
tax revision, any such new referendum might have 
seriously jeopardized the gains already won. As 
the repeal of all war excises had been decisively 
reccmmended in Referendum No. 36, and officials 
of the Chamber admitted in writing that there had 
been no change in the sentiment of the membership, 
we were not willing to have the matter re-opened. 

Through the National Jewelers Board of Trade, 
its resolutions of February 1, 1924, together with 
a letter from their national councillor to the resi- 
dent vice-president of the Chamber in Washington, 
were sent to all directcrs of the Chamber and 
other persons interested in the request for careful 
consideration of the subject. 

On February 13, 1924, your chairman went to 
Washington, and cn the 14th, with a representative 
of the American National Retail Jewelers Associa- 
tion and ancther from the National Automobile 
Chamber of Commerce, appeared before the di- 
rectors of the Chamber. The appeal by this com- 
mittee of three to abstain from re-submitting the 
question of repeal of the war excises to the mem- 
bership of the Chamber was successful. 


WITH THE AMERICAN 
JEWELERS ASSOCIATION 


OUR RELATIONS 
NATIGNAL RETAIL 


In acerrdance with our agreement when the work 
for tax elimination was turned over entirely to 
the A. N. R. J. A. in May, 1923, no effort of 
any kind and no interference of any kind with 
the work of the Excise Tax Elimination Committee, 
in Congress or elsewhere, has been undertaken by 
your committee. 

We have never been called upon by the A. N. 
R. J. A. for advice or assistance in regard to tax 
elimination in ccnnection with the Revenue Act of 
1924, and have volunteered it only upon three oc- 
casions. ‘The first occasion was when the proposi- 
tion was made in Washington to tax the manu- 
facturer, producer or importer at seven per cent. 
on his sales price; which would have resulted in 
a tax of 10 per cent. to 20 per cent. on the con- 
sumer. The second time was when we suggested 
that a new brief be prepared for the Senate. The 
third and last time was on June 3, 1924, when we 
suggested that the platform committees of both 
naticnal parties be approached with a view to se 
curing the adoption cf a plank in their platform 
which should favor repeal of all war excises. 

It must be a source of deep disappointment to 
our industry that, after the exhaustive campaign 
inaugurated by the Jewelers War Revenue Tax 
Committee in 1922 and carried on through 1923 
and 1924 by the Tax Eliminaticn Committee of 
the A. N. R. J. A., the war excise taxes on a 
substantial part of our sales still burden our 
trade. Secretary Mellon in his recommendations to 
Congress practically ignored the question of repeal 
of the war commedities. Even the 
grudging partial repeal proposed by the Hceuse of 
Representatives was cut down by the Senate. 

Because of the thorough-going and persistent cam- 
paign carried on by the Tax Elimination Com- 
mittee cf the A. N. R. J. A., who secured pledges 
from three-fourths of all Congressmen to repeal 
our special] ware excise tax, our trade had every 
reason to hope that when this question came before 
Congress we would be granted the relief requested. 
As a matter of fact, the chairman of the Ccom- 
mittee on Ways and Means was not very friendly 
to the removal of our war excises, and notwith- 
standing the arguments of the Tax Elimination 
Committee of the A. N. R. J. A., he would consent 
to only a partial removal of the tax. 

The relief now granted by Congress is little 
better than the compromise that we might have 
secured in 1921, when the Jewelers War Revenue 
Tax Committee refused to con-ider anything less 
than total repeal, on the ground that the vital prin- 


excises on 
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“A Chain of Successes” 






UCCESS seems to have crowned every endeavor of 

this Company in the manufacture of gold filled 
chains. Success in attaining that perfection of design 
and finish which our trade has learned to expect in 


Speidel 
Gold Filled Chains 


Success in creating a larger variety of patterns and 
styles. Success in producing a product that SELLS, 
assuring Satisfaction to the purchaser and Success in 
profits and prosperity for the dealer. 


Our Best Known Grades: 


1/10— 14 Kt. 
1/20 — 12 Kt. 
1/40 — 12 Kt. 


Every chain bearing the “Speidel” registered trade mark is 
the product of an organization of chain manufacturing 
specialists—a product which merits your confidence, whole- 
hearted sales effort and utmost co-operation. 


Sold Through Wholesalers Only 


Speidel Chain Co. 


70 Ship St. Providence, R. I. 


New York Office: 15 Maiden Lane 


P. S—This Company is not the successor of, and has now 
no connection with the business formerly conducted by 
the F. Speidel Company of Providence, R. I. 
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ciple of equal taxation was involved. The vital 
principle is still being ignored. 

While the Revenue Bill was in the House, one 
of our friends, Congressman Fairchild, made a 
motion to strike out the entire jewelry tax. There 
was objection and opposition from Chairman Green, 
Mr. Crisp and other members of the House, and 
Mr. Fairchild’s amendment was rejected. Accord- 
ing to statements made by the Tax Elimination 
Committee of the A. N. R. J. A., three-quarters 
of the Hcuse was pledged to repeal of our war 
excises. In view of this fact, it is regettable that 
no roll call has been obtained of the vote on this 
motion made by Mr. Fairchild. 

Another discouraging fact is that some of the 
other industries which had been taxed under Title 
IX of the Revenue Act of 1921 secured either 
full relief or more relief than the jewelers did, 
despite the fact that these other industries seem 
not to have engaged in any open campaign whatso- 
ever looking toward the repeal of their war taxes. 
A table of these industries, showing the relief se- 
cured, is appended: 


Former Present 


Tax Tax 
Industry affected: 
Tires, inner tubes, parts and 
GMUNOENEN. 65 6655.060 bese ceces 5% 2u% 
Pt GREE, ORCS ooo 5 5 5055 s00 10% 5% 
RAED 2sio'eesaheo so awicven ose « 8% None 
Hunting and bowie knives...... 10% None 
Dirk knives, daggers, sword 
canes, stilettos, and brass or 
metallic knuckles ........ s+ ck OO% None 
Liveries and livery beots; hunt- 
ing and shooting garments... 10% None 
Yachts and motor boats over $100 10% None 
The excess price taxes cn carpets, 
rugs, trunks, valises, hand 
bags, purses, pocketbooks, port- 
able lighting fixtures, fans.... 5% None 


When the bill reached the Senate, we had every 
reason to expect that the Senate would be, as it 
had been in the past, fairer than the House and 
might amend the House bill by repealing our tax. 
Instead of this, however, the Senate actually in- 
creased cur tax by reducing the tax-free limit 
from $40, which had been fixed in the House 
Lill, to $30. Netwithstanding the firm positicn of 
the Tax Elimination Committee of the A. N. R. 
J. A. fer entire repeal of our war tax, the only 
relief. granted was this partial and unsatisfactory 
reducticn. ‘ 

While the present iaw will undoubtedly give re- 
lief to the very small percentage of jewelers whose 
sales are entirely those of tax-free articles, it opens 
wide the door to tax evasion, which will no doubt 
greatly increase. During its survey of 20 States, 
our committee was amazed to find that a substantial 
percentage of jewelers had never made any tax 
return whatsoever, and this in the face of almost 
certain discovery on a cursory investigation by 
federal officials. Under the present Act, it will 
be very difficult for the federal authcrities to check 
up dishonest cCealers, and the honest men in our 
industry will Le in the future at a much greater 
disadvantage as against the dishonest men than 
they have been in the past. 

While we do not believe that the result of the 
campaign of 1922-1924 waged by the jewelers for 
elimination of the war excises is in any degree 
satisfactory tc the thinking men in our industry, 
we venture to express the hope that every possible 
effort will be made, possibly along political lines, 
to try to gain the result to which we are actually 
entitled, but which failed to materialize in the 
Revenue Act of 1924. In other words, the splendid 
achievement of getting pledges of affirmative sup- 
port from three-quarters of the House is not suf- 


ficient. Some effective means must be found to 
see to it that these pledges are fulfilled when 
the question cf tax revision is again before the 


Congress. 

In future work fer the elimination of our war 
taxes, jewelers will do well to bear in mind that 
both the Democratic and Progressive platforms 
condenin. perpetuation of the war excise taxes. 


IN CONCLUSION 


After seven years of close and constant associa- 
tion with some of the outstanding men in our 


industry, I cannot bring this report to a close 
without a word of appreciation for their unselfish 
co-operation in ‘carrying on the work of the Jewel- 
érs War Revenue Tax Committee. 

To menticn al] those in our industry who have 
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assisted this committee would be like calling the 


roll of its foremost men. I cannot refrain, how- 
ever, from expressing deep gratitude to Harry C. 
Larter, vice-chairman of the committee; Wilson 
A. Streeter, who preceded Mr. Larter as_ vice- 
chairman; Lee Reichman, treasurer during the en- 
tire life of the committee; Harry P. Dickinson, 
secretary of the committee during its most active 
period directly after its foundaticn; Walter Buf- 
fington of Chicago, who modestly and without pro+ 
test repeatedly made the thousand-mile trip to New 
York or Washington in answer to every call; 
and, in short, to every member of our executive 
and main committees, which include practically 
every retail and wholesale trade organization in 
our industry. 

Menticn should also be made and due credit ac- 
corded to the trade papers for the signal service 
they have rendered to our committee and to the 
entire industry in giving wide publicity to any 
material which was sent them. 

Our committee, created because of the com- 
plexities arising from the inauguration and ad- 
ministration of new and intricate revenue laws, 
derived peculiar satisfacticn from the fine spirit 
displayed by the Treasury officials of the Govern- 
ment with whom we came in contact. Their sense 
of justice and fairness made cur work easier, and 
I cannot refrain from again expressing the thanks 
of our committee to Daniel C. Roper, former Com- 
missioner of Internal Revenue; Clarence B. Hurrey, 
former Deputy Commissioner of Internal Revenuc; 
John E. Walker, former Deputy Commissioner, 
sales tax division; and the late A. C. Holden, 
also a former Deputy Commissioner in the sales 
tax division. These are a few of the men who 
really believed in their hearts, and I think they 
were justified, that the jewelers were doing their 
bit during the war in assisting the Government in 
its difficult task of administering a new and drastic 
tax. 

To the co-workers mentioned, as well as to the 
entire industry which has loyally supported the 
Tewelers War Revenue Tax Committee, our thanks 
are cordially extended. 

All of which is respectfully submitted. 

Mever }). RotHscHILD, Chairman 
Jewelers War Revenue Tax Committee. 
New York. July 23, 1924. 


Report of the Treasurer 


To the Members of the Jewelers War Revenue Tax 
Committee : 

GENTLEMEN—In accordance with the resolution 
of May 21, 1924, which was adopted by the execu- 
tive committee of the Jewelers War Revenue Tax 
Committee, I am submitting herewith a certified 
audit of my account as treasurer of this com- 
mittee, showing a balance of $197.27 in bank July 
2, 1924. We have, however, a continuing obliga- 
tion to nay half of the rent of the office until May 


1, 1925, which will necessitate my asking for 
further funds from the vigilance committee to 


cover this, our sole remaining obligation. 

It will be noted from this report that slightly 
over 96 per cent. of all funds collected was con- 
tributed by the Jewelers Vigilance Committee. 

No official of the Jewelers War Revenue Tax 
Committee has ever received one cent of com- 
pensation for services rendered, and, in many in- 
stances, those services were valuable beyond price 
and involved ne little sacrifice. 

From June, 1918, until the Spring of 1923, we 
never paid one cent for cffice rent. From June, 
1918, until February, 1921, all the work of your 
committee was done in tke office of the American 
Gem & Pearl Co. in New York city. From that 
time until Febrvary, 1922, your committee was 
permitted to use a luxurious office in the suite of 
R. G. Munrce & Co. From February, 1922, 
until the Spring of 1923, the 24 Karat Club of 
New York contributed a home for our work. 
In the spring of 1923 it became necessary to move 
the committee uptown, and cnly since that time 
have we been paying half the rent of an office 
shared with ancther jewelry organization. 

I want to teke this opportunity of expressing to 


Mr. Rothschild, chairman of the Jewelers War 
Revenue Tax Committee, my deep appreciation fcr 
the many courtesies extended. The fact that he 


succeeded in keeping our tax down to five per cent. 
during a period of war was in my opinion a great 
achievement. It has been a _ privilege to serve 
with him and he has the assurance of my high 
esteem. Respectfully submitted, 


Lee REICHMAN, Treasurer, 
Jewelers War Revenue Tax Committee. 


New York, July 23, 1924. 





111 





JEWELERS WAR REVENUE TAX COMMITTEE 
TREASURER’S STATEMENT 
July 22, 1924 


Statement of Cash Receipts and Disbursement from 
July 24, 1918, to July 3, 1924 


RECEIPTS 
June 30, 1918, to November 27, 1923 
Jewelers Vigilance Committee.......... $32,732.34 
PO CRNOY ROUNGIDs « occc ick creresces 1,314.80 
$34,047.14 
DISBURSEMENTS 


June 24, 1918, to July 3, 1924 


Rent, secretary’s salary, printing, post- 
age, telegraphing, traveling, etc..... $33,849.87 
DN EY WOR As oc doc cla cccnctccnewak 197.27 


$34,047.14 


I hereby certify that the above statement of 
cash receipts and disbursements and cash balance 
at July 22, 1924, is correct, and that a!l receipts 
and disbursements have been properly recorded and 
acccunted for. Curtis MECHNER, 

Certified Public Accountant. 











The Green Diamond 





A LITTLE matter of great importance, 
apparently, is this almost unique gem. 
Le Moniteur says of it: 

“The green diamond has arrived from 
London; it has, as yet, no name, for it was 
only found in the Transvaal quite recently. 
It is only the green diamond, a quite minutely 
detailed diamond, a little fellow alongside 
the Cullinan, which weighs 516 carats, or 
even the Regent; it weighs only 1.36. The 
green diamond only weighed five carats 
originally; the cutting reduced it to a poor 
little carat. You have better than that, 
Madam, have you not, on your finger and 
in each of your ears? And you ask, doubt- 
less, why so much importance is attached to 
the arrival of this diamond-pygmy. 

“Well, Madam, you may know. It is 
because this diamond is green, deep green, 
and the diamonds of this color are ex- 
cessively rare; the kind is almost unknown, 
it is the second to be found. . . . 
Again, the first was a much lighter green, 
a green water: it was almost a white dia- 
mond. And also there is another reason. 
. . . You must not be unacquainted with 
the fact that, from a high antiquity, men 
have attributed to precious stones diverse 
influences. They are satisfied of their talk- 
ing a symbolic language, they accord to them 
such and such virtues, such and such powers 
for evil; they have made of them lucky 
amulets or fatal talismans, 

“And, in the book of magic stones, the 
green diamond is inscribed as lucky. Is it 
on this account or solely on account of the 
singular rarity that it has, that the new 
diamond has already tempted many of the 
covetous? We do not know. Anyhow, 
the fact is that its owner assures us he has 
had offers of half a million. -. ae 
aspires to more. You must acknowledge 
that a little stone weighing one carat which 
reaches beyond the price of a half-million 
is well worth talking about."—C. W. C. 


= 


Alvin Magnon, of the Adams Jewelry Co., 
Tampa, Fla., was the speaker of the evening 
at a social session held one evening recently 
by the Big Brothers Club, at the Tampa 
Branch of the Y. M. C. A. Mr. Magnon 
spoke on, “The Requirements of Success.” 
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Oriental Necklaces 


CHINESE DESIGNS 


Long and Graduated Lengths 
Metal Trimmed Combinations 
Crystal and Colored Cubes 


with 
Lantern Round and Oval Shape Beads 
in 
Antique Ivory, Tango Jade, Red, Yellow, Brown, 
Light and Dark Blue Color Combinations 


If It's In Demand We Make It 


ONROE 
BIccK 
aCe 


45 RICHMOND STREET 
PROVIDENCE :R'I: 














MSD 





1924-1925 Edition 








The Jewelers’ 


Circular 


BUYERS’ 
DIRECTORY 


of the 





Manufacturers, Importers and 
Jobbers 


Jewelry and 


Kindred Trades 


A Handy, Classified List for Buyers 
Bound in limp cloth, 3x 6% inches. 


PRICE ()NF, DOLLAR 





Sent postage prepaid to any yearly 
subscriber of The Jewelers’ Cir- 
cular at half price, remitting 50c., 
when paying his subscription. 














Dr AON ZEPDD wel 4 G Vast I<) 
Ak al Oe. A SON OAS Ps EAS S 


Copyright, 1924, by 


The Jewelers’ Circular Pub. Co. 


11 JOHN STREET, NEW YORK 










































August 6, 1924 


WATCH EXAMINERS CHOSEN 
American Watch Importers’ Association 
Appoint Officials Who Will Pass On 
Watches of Members Entitled to Be 
Certified by Association’s Trade- 
Mark 


Announcement was made last week by the 
American Watch Importers’ Association that 
the three members of the Committee of 
Examination had now been appointed under 
the resolution passed some time ago to estab- 
lish a minimum standard for watches and 
conditions under which the brands of the 
members of the Association could be properly 
certified, as complying with this standard. 
The three members appointed were John J. 
3owman of the Bowman Technical School of 





THE 


CHAIRMAN OF 
EXAMINATION 


JOHN J. BOWMAN, 
COMMITTEE OF 


Lancaster, Pa., one of the most eminent 
horologists of the country ; A. Zindt, form- 
erly watchmeker for the Bigalke & Eckert 
Co., and Ralph E. Henkel, at one time an 
adjustor ‘for the Hamilton Watch Co. and 
who later conduct.d a trade watch shop. 

The Committee of Examination will start 
its work this month, and expects to organize 
within the present week, opening its examin- 
ing rooms and shop in New York. The 
members hope to get the first work on the 
way immediately, and comp‘eted as soon as 
possible. 

Certificates will not be 
porting houses bringing in the watches ex- 
amined, but wiil be issued in the name of the 
particular trade brand of the watch sub- 
mitted. In its the committee will 
select watches promiscuously out of the safes 
and stocks of the members, or purchase 
them generally in the epen market. The com- 
mittee may also check up at any time upon 
these brands, by picking out further speci- 
mens, or making further purchases. 

Watches that pass the test will be certified 
by the committee, and the importer will be 
given a certificate which he can in turn give 
to the retailer, who will thus be able to use 
the trademark of the association (the Lion 
of Lucerne), as a guarantee that the watch 
has conformed to the minimum standard of 


issued to the im- 


work 
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quality provided for by the association. 

The original standard of quality which the 
association decided on (based on tests of the 
U. S. Government purchases) was a varia- 
tion of not more than two minutes per day in 
a cycle of 72 hours. When adopted, the 
Association had wrist watches especially in 
mind, and this will be continued as a test for 
wrist watches; but a more severe test has 
been provided for pocket watches; viz., a 
variation of not less than 30 seconds per day 
in a cycle of 72 hours. 








Distinguishing False from True 
Emerald 


NICE horolegist, M. Antony Jacques 

has, according to a recent issue of Le 
Grand Négoce, made an important discovery. 
It concerns the distinguishing of false from 
true emeralds. It is a process he has used 
with satisfaction for a number of years. It 
is very simple: “one takes two glasses, one 
of a blue color approaching violet, the other 
yellow approaching reddish brown. The 
emerald is placed, mounted or not, before 
an electric light shaded with roughened 
glass and one looks through the two glasses 
placed one on the other. 

If the stone shows up as mauve or light 
brown it is genuine; if it remains green it 
is false. 

M. Jacques has received many letters 
from the corporation members thanking him 
for the discovery. Le Grand Négoce, on 
receiving the glasses asked Messrs. David 
& Grogogeat, the Paris lapidaries, to make 
the experiment. After experimenting, they 
have written the following letter: “I have 
taken notice of the process, presented by 
M. Jacques, to distinguish true from imita- 
tion emeralds. The process may _ render 
great service to our corporation and the ex- 
periments | have made with this new ap- 
paratus are convincing.” M. Lacroix, pro- 
fessor of the Museum cf Natural History, 
and Member of the Institute, has heartily 
felicitated M. Antony Jacques.—C, W. C. 








E. A. Paige & Co. will open a jewelry 
store at 606 Laurel St., Brainerd, Minn. 








Number of establishments..... 
Persons engaged as 
Proprietcrs and firm members...........000++e00- 
Salaried employes 
Wage earners 
Maximum month 
Minimum menth 
maximum.... 


(average number) 


Per cent. of 


Salaries and wages.. 
Salaries 


Waves 


Paiael SOP COMECACE WORE 53h 5 ok case csoncdsddecreneree 
Cost of materials (including fuel and containers).... 


Products, total 

Clocks, number ........ 
Clocks, value 
Clock 
Clock 
Time recorders, detectors, ete. 


muevemeiits, 


113 


CLOCK STATISTICS 





Department of Commerce Gives Figures 
As to the Manufacture of Clocks and 
Time Recorders During 1923 


WasHINGTON, D. C.,, Aug. 4—The De- 
partment of Commerce announces that, ac- 
cording to data collected at the biennial 
census of manufacturers, 1923, the estab- 
lishments engaged primarily in the manu- 
facture of clocks and time recorders re- 
ported products valued at $28,553,582, of 
which amount $19,252,470 was contributed 
by clocks, $672,571 by clock movements, 
$3,327,711 by time recorders (time recorders 
and stamping clocks, watchmen’s time de- 
tectors, portable clocks, time switch clocks, 
program systems, and time and alarm sys- 
tems), and $5,300,830 by other products, 
such as watches, time cards, record sheets, 
supplies, and repairs. The rate of increase 
in the total value of products as compared 
with 1621, the last preceding census year, 
was 60.9 per cent. 

In addition, clocks 
were manufactured to 
secondary products by establishments en- 
gaged primarily in other industries. The 
value of such products made outside the 
clock industry in 1921 was $1,043,482, an 
amount equal to 5.9 per cent of the total 
value of products reported for the industry 
proper. The corresponding value for 1923 
has not yet been ascertained but will be 
shown in the final reports for the present 
census, 

Of the 38 establishments reporting for 
1923, 20 were engaged primarily in the 
manufacture of clocks and clock movements 
and 18 in the manufacture of time recorders, 
detectors, etc. The establishments in the 
former group are located in Connecticut, 
Illinois, Massachusetts, New York, Ohio, 
Pennsylvania, Rhode Island and Wisconsin; 
those in the latter group, in Illinois, Mary- 
land, Massachusetts, Michigan, Minnesota, 
New York, and Ohio, 

The statistics for 1923 and 1921 are sum- 
irarized in the statement below. The figures 
for 1923 are preliminary and subject to 
such corrections as may be found necessary 
upon further and more careful examination 
of the returns. 


and time recorders 
some extent as 


Per Cent. of 


Sn ee ea 
MOVEMENS, WINDS 66s cs cccccdeteancedeescaceees 
PEO 6555 bas Sadlaerewknneseceewraeved 
a a eee 


Time reccrders, detectors, ctc., value..... 2... ce ee ee eee eee 


Other products 


Value added by mantfacture 6.6.60. cc ccceccscsclecesstasers 


PEALE DCTSOOOWE! 60 cas D656 ECR EROS CK CERE EOS 


Caal consumed, tons of 2,000 Ibs.......c.ccccscccccccsccece 


aA minus sign (—) denotes decrease. Per 


b Not reported. 
c Value of products less cost of materials. 


cent. 


1923 1921 Increase 
38 37 oa 
10,334 7,466 38.4 
rere ee 5 6 name 
a earner 970 925 4.9 
9.359 6,533 43.2 
Dec. 9 947 Jan. 7,480 
Jan. 8,712 July 4,935 
&7.6 66.0 aes 
$12,304,303 $8,367,179 47.1 
$2,425,354 $1,809,132 34.1 
$9,878,949 $6,558,047 50.6 
eGanes $33,234 $60,048 —44.7 
oe $8,172,538 $6,590,966 24.0 
$28 553,582 $17,750,060 60.9 
9,634,090 (b) pe 
$19,252,470 $14,833,022 29.8 
436,783 (b) sada 
$672,571 $343,266 95.9 
39,051 (b) «fae 
$3,327,711 $1,936,549 71.8 
$5,300,830 $637,223 731.9 
$20,381,044 $11,159,094 82.6 
8,285 (b) 
36,675 (b) 
not ¢ mputed where base is less than 100. 
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Georgia Jewelers Rally at Atlanta 





Sixth Annual Convention of State Retailers’ Association a Great Success— 
Interesting Discussions and General Enthusiasm Makes 
Up for Small Attendance 




















Atianta, Ga., July 30.—With the election 
of George E. Daniell, of Marietta, as presi- 
dent; H. S. Banta, Newman, as vice-presi- 
dent, and H. L. Moor, Tifton, Ga., as secre- 
tary and treasurer, the Georgia Retail 
Jewelers’ Association today closed its sixth 
and most successful annual convention. 

While the attendance was not large, less 
than 50 retail jewelers being registered, 
some very important work was accom- 
plished, and many interesting and important 
facts were brought out in the discussions 
featuring every session, so that jewelers who 
attended its sessions felt that they had not 
only had a good time but had really gotten 
something to take home with them. And 
this is what really makes a convention worth 
while. 

One of the important steps taken was a 
motion favoring the general idea of a Na- 
tional Publicity Campaign but placing the 
convention on record as opposed to the 
present method of raising the money for it. 
Georgia jewelers, to a man, feel that their 
firms have been assessed too much money 
for this campaign by the campaign commit- 
tee. They feel that they don’t mind sup- 
porting the movement if they can give what 
they feel they can afford. But they unani- 
mously object to the assessment method and 
the amount of the assessments laid against 
them. 

Again, the convention passed resolutions 
commending the Atlanta 24-Karat Club for 
its work in fighting fake auction sales and 
pledged its support in this fight—a pledge 
that will put the auction jeweler in hot 
water all over the State as well as in 
Atlanta. 

The convention took up the matter of a 
Jewelers’ Lien Law for Georgia and secured 
the pledge of several members of the State 
legislature that the law would be put 
through this session. 

It also changed its time of meeting to 
April in order to get more in line with 
our southern jewelry associations, and con- 
sidered a plan of zoning similar to that used 
by the Georgia Bankers’ Association to se- 
cure the interest of jewelers in all sections 
of the State, authorizing the secretary to 
send application blanks to all members and 
asking all members to endeavor to bring 
other jewelers in their communities into the 
organization. 

A thorough discussion of the new excise 
tax, of charges for watch repairing, of the 
practice of loaning out watches, of valuing 
precious stones, and other problems of the 
jeweler served to make the convention worth 
while. 

Many entertainment features, arranged by 
the Atlanta 24-Karat Club, were enjoyed by 
visiting members of the association. 

Tuesday 

An opening address by Claude S. Bennett, 
an inspiring report by President Henry 
Muench, and a frank discussion of the Pub- 
licity Campaign of the A. N. R. J. A. were 


features of the morning session of the con- 
vention. 

President Muench opened the first session 
promptly at 10:30, and Claude Bennett as 
promptly sounded the keynote of the meeting 
in his opening plea for more co-operation 
and better hospitality. 

“The success of our organization,” Mr. 
Bennett declared, “depends upon two things 
—our co-operation and our hospitality. 

“The Georgia Association of Retail Jewel- 
ers can grow only through the co-operation 
of its members. It can have large conven- 
tions only when its members decide to co- 











HENRY MUENCH, RETIRING PRESIDENT 


operate—work together—and have a big 
convention. 

“We must all stop hunting around for 
excuses when convention time arrives and 
make a special effort to go to the conven- 
tion rather than stay away. And we must 
each bring some other jewelers with us 
when we come to our annual conventions. 

“Only through this sort of co-operation 
can we grow. 

‘But there must be something more than 
just co-operation to make a convention suc- 
cessful. It isn’t enough just to get people 
there—there must also be hospitality. 

“Getting acquainted is one of the chief 
values of a convention. It is only when we 
know each other that we cease to be sus- 
picious of one another. And so—we must 
develop more of a spirit of friendship at 
our conventions—we must be brought closer 
together by good times and a real fellow- 
ship with one another.” 

Mr. Bennett was followed by President 
Muench, whose careful and_ thoughtful 
speech was one of the features of the 
convention. 


PRESIDENT MUENCH’S ADDRESS 


“First of all, I want to announce that the five 
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per cent jewelry tax has been cut in half. (This 
is not so.—Editor.) Jewelry up to $30 and 
watches up to $60 are exempt from taxation 
under the new excise tax. 

“This is a very important gain for the jewelry 
business, and it has been brought about by the un- 
tiring and unselfish work of our National President, 
Mr. Hufnagel, the chairman of our special Excise 
Tax Eliminaticn Committee, Mr. Roessler, and the 
officers and members of our State associations, who 
kept hammering and writing to their Senators and 
Congressmen until the new excise tax law was 
passed. 

“We should all appreciate the gain that we have 
made and support our association more than ever. 
But, I regret to state, I fail to see any appreciation 
of what has been accomplished. A short time ago 
I wrote a letter, not only to members of this asso- 
ciation, but to every jeweler in Georgia, pointing 
out what has been gained through our efforts and 
asking them to join our associaticn and help us. 

‘What. was the result? 

“With the exception of four letters, I received no 
acknowledgment whatever for the several hundred 
letters I wrote—surely a sign of indifference and 
selfishness. 

“TI would like to point out, briefly, some of the 
things which are being accomplished by the Na- 
tional Association. As you know, we are greatly 
in need of good watchmakers. The National Asso- 
ciation is doing more than any other one body to 
train watchmakers and keep this branch of the in- 
dustry upon a high plane through its system of cer- 
tificates. 

“Again, as a body, we are badly in need of 
better business methods. The National Association 
is continually making a study of business methods 
for the jeweler. Much of its findings are sent 
direct to the jewelers belonging to the association. 
Much of it is printed in the trade press. But all 
of it is exceedingly valuable. 

“And finally, there is a lack of statistics in the 
jewelry business. The National Association, how- 
ever, through its connection with the Harvard Re- 
search Bureau, is developing an imposing array of 
statistics and information about this business, and 
our members should pay more attention to this in- 
stitution 

“There are other things that could be mentioned 
as accomplished by the National Association—such 
as the elimination of stamped cases with a guaran- 
tee. Government stamping of platinum, and the en- 
graving of silverware free of charge—but I think 
I have said enough to show you that membership 
in the National Association is worth far more than 
the $5.00 in dues which you pay into it. 

“Regarding the Jewelers’ Lien Law, I must state 
that so far this year we have been unable to make 
representation to our legislative body, and I would 
recommend that you appoint a committee to follow 
this matter up and see if a start cannot be made 
this year. 

““At present we are actively fighting fake auction 
sales in Atlanta, and the auction sale ordinance, 
drawn up with the aid of our lawyers, is at present 
being tested out in the Supreme Court of the state, 
having been upheld by every court up to that point. 

“Tf it is not acted upon by the Supreme Court 
within a year it will automatically become a law. 
It will, however, affect only Atlanta, and jewelers 
in other Georgia cities wishing protection against 
fake auctions will either have to pass similar or- 
dinances or secure a general state law alcng the 
same lines. 

“Though our association is only five years old we 
have not only been able to hold our own but we 
have gained new members, and, through continued 
effort and patience, we will, I am sure, be able to 
grow better and stronger. In this connection I 
would recommend that the secretary have applica- 
tion blanks printed and sent to every jeweler, and 
that all members of the association try to get at 
least one new member for the organization each 
year. 

“T would suggest, 
be set for our next convention—say in April 
to bring it nearer to conventions in our neighboring 
states and enable our national headquarters to be 
better and more strongly represented. 

“In conclusion, I wish to say that future pros- 
pects are bright. Cotton prospects are good, and 
the political horizon should soon be clear. We 
should have better business this Fall and Winter.” 


H. S. Banta, secretary and treasurer of 
the Georgia Jewelers’ Association, made 
two reports—one as secretary—an office 
which he took over temporarily during the 
past year—and another in his regular ca- 
pacity as treasurer. 


further, that an earlier date 
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The secretary's report showed that out 
of more than 100 jewelers listed as mem- 
bers of the association only 31 had paid their 
1924 dues, and that 15 of these were from 
Atlanta. 

Fifty-nine members, Mr. Banta stated, had 
not paid any dues for the past two years, 
and he recommended that a committee be 
appointed by the association to revise the 
list of members and retain only jewelers 
who cared enough about the organization 
to pay their dues. 

In his treasurer’s report, Mr. Banta 
showed a balance on hand July 1, 1923, of 
$170.48. Dues collected in 1923 amounted 
to $135.00 and dues for 1924, $290, making 
a total of $595.48. 

Expenses for the year amounted to 
$360.46, leaving a balance on hand for July 
1, 1924, of $235.02. 

Mr. Banta said that being treasurer was 
an easy job—because there was so little 
money to handle. The job of being secre- 
tary, however, was something else, he de- 
clared, and anybody could have it who 
wanted it. 

There were no volunteers. 

Thereupon, a motion by Hubert Ander- 
son that the report of the secretary and 
treasurer be adopted and that his salary be 
doubled, was unanimously carried by the 
convention. 


The question of progress made on the 
Jewelers’ Lien Law in Georgia was brought 
before the convention. T. E. Latham told 
of the fight which he and Mr. Anderson, 
with several other jewelers of Atlanta, had 
been making to get this law passed. 

He declared that the law had been brought 
before the State Legislature for the past 
three years, but that nothing definite had 
been done about it. He stated that he 
thought certain members of the legislature 
from other sections opposed it as being an 
“Atlanta Measure” and recommended that 
a jeweler from some other section be ap- 
pointed to handle it this year. 

President Muench appointed Fred Schom- 
berg, Columbus, Ga., chairman of a com- 
mittee to look into the progress of the Lien 
Law and report back at the next session 
of the convention. Other members of the 
committee appointed were Tom Latham and 
Hubert Anderson, of Atlanta. 

A letter from President Hufnagel, of the 
A. N. R. J. A., offering the services of 
Field Secretary Mellor for use in Georgia 
in October or November was taken up and 
considered carefully. 

A letter from P. J. Coffey, director of the 
Publicity Campaign, proved to be the livest 
topic of discussion at the session. Most of 
the jewelers present had their own ideas 
about this campaign and didn’t mind ex- 
pressing them. 

In general it can be stated that Georgia 
Jewelers are divided as to the value of na- 
tional advertising. But they stand united 
in one thing—and that is in their opinion 
that the method employed by the campaign 
Managers to collect the fund is all wrong. 

In every instance, jewelers called upon 
to speak stated that they didn’t mind giving 
something to the campaign but that their 
itms couldn’t and wouldn’t contribute the 
amount assessed against them. 

_In other words, they were agreed that, in 
its haste to raise a big sum of money, the 
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campaign committee had seriously over-shot 
the mark and taxed the individtial members 
of the trade more than they were willing 
to pay. 

H. W. Anderson, of Ewing Brothers, in 
opening the discussion upon the National 
Advertising Program as laid down by the 
Publicity Committee, stated that there was 
a definite need for a slogan and national 
advertising on the part of the organization, 
but that he felt the tax for this publicity 
was more than members of the organiza- 
tion could be expected to carry 

Mr. Maier, of Maier & Berkele, took the 
viewpoint that the value of such advertising 
was always doubtful and the cost of this 
particular piece of advertising far too high. 

T. E. Latham, of Latham & Atkinson, 
was of the opinion that such advertising 
should be done by the manufacturers rather 
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than the retail jewelers. Mr. Latham stated, 
however, that he believed some local or- 
ganization of jewelers, like the 24-Karat 
Club, could use co-operative advertising ‘to 
good advantage, and this was the view taken 
by many Georgia jewelers on the propo- 
sition. 

The discussion ended with a motion by 
Mr. Anderson that the whole matter be re- 
ferred to the Atlanta 24-Karat Club and 
that action on the letter be tabled. The 
motion was carried. 

The convention adjourned at 12:30 for 
luncheon, served under the auspices of the 
Atlanta 24-Karat Club, in the Hotel Ansley 
rathskeller. 

TUESDAY AFTERNOON 


The Tuesday afternoon session of the con- 
vention was given over largely to a discus- 
sion of the new excise tax on watches, jewel- 
ry and silverware. 

The afternoon meeting of the convention 
was opened by President Muench at 2 o’clock, 
and the first thing on the program was the 
reading of a letter from National Association 
officials calling attention to its conference to 
be held in St. Louis on Aug. 25 just before 
the convention for the purpose of working 
out a solution for some of the problems 
relative to the trade. 
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This letter urged an attendance of Georgia 


jewelers at the meeting, and President 
Muench urged all who could attend the meet- 
ing to do so. 

A motion made by Mr. Jerger that the 
Association aid in the expense of the con- 
vention to the extent of $100, which had 
been carried entirely by Atlanta jewelers fol- 
lowing a complete “fall-down” on the part of 
Macon jewelers was unanimously carried. 

The meeting was next thrown open to the 
discussion of business problems—but the 
only problems anybody wanted to discuss 
were those centering around the new excise 
tax law. 


Upon learning that Secretary Banta had 
a copy of the National Association’s explana- 
tions and interpretations of the new law, 
members of the convention demanded that it 
be read—and it was read. 

The first question about the new tax was 
whether a watch and chain were two pur- 
chases or to be classed as a single purchase. 

This was answered by Mr. Schneider to 
the effect that a case and movement, being 
necessary to each other and together forming 
one piece of machinery, must be classed as a 
single article. In other words, the jeweler 
could not take a $30.00 movement and a 
$35.00 case and sell them separately thus get- 
ting around the tax. 

But a watch and chain, being two separate 
and distinct articles, could be sold separately. 
Thus a $50.00 watch and a $10.00 chain 
might be sold as two articles and no tax re- 
turn made. 

Another point brought out in the discus- 
sion was that the tax must be paid on the 
full amount and no deductions made. 

A piece of silverware costing $35.00 for 
example, must bear a tax on $35.00—the en- 
tire purchase price. The jeweler cannot 
deduct the $30.00 exemption and pay the tax 
on $5.00. 

The next question brought, up was taxes 
on chests of silverware. 

In the absence of any regulations on this 
subject, jewelers were divided on this ques- 
tion. Mr. Schomberg thought that where a 
house-wife bought silver of different patterns 
to make up a chest—as a dozen knives of one 
pattern, half a dozen spoons of another—and 
so on—the unit of sale would be the num- 
ber of articles of each pattern ordered. For 
example, a dozen knives would be considered 
the unit in this case, and no tax need be 
returned. And so on, regardless of the fact 
that she might eventually purchase several 
hundred dollars’ worth of flat-ware. 

He stated that most of the “chests” sold 
from his store were made up in this way. 

Mr. Moor, however, pointed out that be- 
hind every law there was an “intention”’— 
that if a woman came into the store with 
the intention of buying a chest of silver, the 
jeweler could not avoid payment of the excise 
tax by splitting the contents into small pack- 
ages and having her make a purchase each 
day. 

He contended that the jeweler would have 
to pay the excise tax on the complete chest. 

The discussion was finally brought to a 
close when someone announced that if any- 
body offered to buy a chest of silver in his 
store he certainly wouldn’t let a little thing 
like the excise tax stand in the way of a 
$150.00 sale! 

It was pretty generally agreed that further 
rules and regulations would have to be laid 
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down by the internal revenue department be- 
fore head or tail could be made of these 


features of the new act, and that in the 
meantime jewelers would have to let their 
consciences be their guide. 

At the request of President Muench, 
resolutions of sympathy were then passed to 
Mr. Bookout, who recently lost his daughter 
in an automobile accident and who was un- 
able to attend the convention because of in- 
juries which he himself had sustained. 

The session adjourned at 3:15 Pp. M. 

Following the afternoon session, members 
and friends of the association were taken on 
a long automobile ride through the residential 
section of the city to Stone Mountain, where 
they viewed the new Confederate Memorial 
now being carved on the face of the moun- 
tain. The drive ended at [ast Lake Country 
Club, one of Atlanta’s exclusive clubs, where 
a banquet was held on the terrace, with 
Hubert Anderson as toastmaster. 

Following the banquet there was an in- 
formal dance at the country club for mem- 
bers of the association and their guests. 


Wednesday 


Wednesday morning’s session was devoted 
to an address on what the Atlanta 24 Karat 
Clu) has been doing to combat the auction 
jeweler evil by William FE. Arnaud, and a 
brief talk by J. A. Fraser, of the Jewelers’ 
Security Alliance, on methods of preventing 
losses through theft. 

Both addresses presented many excellent 
points to the jewelers attending the meeting. 

Mr. Arnaud compared the auction jeweler 
to that famous bird—the diedapper. 

“The diedapper,” declared Mr. Arnaud, “‘is 
a bird that is not much use to anybody. So 
is the auction jeweler. The diedapper can- 
not be eaten—it has a bad flavor—and so 
has the auction jeweler. The diedapper, 
when shot at promptly disappears—only to 
reappear again in some different location. 
The auction jeweler, when he closes a ‘sale’ 
somewhere, disapears only to reappear with 
another ‘sale’ somewhere else. The diedapper 
can be gotten—but it takes constant shooting 
and lots of ammunition. 

“So can the auction jeweler be gotten—but 
it will take constant shooting and lots of am- 
munition.” 

\fter reviewing the history of Atlanta’s at- 
tempts to get rid of the auction jeweler from 
1893, when the first charter amendment giv- 
ing the mayor and city council the right to 
charge a license fee of $1,000.00 for all auc- 
tion jewelry sales in the city, to date, Mr. 
Arnaud took up the present auction law of 
Atlanta, on which a test case is now being 
made before the Supreme Court of the State. 

“Last year,” said Mr. Arnaud, ‘‘we suc- 
ceeded in convincing most of the members of 
the city council that auction jewelry sales 
were injurious to the publice. 

“We secured ordinances from a number of 
cities—25 or 30 of them—having restrictions 
on auction jewelry sales, and embodied in our 
ordinance the best features contained in them. 

“The salient feature of this measure was a 
provision that all goods placed on sale at a 
jewelry auction should be plainly labeled or 
tagged with statements printed in English 
and telling the grade and character of each 
piece of goods offered for sale. 

“The ordinance was not discriminatory, 
since no honest jeweler objects to having his 
goods plainly marked, and we had little dif- 
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ficulty in getting the measure passed by the 
city council. 

“When an attempt was made to enforce it, 
however, certain local auction jewelers, se- 
cured a temporary injunction preventing the 
city from enforcing it. 

“The first judge before whom the case was 
taken postponed the hearings on it for one 
reason or another until after Christmas— 
which was just what the auction jewelers 
wanted, since it gave them the benefit of the 
Christmas trade. 

“After “Christmas, however, the case was 
taken before another judge, who reversed the 
decision of the first judge and sustained the 
ordinance at every point except one—and that 
point an unimportant one. 

“At the present time, the ordinance stands 
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a few little precautions that will protect 
jewelers if they will remember them and 
try to follow them. 

Mr. ‘Fraser declared that only 5 per cent. 
of the jewelers who were members of the 
Jewelers’ Security Alliance suffered from 
robbery last year—a fact which shows the 
effectiveness of the organization in keeping 
thieves out of its stores. 

Following the address of Mr. Fraser the 
meeting adjourned at noon for lunch, to 
reconvene at 1 o’clock. 

WEDNESDAY SESSION 

The Wednesday afternoon session of the 
convention was called to order promptly at 
1:00 o’clock. 

The first business considered was a mo- 
tion by H. W. Anderson that a registration 








SOME OF THE JEWELERS WHO ATTENDED 
as a city law, while attorneys have taken the 
case to the Supreme Court of Georgia in an 
effort to have it declared unconstitutional. 

“The case has been pending in the Supreme 
Court for three months now, and if it does 
not come before that body within a year it 
will automatically become a law. 

“If the ordinance is sustained by the 
Supreme Court, must re 
member that they must be eternally vigilant 
to see that it is enforced. 

“The jeweler must protect himself against 
the fake auction. His main stock in trade is 
the confidence of the public. 
doesn’t know—it places itself in the hands of 
jewelers that it trusts and respects. 

“The auction jeweler would undermine this 
confidence and destroy this trust by deceiving 
the public.” 

Mr. Arnaud was followed by J. F. 
of the Jewelers’ Security Alliance, who pri 
sented some and figures) on 
through theft that made members sit up and 
take notice. 

“Crime,” Mr. Fraser declared, “is more 
prevalent today than ever before. And no 
business lends itself to the commission of 
crime quite so readily as does the jewelry 
business. 

“Its goods are very valuable. They come 
in small packages. A criminal has plenty of 
opportunities to steal and get away with val 
uable articles unless the jeweler takes the 
necessary precautions and knows how tv 
checkmate him.” He continued by telling 
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fee be charged all members attending the 
conventions in the future in accordance with 
the expense involved in entertaining dele- 
gates, so that the conventions in the future 
might be held in smaller cities without put- 
ting local jewelers to too great an expense. 

Mr. Schomberg offered an amendment to 


this motion that the fee be set at $5 and 
that any amounts left over be put into a 
sinking fund for use of the association. 


The motion was carried as amended. 

It was then moved by Mr. Schneider that 
the application blanks for new members rec- 
ommended by President Muench in his re- 
port, be printed and sent to jewelers as 
suggested. This motion was also carried. 

Mr. Boone then made a motion to the 
effect that the next convention of _ the 
Georgia association be held in April instead 
of in August, in order to bring it more in 
line with other jewelers’ conventions in the 
south and aid national officers in getting to 


the Georgia conventions in their regular 
“convention circuits” of the section. This 
motion was carried and a motion by Mr. 


Schomberg that the officers of the local as- 
sociation get in touch with national officers 
and set the date of the next convention was 
also carried by unanimous vote. 

Mr. Schneider then brought up the ques- 
tion of loaned watches as the first ques- 
tion in the open forum for the afternoon. 

“T want to urge local jewelers,” said Mr. 
Schneider in part, “to loan out only dollar 
watches or cheaper grade watches, such as 
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the Ingersoll watch, when they have to 
lend a watch on the repair job. 

“When you lend out an expensive watch 
from the case, as likely as not its owner 
will come in and want it, or the man you 
loaned it to will lose it, or it will come back 
in bad repair so that it makes trouble all 
along the line. 

“When you loan watches—loan only cheap 
ones secured for the purpose. That's the 
real answer to the loaning out problem.” 

Asked about what he would do in case 
of a railroad watch, Mr. Schneider replied 
that he would, of course, have to lend a 
good watch in a case like that, but he 
didn’t take railroad watch trade if he could 
help it. 

George Daniell, Marietta, Ga., supple- 
mented Mr. Schneider’s statements by say- 
ing that he had made it a practice to lend 
out only cheap watches for the past three 
years, and had found it entirely satisfactory. 

Mr. Schomberg, Columbus, urged jewelers 
to charge so as to make a profit on all 
‘work done: -He’said that the big failing of 
many jewelers was that they gave their 
services away. 

“This is particularly true in watch repair- 
ing,” said Mr. Schomberg. “Too many 
jewelers are doing their watch repairing for 
cost or nearly cost. If you must do watch 
repairing, get one or two good men, pay 
them $50 a week, and charge enough for 
the work to make a fair profit on it. 

“The jewelers can take a lesson from 
the garage man in this matter of watch 
repairing. He has the right to a profit on 
every part that goes into the watch as well 
as on every hour of time the workman 
spends on i 

The question of valuing precious stones 
was next brought before the convention, and 
it was generally conceded that the retail 
jeweler should not give values on stones 
unless a charge was made for it. 

“In order to give an accurate value on 
a stone,” said Mr. Schneider, in this discus- 
sion, “the jeweler must take it from its 
mounting, examine it carefully, weigh it and 
do a lot of other work on it. In my case, 
| always tell people who want a stone valued 
that I will do it for them for $10—and that 
is usually the end of the matter. 

Mr. Banta, Newman, Ga., suggested send- 
ing the stones to an expert for valuation 
and making a suitable charge for this 
service, 

He declared that he had been doing this 
for a number of years and found it en- 
tirely satisfactory. 

The question of action in the matter of 
the National Publicity Association’s cam- 
paign fund, which had been laid on the table 
the previous day, was taken up. 

Upon motion by Mr. Schomberg, the con- 
vention went on record as being in favor 
of the publicity campaign, but opposed to 
the assessments against the different firms 
as levied. 

It suggested, rather, that the amount of 
money to be contributed be left entirely 
with the firms with the understanding that 
they would give as much as they were able. 

Mr. Schneider then made a brief report 
on the status of the Jewelers’ Lien Law, 
which he declared had passed the House of 
Representatives in Georgia, but must be in- 
troduced again in the Senate. He _ stated 
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that the speaker of the Senate, Mr. Neil, 
had promised him to see that the bill got 
on the calendar and that there was a good 
chance of its passing this year. 

The following resolutions were then in- 
troduced by the Resolutions Committee and 
adopted : 

Resolutions 

“‘ReESOLVED: That we heartily commend our retir- 
ing officers for their excellent work during the past 
year. 

“Reso_vep: That we thank the Entertainment 
Ccemmittee which prepared the many excellent en- 
tertainment features of this convention and which 
contributed so largely to its success. 

“ResoLveD: That we thank the newspapers of 
Atlanta for the support and publicity given us dur- 
ing this ccnvention.” 

* . 

“ResoLvep: That we heartily endorse the work 
of the Jewelers’ Security Alliance, and urge our 
members to avail themselves of the protection of- 
fered by this excellent organization.” 

* . . 

“ResotveD: That we thank the National Officers 
of our association for their unselfish and untiring 
work in securing a reduction of excise taxes on 
jewelry, and pledge them our support in this move- 
ment.” 


* * * 

“Resotvep: That we regret the absence of our 
fellow-member, J. J]. Bookout, and wish him a speedy 
recovery from his accident, also that we extend 
the sympathy of our organizaticn to Mr. and 


Mrs. Bookout in the loss of their daughter.” 
* * * 


“Reso_vepD: That we commend the work of the 
Atlanta 24-Karat Club in fighting fake auction sales 
and pledge it our support in its efforts to free At- 
lanta from this menace to the jewelry trade.” 

The Nominating Committee then proposed 
the following officers for 1925: George E. 
Daniell, of Marietta, president; HH. S. 
Banta, of Newman, vice-president, and H. 
L. Moor, of Tifton, secretary and treasurer. 

The secretary was instructed to cast the 
ballot for these officers, and they were duly 
elected. 

Upon motion of Mr. Jerger, it was de- 
cided to leave the place of meeting next year 
in the hands of the executive committee, 
and following the installation of officers, the 
convention adjourned to meet in 1925. 

After adjourning, many of the delegates 
were shown through the shop of Mr. Linder, 
one of the best-known platinum smiths in 
the trade and incidentally a painter of note. 

Mr. Linder had some of his paintings as 
well as his designs on display, and delegates 
to the convention enjoyed this feature very 
much, 








LOOK OUT FOR HIM 


Swindler Passes Check on Martins Ferry, 
Ohio, Jeweler Forged With Newark, 
Ohio, Jeweler’s Name 


Martins Ferry, O., July 31.—J. D. Bobes 
of Bobes Bros., jewelers, at 35 S. 4th st., 
this city, is warning jewelers of this section 
of the country to be careful in dealing with a 
man who recently swindled him with a bogus 
check. The man is about 50 years old, about 
5 ft. 6 in. tall, and rather slender, is hard of 
hearing, and has a peculiar walk. 

He called at the office of Bobes Bros. 
early this month, and stated that he was en- 
vaged in putting on special sales. In the 
course of his negotiations he induced the 
jeweler to cash a check for $20, which had 
been made out in the name of “Ben Stern,” 
and was drawn on the First National Bank 
of Newark, O. The check purported to be 
signed by M. C. Horton, a jeweler in the 
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Arcade at Newark, and bore in addition to 
the signature, a little paster containing Mr. 
Horton’s name. 

When Mr. Bobes put the check through 
the bank, it came back protested, and he 
later received word from Mr. Horton that 
the signature was a forgery, that he knew 
no “Ben Stern,” and had never drawn any 
check of any kind to any one of that name. 








JEWELRY EXPORTS 


Statistics for Many Show Shipments of Amer- 
ican Products to Many Countries 

_ Wasuincton, D. C., July 30.—The belated 
figures of jewelry exports for the month of 
May, just issued, show the total shipments 
of American jewelry to various countries 
amounted to $82,735. However, a feature of 
the month lay in the fact that our shipments 
were much more diversified than ever before; 
while those to Canada amounting to $16,505 
were necessarily the largest, they were almost 
equalled by those to Cuba, $16,136. Also 
Brazil took $10,195, England $6,842, Argen- 
tina, $5,608, and the Philippine Islands 
$5,429, 

The full list of countries and the amounts 
shipped to each is given by the Department 
of Commerce, as follows: 


Countries Amount 
Bre CNT 2i e575 wrdcein cach sarees vee. BL,OOO 
PONE 6s. ot0acsnaeverteeoe 29 
oe we Toker one - 115 
a 67 
EN hihi d olen dd dene wenn’ : 346 
SOWIECOMIAIE ei kh en cas 101 
PRN RRIMRS ene hy Cleat aaa ae 6,842 
GaN ee ores dim cao cc tiare te evant 16,505 
British Honduras ............. 60 


Cae BI, Fave oe at 350 


CR cn ediacriedieincieee een 852 
PRONGUEAS. oo scécssi scmiiersarnreicdiees 221 
PRIN sos xan wevecaaadame’ 13 
ON nn:ndscannaerwlnnannece 1,447 
POPE” ivtvnsciamnastameees 59 
PES 5 ies ceeeneTaceosewwneih 3,545 
PPI oss ain cen ietecsventn 10 
PR: aiaianateewenswiadcnmae 63 
Trinidad and Tobago.......... 156 
Other British West Indies...... 79 
CMAP 6.65% 4 a sco: econo} eraibvvenevereas oredet 16,136 
Dominican Republic............ 555 
| | a ee 690 
AFBENtMNA 2. ccc ssewnweese 5,608 
ROIEVIG™ 6: a:0'5 ose wiavnid'o se aarmedeove 354 

BEAQED occisiescccerornsredanvnatmardale 10,195 
Os ocais « neciainhsaae mae xanuitt 859 
Colombia ..............0 ce eens 654 
POU \o.0 idck wscceexiniacwnch 284 
bo 80 
OP ie ccaicsica eidiowxne ae Remaqeid 325 
OFTU@uay ......cccccccuccocscces 580 
Venezuela ......... cece cc eee 164 
British India .........000see00% 737 
OGM scx dieinnawe ursianboasackioel 121 
Straits Settlements............. 573 
CRIA 5 ccortvd ara ei eie corn Stnaardo 2,130 
Other Dutch East Indies....... 98 
Hejaz, Arabia, etc............. 69 
Ss i nicdwimheedanns sedeclite 2a02 
Philippine Islands ............ 5,429 
NIN io daca sone sctstiere alsa cee 190 
Pc 2,097 
British South Africa........... 174 
PRs Sie od aajnancnecnacatduicon 100 
EO Seis a so eabiaact eee $82,735 
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Tennessee Jewelers Gather at Nashville 











Tenth Annual Convention of State Association, July 29-30, the Scene of Many 
Important Addresses and Discuss:ons 














NASHVILLE, Tenn., July 31.—‘‘One of the 
greatest benefits accruing from the associa- 
tion and attending the meetings, it seems 
to me, is the good fellowship engendered 
among the jewelers,” said Z. Calvin Graves, 
president of the Tennessee Retail Jewelers’ 
Association, in addressing the members of 
the association, which held its 10th annual 
meeting July 29 and 30, in Nashville, at 
the Hotel Hermitage. 

Morristown was named as the place for 
the next convention, and the time decided 
upon as the third Tuesday in April, before 
the Summer vacations set in. 

Percy Williams, of McGhee-Williams 
Co., was elected president of the association ; 
F. W. Edwards, of Chattanooga, first vice- 
president; D. A. Pless, of Morristown, 
second vice-president, and E. H. Murray 
was re-elected secretary and treasurer. 

Wednesday afternoon the visiting jewelers 
were taken to the local places of interest, 
the golf clubs, the swimming pools and the 
Hermitage by the Nashville jewelers. 

Mayor Hilary E. Howse welcomed the 
visiting jewelers to the city, giving the 
keys to Percy Williams, chairman of the 
local committee on arrangements. Mayor 
Howse spoke of the need for organization 
along all lines, 

“TI do not see,” he said, “why we should 
blame labor for organizing; nor why every 
business should not be organized. Organi- 
zation, in my mind, is what has perfected 
business. Through organization, we can 
reach others in the same line of business. 
It is true that formerly there was not such 
good feeling between competitors—but the 
era of good will seems to have set in. 

“T hope to see the time come when there 
will not be a jeweler in Tennessee who is 
not a member of this association. It is a 
splendid organization for a business which 
means much to the State, for jewelers handle 
that which is next to the actual money for 
its value is so great.” 

James Hope, of Knoxville, replied to the 
mayor's address, saying in part, “I, like the 
mayor, believe in organization but my belief 
is especially fastened to co-operation; for 
co-operation is a fundamental of business 
organization. This organization is growing 
but the members should work to gain other 
members. We have attained a measure of 
success in the past; let us do better in the 
future.” 

President Graves urged an interest in 
more members, and paid a tribute to the 
work of the secretary and treasurer, E. H. 
Murray, of Pulaski, Tenn., who was given 
a cup from the citizens of his town, as the 
most representative citizen of Pulaski. 

Speaking of the national organization, 
Mr. Graves said, “If it had not been for the 
work of this association, many firms would 
have been ruined during the war, for you 
all know of.the tax which was almost placed 


upon us. The tax work of the association 
has been especially good. The savings from 
it will amount to from $12,000,000 to 


$15,000,000, to all the 
country. 

“! want to say a word about the work 
of Ralph Roessler, who has done so much 
of the work. I have been in Ralph’s town, 
Marion, Ind., and his business has actually 
suffered from the time he has been com- 
pelled to spend away from it. You know 
we paid his traveling expenses and the 
salary of a secretary, but that has not been 
enough to compensate him for the time he 
lost and for the work he has done. He 
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has no idea of what I am proposing but let 
us do something for Ralph.” 

This suggestion was accepted by the con- 
vention, who decided to refer the matter to 
the board of governors. 

Mr. Graves touched on the benefits from 
the mutual insurance and the stamping laws. 
He spoke of the way in which the whole- 
sale houses are co-operating with the retail 
jewelers to see that the latter have their 
legtimate share of profit. 

The repair department was the subject 
dealt with by Lewis DeHart of the C. and 
E. Marshall Co., Chicago, who characterized 
this branch of the jeweler’s business as 
“the bread and butter part of the store.” 

“In many cases, more than the average 
jeweler has any idea of, the repair depart- 
ment brings in 30 per cent. of the total 
income taken in by the store,” declared Mr. 
DeHart. “Yet this important department 
is often overlooked by the jeweler. 

“Many jewelers came from the repair 
bench to the ownership of the store, yet they 
cannot, or do not, compute the cost of the 
repair work. My firm has sent out this 
questionnaire, asking what the income from 
the department is, whether it is estimated 
that any money is made on it, and how 
much work is done--and many of the men 
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to whom this questionnaire was sent did 
not read it, but took it as a collection letter 
and mailed us their checks. 

“We sent out 5,700 questionnaires—and 
the replies proved conclusively that 90 per 
cent. of the jewelers know nothing of their 
repair department. Many a good jeweler 
has gone broke, simply because he swapped 
dollars and thought he was making money.” 

Mr. DeHart read from many of the re- 
plies his firm had received showing that 
very little real system exists in most stores 
in regard to the repair department. 

Members of the association were guests 
of the Exchange Club for luncheon, with 
the exception of visiting Rotarians who 
went to the Rotary Club. 

The fact that two articles, usually sold 
together but which would be sold separately 
on demand, as a sugar bowl and cream 
pitcher, might be listed as two separate 
sales, thus avoiding the tax on articles over 
$30, if neither article exceeded that price, 
was emphasized by W. E. Kinney, head of 
the tax department in the U. S. Revenue 
department in Nashville. 

Mr. Kinney answered questions in regard 
to selling rings, especially those in which 
other jewels or rings had been taken in 
exchange. “For instance,” he said,” if you 
sell a diamond ring for $1,000 and take in 
payment a ring which you value at $500, 
then the department considers that you have 
made a $1,000 sale—and the tax must be on 
that basis, 

“If knives are sold in sets of six, costing 
$36, then the tax must be paid, but if one 
knife is sold for $6—then no tax is necessary, 
if they are bought separately.” 

A warning against reducing premiums on 
his insurance was given the association by 
W. H. Finley, who talked on “The Jeweler 
and His Insurance.” “If you cannot pay 
the premium, all right,” said Mr. Finley, 
“but beware of cheap insurance. Go to a 
man who knows his business and go to a 
man who is known in his community to 
be honest and square. 

“In a burglary policy, it is necessary that 
a violent entrance be made, it not being 
burglary, unless the entrance is violent. If 
you leave the door of your store and of 
your safe open, and some one makes away 
with your jewels, then it is not covered by 
burglary insurance. 

“The robbery policy covers interior hold- 
ups and the messengers who carry your 
valuable articles from place to place. No 
clerk should be obliged to risk his life to 
protect his employer’s property which could 
be adequately protected for a few dollars. 

“Be wary when some seemingly clever 
insurance man wants you to sign some 
warranty—to reduce the premium you are 
paying, for in the long run, it is expensive.” 

“The findings of the Harvard Bureau of 
Research show that the jewelry business is 
one of the few businesses which as a whole 
can show no profit for the past 12 years,” 
said W. H. Farley, of the National Cash 
Register Co., in beginning a _ talk on 
“Salesmanship,” illustrated with charts. 

“The habit of not viewing things as a 
whole comes, in many instances, from the 
fact that jewelers often began their busi- 
ness lives bending over a repair table, and 
have grown accustomed to only surveying 

the details. 
“One big need is customers—another is. 
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to get out of the rut. Other stores are 
taking jewelers’ trade, because it is easier to 
look at goods there and to pick the articles 
up and handle them. There is too much 
dignity about the jewelry stores; the clerks 
often look at people as if they expected 
them to steal something.” 

Mr. Farley showed a chart, which asked, 
“Are your clerks working for you? or are 
you working for your clerks? If you don’t 
get the proper per cent., you are working 
for clerks. What is the amount of the 
average sale in your store?” 

He answered these questions by saying 
that each owner should be in a position to 
know just what amount should be sold by 
each clerk. He divided the employes into 
productive and non-productive classes. 

“Make an effort to see if the salespeople 
are doing all they can do to make sales; 
they do not realize that they must produce 
a certain amount from their sales before 
their labor is not an expense to you.” 

Mr. Farley displayed a chart with sug- 
gestions as follows: 1. Hold schools for 
clerks. 2. Teach salesmanship; reasons for 
increasing the average sales; how to sell 
associate and seasonable items; value of 
customers; and have store policy. 3. Push 
special 1tems. 4. Reward clerks for increas- 
ing sales. 5. Encourage co-operation. 

“There is an aloofness about the average 
jewelry store which repels rather than at- 
tracts,” continued Mr, Farley, “People care 
little about price, but make your advertise- 
ments create a desire for your merchandise.” 

Mr. DeHart spoke again following Mr. 
Farley, giving the suggestion, made in the 
Michigan convention, about popularizing the 
jewelry store as the soda-fountain has 
popularized the drug-store. He suggested 
the employment of efficiency experts to tell 
the jeweler what his friends would and 
what his enemies did not want him to know. 

John Barton, of Lamar & Barton, spoke 
first at the Wednesday morning session, on 
“Confidence in My Business.” He spoke of 
the public’s belief that even novelties 
bought from a jeweler should last forever. 

“Ladies pay any amount for clothes; they 
wear out, they often are worn only once 
or twicc, but if the tiniest novelty from a 
jewelry store breaks, the jeweler hears from 
it,” he said, 

“The jeweler has it in his power to en- 
hance the cultural value of his community 
as no other man has, for he deals with 
beauty and it is through him, that the public 
comes to appreciate beauty. Have confidence 
in the line that you sell and in your own 
place in the community. Let’s not be 
ashamed of the business we are in, if we 
think enough of any business to get our 
daily bread from it, then we think enough 
of it to improve it. 

Jewelers’ associations have done much 
through making the laggard members of the 
business keep up with the leaders. You 
have kept up the standard for you have 
educated the public away from _ inferior 
articles and created a demand for the really 
good. 

“We have learned a new term, which 
will play a large part in all future business, 
that term is co-operative competition. 
Jewelers have built up a business that is a 
credit to the trade they represent and to 
the public which they serve.” 

President Graves made a suggestion that 
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all members who reset stones detain the cus- 
tomers long enough to weigh ‘and= grade. the 
stone in the presence of the customer, to 
avoid any suspicion of “switching” stones— 
a rare happening, but one often suspected. 

Legislation by the State against auction 
sales was suggested in a_paper,;: entitled 
“The Auction Evil,” read by Miss_ Sadie 
Hartman, secretary of the Associated Re- 
tailers of Nashville, 

“As legitimate merchants, it is decidedly 
your duty not only to protect the customers 
in your own store from misrepresentations 
but to protect them from any illegitimate 
practices of your neighbors in so far as you 
have the power. An auction sale tends. to 
demoralize business, and ofttimes gives the 
public false standards and creates a spirit 
of unfair competition,” said Miss Hartman. 

“The difficulty of most ordinances is that 
when they are tested they are not held as 
constitutional, If a State law could be 
passed governing such sales instead. of-local 
ordinances, this difficulty would be. elimi- 
nated.” 

Harper J. Ransburg, of Indianapolis, spoke 
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Imports and Exports of Gold and Silver 
During June 

WasuHincTon, D. C., July 31.—Statistics 
just made public by the Bureau of Foreign 
and Domestic Commerce show the value of 
gold imported into this country in June was 
$25,181,117, while the exports during the 
same month amounted to $268,015. The 
silver coming into this country in the same 
month was valued at $4,870,389, while the 
exports of the same metal during June 
amounted to $8,648,499 

England sent us the largest consignment 
of gold, with Argentina ranking second and 
Netherlands coming next. Of the silver 
brought into this country, Mexico sent us 
the major portion of the total amount im- 
ported in June, with Canada coming next. 
Our best customer for gold during the month 
was Canada, with Mexico ranking second 
and Switzerland coming third. The largest 
consignment of silver was sent to England, 
while British India was our next best 
customer. 

The value of the gold imported into and 
exported from the United States for June is 
shown in the following table: 
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briefly on the value of attending the con- 
ventions, advising the members to drive to 
neighboring towns and tell other jewelers 
of the advantage of belonging. 

A discussion followed concerning the 
selling of articles carried by jewelry stores, 
on Sunday, when the stores of jewelers are 
forced to remain closed. 








All the delegates attending the annual 
convention August 26 to 29 inclusive, will be 
entertained at the grand opera, “Carmen.” 
The opera will be given on a very elaborate 
scale, and will include a number of singers 
from the Metropolitan Grand Opera Co., as 
well as the Chicago Opera Co. 


Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Aug. 2 
The U. S. Assay Office reports: 
Gold bars exchanged for gold coin... $806,082.38 
Gold bars paid depositors........... 63,474.54 
RO 6. oxko oa ta a ee anaes $869,556.92 


Of this the gold bars exchanged for gold 
coins are reported as follows: 
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ROBBERS IN PHILADELPHIA 


Two Quaker City Jewelers Victims of 
Thieves Who Get Loot Worth Several 
Thousand Dollars—Wholesalers Alarmed 
at Operations of Crooks Preying 
On Salesmen 


PHILADELPHIA, Pa., Aug. 1.—Local jewel- 
ers were the victims of two of the boldest 
robberies recently reported to the police here 
and in both cases the thieves escaped with 
which, however, was considerably 
smaller than they expected. This last fact 
was due to their own errors and not to any 
special providence watching over their vic- 
tims. It also goes without saying that the 
police have made no progress toward the 
capture of the bandits. Lewis Lefkoe, re- 
tailer, 939 Market St., was the victim of a 
daring window cutter, while Alex Lopatin, 
wholsale jeweler, 722 Sansom St., was the 
sufferer in the second robbery. 

The Lefkoe store is located in a particu- 
larly busy section of Market St., the city’s 
principal business thoroughfare, and while 
the robbery took place at 7 o’clock in the 
morning, there usually are scores of persons 
passing by the place at that time. The thief 
varied the usual window smashing tactics. 


booty, 


The display window is protected by a strong: 


wire grating, so instead of using a brick or 
stone, the thief, who apparently had spent 
some time in studying the window, reached 
his hand over the top of the grating, and 
with a glass cutter’s tool cut a circular piece 
out of the plate glass window. Then he 
reached his hand through this and was able 
to grasp a tray of cheap rings. He attempt- 
ed to reach other trays, some of which con- 
tained much more valuable articles of jewel- 
ry, but was unable to, although he did man- 
age to get his fingers on a tray of watches. 
This, however, he could not get any further 
and was compelled to drop when footsteps 
warned him that several persons were ap- 
proaching. 

The thief left the’ window, and as several 
men came along, sauntered away as if he had 
merely been looking at the goods in the win- 
dow. One man, however, noticed the hole in 
the window, and walking to 10th St. told a 
policeman. The policeman ran to the store, 
saw the looted window and ran after a man, 
tall and slender and nattily garbed in a blue 
suit, who was walking slowly down 10th St. 
below Market St. The policeman, however, 
was foiled in his attempt to catch the man, 
for as he was about to seize him, an auto- 
mohile speeded aleng in front of the bluecoat, 
who was compelled to jump back to avoid 
being struck. By the time the car had passed 
the man in blue had vanished and the police- 
man was unable to get any trace of him, al- 
though he combed all the cross streets and 
alleys in the vicinity. 

The total value of the rings taken was 
about $2,000, according to Mr. Lefkoe, who 
said the tray contained 13 rings and ex- 
pressed the hope that the number 13 would 
prove a hoodoo to the thief when he at- 
tempted to dispose of them. Mr. Lefkoe is 
also proprietor of another store at 1502 Mar- 
ket St. 

The robbery, of which Mr. Lopatin was 
the victim, is regarded by local jewelers, 
especially wholesalers, with much disquiet. 
Albert Adler, salesman for Mr. Lopatin, was 
out in a coupé calling on his customers in 
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West Philadelphia. Arriving at the store 
of Jacob Goldfarb on 52nd St., Mr. Adler 
took one of his “grips” into the store, leav- 
ing the other in the small compartment in 
rear of the coupé. He snapped the lock of 
the compartment before entering the store, 
and as he had no occasion to open it again 
during the rest of the day, had no knowl- 
edge that anything was wrong until he ar- 
rived back at Mr. Lopatin’s place late in the 
afternoon. Then, as he went to the rear of 
the car to unlock the compartment, he saw 
that the lock had been broken and the cover 
pried off. The grip was missing. 

Investigation showed that the thief had 
used a smal! “jimmy” or a chisel to pry off 
the door of the compartment, which he had 
replaced after taking out the grip. Mr. Ad- 
ler was in the store some little time and the 
thief had plenty of time to work and make 
his escape. One or two persons near the 
store told Mr. Adler they had seen the man 
working at the rear of the coupé, but as- 
sumed he was doing something to his own 
Car. 

The stolen property consisted mostly of 
card goods, rings, stickpins, etc., and is 
valued by Mr. Lopatin at from $1,000 to 
$1,200. The loss is covered by insurance. 
The grip Mr. Adler took into the store and 
which the thief evidently expected to get 
contained jewelry valued at almost $10,000 
Merchants on Sansom St. admit they are 
more worried over this robbery than one of 
ordinary nature, as they believe that from 
the circumstances one or more clever crooks 
are keeping a watch on the cars that leave 
Sansom St. and follow them when they have 
reason to believe they contain valuables 
enough to make a robbery attempt profitable. 
Wholesalers and manufacturers in the dis- 
trict are in the habit of sending out valuable 
consignments in the care of one man, but 
since the Lopatin affair more care is being 
exercised in this respect. 








McRae & Keeler, Inc., Manufacturing Jewel- 
ers of Attleboro, Mass., File Voluntary 
Bankruptcy Petition at Boston 


Boston, Mass., Aug. 2.—A voluntary peti- 
tion in bankruptcy has just been filed in the 
district court by McRae & Keeler, Inc., 
jewelers, Attleboro. The schedules show 
liabilities of $145,484, with assets of $56,670. 

Of the liabilities, $16,250 is secured by 
stock in the Everlastik Co. and the Cana- 
dian Seamless Wire Co. to banks. The un- 
secured claims aggregate $95,549, distributed 
among some 85 creditors. 

The principal unsecured creditors are the 
New England Brass Co., Taunton, $5,000, 
for machinery; Union Plate and Wire Co., 
Attleboro, $8,483, notes in stock; D. E. 
Makepiece Co., Attleboro, $9,266, notes in 
stock. A Providence bank also appears as a 
creditor to the amount of $30,000 for ac- 
commodation paper. 

The assets consist chiefly of debts due pe- 
titioner on open account, $25,000; machinery, 
$12,000. and stock in trade, $18,000. 








John M. Little has opened a new store at 
230 N. Tryon St., Charlotte, N. C. Mr: 
Little has been connected with the Jolly & 
Wynne Jewelry Co., of Raleigh, N. C.. for 
the past four years. 
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BENJAMIN ALLEN DEAD 
Old and Well Known Chicago Wholesaler 
Succumbs to Short Illness at His 
Summer Home at Winnetka 


Cuicaco, Aug. 2.—One of the oldest and 
best known men in the jewelry business 
passed away when Benjamin Allen died at 
his Summer home yesterday morning at 
6:30 o'clock. 

Mr. Allen had been confined to his home 
at 483 Sheridan Road, Winnetka, only a 
few days before his death. He was at his 
place of business and attending to his many 
duties up to about one week before he passed 
away, and in the first days his illness was 
not considered serious. 

Deceased was born in Goderich, Ontario, 
Can., Oct. 7, 1848, and came to Chicago in 
1865. He at once entered the wholesale 
jewelry business in this city with M. T. 
Quimby & Co. In 1870 he succeeded to this 
business under a firm name of Stark & 
Allen, but later the firm took the name of 
Benj. Allen & Co. He has conducted the 
business since that time and when he died 
was president of the company. 

Mr. Allen had been very successful in 
all his efforts and had many business activi- 
ties outside of the wholesale house. He 
was a large holder of real estate in Chicago 
business district. At the time of his death 
he was a director of the First National 
3ank, First Trust & Savings Bank, the 
Elgin National Watch Co., vice-president of 
Spaulding & Co. and a trustee of St. Lukes 
Hospital. He was also largely interested 
in many other corporations. 

In 1871 Mr. Allen married Miss Mae 
West Lamos, of Chicago. Mrs. Allen died 
several years ago and they are survived by 
two sons, Benjamin C. and Louis D., and 
one daughter, Mrs. Phelps B. Hoyt. Benja- 
min C. is vice-president of the firm. 

Deceased was a member and former vice- 
president of the Chicago Jewelers’ Associa- 
tion, a director of the National Jewelers 
Board of Trade, a member of the Chicago 
Association of Commerce, Union League, 
Chicago, Onwentsia, Midway, Indian Hill 
and other clubs. He was a Mason and a 
life member of Apollo Commandary. 

Funeral services were conducted at the 
Summer home this afternoon at 3 o'clock 
and a large number of friends in the trade 
attended. Burial was in Graceland Cemetery 
immediately after. Pall bearers were: C. C. 
Adsit, Edward Tilden, E. F. Swift, Henry 
W. Farnum, Wallace C. Winter and Tracy 
C. Drake. 








The Keith Jewelry Co. 8 S. Fountain 
\ve., Springtield, O., suffered a daring rob- 
bery one morning recently when a stranger 
ran out of the store with a diamond ring 
valued at $385. The stranger walked in 
the place on the morning of the theft and 
asked Clifton Keith, the owner of the store, 
to show him a ring, which was on display 
in the window. The ring, valued at $385, 
was handed to the man by Mr. Keith and 
while the stranger was inspecting it, he 
asked the owner to take another ring from 
the window. While Mr. Keith was busy 
taking the second ring from the window, 
the stranger ran from the store. 
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JEWELER TURNS SLEUTH 


Philadelphia Wholesaler Acting as Own 
Detective Recovers Part of Loot Stolen 
from His Store 


I'HILADELPHIA, Pa., Aug. 1.—Acting as 
his own dctective, after the Philadelphia 
police failed to obtain any clue to the thief 
who robbed his wholesale jewelry store in 
the basement at 710 Sansom St., three weeks 
ago, David Englebach, followed up a slight 
hint that has resulted in his recovering a 
few pieces of the stolen jewelry and in- 
demnity for some $1,100 in cash, the whole 
amounting to about $1,500. While this 
amount represents less than one-fourth the 
value of the stolen goods, Mr. Englebach 
js satished with the results thus far obtained, 
especially as he has laid a trail that may 
lead to the apprehension of the thief. Had 
he been two hours earlier in arriving at a 
certain second-hand dealer’s in New York, 
he probably would have recovered all of the 
jewelry and old gold stolen from him. 

Mr. Englebach’s place, which is under 
the wholesale store of Samuel Vederman, 
was rubbed in a manner that made the 
victim believe the thief to be a man he had 
neticed hanging about the store and its 
vicinity for several days. Although he did 
not know the man’s name, he remembered 
having seen him in company with another 
man who was usually to be found in a cer- 
tain place, not of very good repute. As Mr. 
Englebach’s entire assets were practically 
tiel up in his stock, it was vital that he 
make every effort to recover it and conse- 
quently for several days he kept on the 
trail of the slight clue he had. 

Finally his patience was rewarded and he 
got in touch with the suspected thief’s friend. 
With no evidence of collusion between this 
man and the thief, Mr. Englebach had little 
to go upon but by some clever work, he con- 
vinced the fellow that all was known and 
was led by him to another man who had 
purchased some of the stolen stock from the 
thief. Unfortunately this man had just re- 
turned to New York where he had disposed 
of some of the loot but Mr. Englebach suc- 
ceeded in obtaining from him the name and 
location of the purchaser. Then he hurried 
to New York and at the address given found 
the dealer, who, it appeared, had only two 
hours before parted from the thief who had 
tried to sell him the balance of the loot. 
The dealer, however, happened to have ex- 
hausted all his cash and was unable to buy 
more of the stolen property and the fellow 
left. Mr, Englebach lost no time in mourn- 
ing over his hard luck in missing the thief, 
but at once claimed his property. The dealer 
put up an argument, as Mr. Englebach says, 
but the Philadelphian, who is a big man and 
a convincing talker when aroused, soon made 
him aware he “had the goods” on him and 
at his threats of exposure to the trade and 
other connections, the dealer weakened and 
asserting he did not know the goods had 
been stolen, proceeded to make restitution. 
_All the old gold and broken pieces stolen 
Irom the Englebach place had been sent to 


the United States Mint. the dealer said, 
while other pieces of jewelry, including 


tings, brooches, stickpins, etc., had also been 
broken up and some sold. He turned over 
to Mr. Englebach two stickpins and a small 
chain, the only pieces left unbroken in the 
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loot, together with six or seven small 
diamonds. Then he wrote a check for $1,140 


and on his promise to aid Mr. Englebach 
in recovering the rest of the loot, if possible, 
and aid in the arrest of the thief, was 
allowed to go without prosecution. 

Mr. Englebach said he realized the man 
should have been prosecuted but in view of 
the tact that the dealer was forced to bor- 
row money to pay for the goods he bought 
and that several innocent people would have 
been involved, decided to let him go with a 
stern warning not to have any further 
dealings with thieves. The Englebach store 
is now being protected against further at- 
tempts by robbers and Mr. Englebach, who 
is highly regarded on Sansom St., is being 
congratulated on his detective ability and 
his dogged determination to recover his 
goods. 








WAHL CO. WINS SUIT 


French Courts Decide Against Agent for 

Eversharp Products Who Got Patents 

in His Own Name 

Cuicaco, July 31—An unusual decision 
has just been given by the French courts in 
favor of the Wahl Co. of Chicago and 
against one Wright, formerly exclusive 
agent for the company in France and 
Belgium, who had filed patents in his own 
name on the pencils and its accessories made 
by the Wahl Co. 

The courts not only compelled Wright to 
pay provisional damages of 50,000 francs, 
but authorized the Wahl Co. to cause 10 pub- 
lications of the judgment in 10 newspapers 
of its choice, limiting the cost of each adver- 
tisement to 600 francs and assessing the 
cost of publication against Wright. 

Several different patents and trade-marks 


owned by the Wahl Co. in the United 
States and registered in France were in- 
volved in the action. Consignments of 


pencils put out by Wright were seized, and 
he acknowledged that he had purchased them 
from the Wahl Co., but claimed that they 
were not finished and that he had finished 
them with parts manufactured in France. 

Defendant admitted that he had marketed 
some pencils under the name “Eversharp- 
Cico,” claiming that the Wahl Co. had a 
right to the trade-mark “Eversharp” only 
under a certain style of lettering. The court 
rejected this claim, holding that the word 
itself was the trade-mark and that the Wahl 
Co. was entitled to protection. The court 
also annulled all his claims to the patents 
which he had filed in his own name. 

This is the second important patent and 
trade-mark decision won by the Wahl Co. 
this year, the Court of Appeals of the Dis- 
trict of Columbia having recently held that 
the American Safety Razor Co., was not 
entitled to use the word “Eversharp” to 
advertise its razors and razor blades. The 
trade name is the central feature of several 
hundred thousands of dollars’ worth of news- 
paper advertising done by the Wahl Co. 
each year, and the decisions are considered 
of great value to the company in establish- 
ing the right to a trade name. 








The jewelry store of Louis Haimann, 7 
Washington St., Morristown, N. J., is under- 
going alterations which it is estimated will 
cost about $17,500. 
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DEATH OF GEO. W. PRITCHARD 


Expert Toolmaker and Former Manufacé 
turing Jeweler of Providence Dies in 


His Sixty-seventh Year 


Provipence, R. I., Aug. 2.—George W. 
Pritchard, one of the best-known and most 
expert jewelers’ tool makers, an old-time 
manufacturing jeweler and for several years 
engaged in the manufacture of jewelers’ find- 
ings and metal ornaments in this city, died 
at his home, 31 Bluff Ave., Riverside, last 
Tuesday, in his 67th year. He had been con- 
fined to his home about five weeks, death be- 
ing due to a complication of kidney 
troubles. 

A large number of his business associates, 
relatives and friends attended the funeral ex- 
ercises yesterday afternoon from the Graham 


Home, 571 Broad St., this city. Interment 
was in Pocasset Cemetery, at Cranston, 
a 


Mr. Pritchard was born at New Bedford, 
Mass., on Jan. 3, 1858, and after attending 
the public schools in his native city came to 
Providence to learn the jewelry trade. Soon 
after beginning his trade, Mr. Pritchard de- 
cided to specialize in the making of jewelers’ 
tools and served an apprenticeship in that 
particular line under the late Harry Robin- 
son, an expert toolmaker and inventor, with 
whom he remained several years, during 
which he established an enviable reputation 
in connection with intricate automatic tools 
and machinery. 

Mr. Pritchard will perhaps be best remem- 
bered in the trade as the first partner of 
George W. Dover. He formed the co-part- 
nership in 1891 with Mr. Dover, who the 
year before had established the business of 
manufacturing jewelers’ findings of every de- 
scription and in all kinds of metals, as well 
as metal ornaments for all purposes. The 
firm style was Dover & Pritchard and their 
plant was located at 235 Eddy St. Five 
years later the firm was dissolved by mutual 
consent, Mr. Dover purchasing his partner’s 
interests, although Mr. Pritchard continued 
in the employ of Mr. Dover for a number of 
years in a responsible position. Until 1915, 
Mr. Pritchard was connected with several of 
the larger manufacturing jewelry concerns 
of this city, but at that time he became as- 
sociated with The Hadley Co., where he re- 
mained until his death, serving in the capac- 
ity of an advisory toolmaker. 

He was a member of the Riverside Lodge 
No. 21, Knights of Pythias, and was an 
ardent yachtsman, for many years owning 
some of the fastest sailing craft and during 
later years smart power boats, in which he 
spent much of his leisure time in cruising 
about and fishing in Narragansett Bay and 
its tributaries. 

He is survived by daughter, one 
brother and one sister, his wife having died 
several years ago. 


one 








The Pingree & Dennison Jewelry Co., 
Carthage, Mo., is rapidly recovering from 
the recent fire, which nearly destroyed its 
stock and building on July 14. The stock 
and fixtures were damaged to the extent of 
about $5,000, but were covered by insurance. 
The firm has spent a busy two weeks and 
they have had their store all newly decorated 
and added fixtures to take the place of those 
destroyed by fire. 
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ESCAPED THIEF RECAPTURED 





West Virginia Jeweler Causes the Arrest of 
Jack Harris, Diamond Swindler Whose 
Photo Appeared in the Jewelers’ 
Circular July 23 and He Is Now 
Back in Kilby Prison 


BirMINGHAM, Ala., Aug. 1.—After a brief 
liberty from Kilby Prison, near Montgomery, 
where he was serving a long term after being 
convicted of several diamond thefts from 
Birmingham jewelers, Jack Harris, alias Jack 
Billon, is again behind the prison walls at 
Kilby Prison. 

The rearrest of this man was brought 
about by the publication of his escape in 
THE JEWELERS’ CirRCULAR of July 23. The 
story and photographs were sent in by the 
Birmingham correspondent of THE JEWELERS’ 
CIRCULAR and resulted in the quick rearrest 
and return to Kilby prison of Harris or 
Billon. 

Harris’ rearrest was brought about in this 
manner: H. L. Nickell, of the Beckley Jewel- 
ry Store, at Beckley, West Virginia, saw the 
pictures of Harris in THE Jewerrers’ Cir- 
CULAR and read the story which ac- 
companied these pictures. He noticed in 
the story that the statement was made 
that this man was a barber by pro- 
fession and that sometimes he worked at 
this trade. As a result Mr. Nickell pro- 
ceeded to do some detective work himself. 
He soon learned that there was a strange 
barber working in a barber ship next door 
to his jewelry store. He proceeded to make 
an investigation. He readily recognized this 
strange barber as Harris, from tie photo- 
graphs published in THE Jeweers’ Cir- 
CuLAR. He informed the local officers who 
in turn informed Kilby Prison. The result 
was that Harris is once more behind the bars 
in Alabama’s newest State prison, near 
Montgomery. 

When Tue Jewevers’ CIRCULAR corres- 
pondent called at the Birmingham police sta- 
tion he was informed that Harris had been 
brought back to Kilby Prison from the West 
Virginia town. He was convicted and given 
a term in prison of from four to eight years 
a few weeks ago. The fact that he escaped 
will cause him to serve the full eight years, 
and possibly an additional term for ‘ail 
breaking, Birmingham officers say. 

When first arrested in Birmingham some 
weeks ago on the charge of stealing diamonds 
from several jewelers, Harris told the officers 
that his home was Miami, Fla. City Detec- 
tive Williamson, who was responsible for the 
arrest of Harris in Birmingham, says that 
since that time he has learned that this man’s 
real name is Cliff D. Hood, and that he is 
a nephew of the probate judge at Carrollton, 
Ga., and that the prisoner had also lived 
there. Detective Williamson stated that a 
woman claiming to be the wife of “Harris” 
or “Billon” or “Hood” was in Birmingham 
only a few days ago, and that she was being 
shadowed. 

After the escape of this man from Kilby 
Prison officers all over the United States and 
in foreign countries were notified of - his 
escape. Nothing was heard of the man until 
a short time after the publication of the 
story and photographs in THE JEWELERS’ 
Crrcuar, sent in by the Birmingham repre- 
sentative. Birmingham jewelers are con- 
gratulating THE JEWELERS’ CircuLar in their 
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assistance in the recapture of this man. “It 
is one of the quickest and one of the best 
pieces of work in the recapture of a jewelry 
thief 1 have ever known of,” said John G. 
Apsey, of the Reid Lawson Jewelry Co., Inc., 
of Birmingham, and one of the ex-presidents 
of the Alabama Retail Jewelers’ Association 
and delegate from Alabama to the national 
convention. “I wish to extend congratula- 
tions to THE JEWELERS’ CIRCULAR,” he said. 

The method used by this man, as told in 
the story published in the July 23 issue of 
THE JEWELERS’ CIRCULAR, was to visit a 
jewelry store under the pretense of purchas- 
ing a diamond or two. He usually took with 
him a Masonic charm or a ring with one or 
more diamonds missing from the settings. 
He wished to have these stones replaced and 
wanted to match the ones remaining in the 
charm or ring. When the jeweler showed 
him a tray of unmounted stones he managed 
to slip one or two, or sometimes more, up 
his sleeve. It was through the shrewdness 
of City Detective Williamson that this man’s 
arrest was brought about. 

Birmingham officers say that in their opin- 
ion this man was one of the smoothest 
diamond thieves who has ever visited Birm- 
ingham, and jewelers all over the State of 
Alabama are congratulating themselves that 
he is again behind the bars of the state prison. 
“The recapture of this man through the 
efforts and enterprise of THE JEWELERS’ 
CircuLar and their Birmingham representa- 
tive may save Alabama jewelers, as well as 
jewelers in other states, several thousand 
dollars worth of diamonds,” said one Birm- 
ingham jeweler. 


Jewelry Crook Who Defaults Bail at 
Providence Is Arrested in Boston 
On Another Charge 

ProvipeNcE, R. I., Aug. 2——The police of 
this city have received word from Boston 
that Herman Bertol, alias Charles (“Kid”) 
Monde, alleged to be one of the cleverest 
jewelry bandits in the country, who was ar- 
vest th this city six months ago and sen- 
tenced to 60 days in the Providence County 
Jail on a charge of carrying a loaded re- 
volver, and after that defaulting his bail on 
an appeal, avas arrested in that city Thurs- 
day, charged with obtaining $1,000 in jewelry 
falsely. 

“Monde,” as he is known by the Provi- 
dence police, was arrested here when a clerk 
in the retail jewelry store of Quinn & Co. 
on Weybosset St. noticed a revolver strapped 
under his coat, while he was trying to induce 
the clerk to show him some diamonds. The 
clerk succeeded in sending word to police 
headquarters without exciting the man’s sus- 
picions and the latter was placed under ar- 
rest. When arrested he was found to have 








- a “glass diamond” in his mouth and several 


others in his pockets, when he was searched 
at headquarters, as well as the loaded re- 
volver. 

“Monde’s” game, according to the police, 
is to interest the clerk in his talk and then 
while examining precious stones to suddenly 
“switch” the glass stone from his mouth in 
place of the original. This scheme, accord- 
ing to the Boston police, was successfully 
worked in that city. It is said that he is 
also wanted in Scranton, Pa., for the per- 
formance of the same game. 

A warrant has been filed with the Boston 
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police for “Monde” when the case against 
him is disposed of there. 








Missouri Association Issues Year Book 
With Details of the Coming Convention 


Kansas City, Mo., July 1—The Year 
Book, which will contain programs for the 
annual convention of Retail Jewelers’ Asso- 
ciation of Missouri and the convention of 
the American National Jewelers’ Associa- 
tion, will be mailed to every wholesale and 
retail jeweler in the country, according to 
Tod Woodbury, president of the Missouri 
Association. The Year Book will contain, 
in addition to the two convention programs, 
a section devoted to the national and State 
officers, a section devoted to the gift shop 
with a discussion of that feature, a history 
of the organization of each association, a 
humorous section, a series of discussions 
upon advertising and a classified list of all 
advertisers. 

The Year Book will contain 100 pages 
and will be bound in a bluish black Lode- 
stone cover, which will be 9 by 12 in size. 

Mr. Woodbury, who has just returned 
from St. Louis, reports that all indications 
point to this as the largest convention that 
has ever been held. The St. Louis jewelers 
have raised a fund for the entertainment of 
their guests and are all extremely enthu- 
siastic about the event. 

The ladies are invited to accompany their 
husbands and special entertainment is being 
planned for them. There is to be special 
trains from Kansas City for the wholesale 
and retail jewelers attending the convention. 
Mr. Woodbury is mailing out a series of 
letters and postal cards to jewelers urging 
their presence at the conventions. These 
letters have a humorous cartoon at the 
heading and the ending with a stirring mes- 
sage concerning the conventions between. 

(The State association program appears 
on page 107.) 








Former Jeweler Accused of Stealing $50,000 
in Gems at Atlantic City 


At Antic City, N. J., July 30.—Gem rob- 
beries involving $50,000 are believed by the 
police to have been cleared up in the arrest, 
July 28, of a man who is believed to be a 
former Norfolk, Va., jeweler. The suspect 
is said by the detectives to have confessed 
to committing 15 robberies in this resort 
during the last week. 

According to the police the prisoner preyed 
particularly upon private homes in the Chel- 
sea Ventnor section and upon hotels. He 
used an automobile and it was from a tip 
on its license number that detectives traced 
him, it was announced by Captain of Detec- 
tives Malseed. 

One of the most recent robberies laid to 
the former jeweler is that of the home of 
Mr. and Mrs. A. F. Elmer of S. Weymouth 
Ave., Ventnor, while they were surf bath- 
ing. He is said to have made off with a 
box containing $600 in cash and $13,000 in 
gems. Mrs. Elmer’s mother and a maid 
were in other parts of the house when the 
robbery took place. 








Harry Witz has moved from Duluth, 
Minn., to Hibbing. 
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PROVIDENCE TEAM WINS 


Rhode Island Jewelers Win First Golf Match 
with Team of Attleboro Jewelers in 
Contest for the Frost Cup 


ProvineNce, R. I., Aug. 2.—The first 
match between Providence and Attleboro 
teams for the large silver loving cup pre- 
sented to the Manufacturing Jewelers’ Golf 
Association by the late Walter B. Frost, 
editor of The Manufacturing Jeweler, was 
played at the Metacomet Golf Club in East 
Providence on Wednesday afternoon and 
resulted in a victory for the Providence 
team by the narrow margin of one point, 
the best ball and aggregate score counting, 
The score was Providence 11 and Attle- 
boros 10. 

Twenty-eight manufacturing jewelers 
composed the two teams which, in seven 
foursomes played once around the course of 
18 holes. The Providence team was cap- 
tained by Albert S. Vennerbeck and the 
team representing the Attleboros by Lloyd 
G. Balfour, in the absence of Lawrence B. 
Keeler, who had been appointed by Samuel 
B. Levy, president of the association, as 
captain of the Attleboro team. The first 
foursome teeded off a few minutes after 1.30 
o'clock and in rapid succession the others 
started over the links, 14 players repre- 
senting each side. 

Notwithstanding the scorching sun which 
drove the mercury to the highest temperature 
of the season, registering 95 degrees during 
the middle of the afternoon, the teams 
played valiantly until about 3.30, when a 
55-mile gale which presaged a heavy down- 
pour of rain, the first in nearly 10 weeks, 
dreve them to shelter. The rain was of 
short duration, however, and it was shortly 
after 6 o'clock when the final card was 
turned in, 

In the absence of Herbert Boss and Frank 
J. Kelley, who have heretofore served in 
the official capacities of handicapper and 
tournament boss, the dual task fell to Albert 
S. Vennerbeck who, when the cards had all 
been turned in and reckoned up announced 
that Providence had won, although the re- 
sult was in doubt until the last foursome 
finished. Providence, which at the outset 
anticipated an easy victory, are still wonder- 
ing what happened, but the Attleborians say 
that “Bill” Gow was to blame. When asked 
about it “Bill’s only explanation was that 
he “hit two caddies, three trees, turned a 
somersault and landed on his shoulder.” 

The list below shows the way the players 
were paired, who they played against and 
the points scored: 

Samuel M. Einstein (Marathon Co., 
Attleboro) and Frank P. Daughaday (Free- 
man, Daughaday Co., Chartley) for Attle- 
hero, defeated Samuel B. Levy (V. E. Black 
& Co.) and Charles A. Mealy (The Hadley 
Co.) for Providence, 2—1, 

Ralph K. Stone (Markham & Stone) and 
Frank R. Budlong (Wm. C. Greene & Co.) 
fer Providence, defeated James L. Wigg- 
more, Jr. (H. W. K. Co., Attleboro) and 
Ormond Saart (Saart Bros., Attleboro) for 
Attleboro, 3—0. 

Edward C. Manchester, of Attleboro, and 
George E. Hartman, of North Attlesboro de- 
feated Clarence J. Roehr (Bassett Jewelry 
Co.) and George N. Steere (Payton & Kelley 
Co.) for Providence, 3—0. 
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J. Parker Ford and Ralph L. Griffith (R. 
L. Griffith & Sons Co.) for Providence de- 
feated Herbert K. Sturdy (J. F. Sturdy’s 
Sons Co., North Attleboro) and Frederick 
B. Brigham (R. Blackinton & Co., North 
Attleboro) for Attleboro, 3—0, 

Frederick A. Ballou Jr. (B. A. Ballou & 
Co., Inc.) and Albert S. Vennerbeck (Ven- 
nerbeck & Clase Co.) for Providence de- 
feated Lloyd G. Balfour (L. G. Balfour Co., 
Attleboro) and William G. Gow (Potter & 
Buffington Co.) for Attleboro, 2—1. 

Albert A, Remington (Horace Remington 
& Sons Co., Attleboro) and Charles 
Schneider for Attleboro defeated Daniel H. 
Childs and Louis F, Roseberg for Provi- 
derce, 3—0. 

k. H. Cummings and E. H. Cummings 
Jr., father and son (General Chain Co.) for 
Providence defeated Leon M. Flanders (L. 
M. Flanders & Co., Attleboro) and Alex- 
ander F. Tanner (Slade-Tanner Co., Attle- 
boro) for Attleboro, 2—1, 

Totals: Providence, 11; Attleboro, 10. 

Arrangements were made for a return 
match to be played off at the Highland 
Country Club, at Attleboro, during the 
second week in October, the date of which 
will be decided upon later. 

lollowing the contest the players retired 
to the dressing rooms where they refreshed 
themselves with a cold shower and later 
assembled for half an hour on the broad 
verandas of the clubhouse until 7.30 o’clock 
when, as the rules of the match called for 
a dinner to be furnished by the losing team, 
about 30 players, together with officers of 
the association and a few guests including 
Harry B. Frost representing the donor of 
the cup; William H. Mason (JEweLEr’s 
CirCULAR), Robert B. Carr (Manufacturing 
Jeweler) and Arthur W. Davis (The Key- 
stone), gathered in the dining room and 
partook of an excellent chicken dinner. 

At the conclusion of the delectable menu 
President Samuel] B. Levy called the gather- 
ing to order and said that no entertainment 
had been arranged for and no formal pro- 
gramme of speech-making was intended. He 
expressed his pleasure at the success of the 
first round of the contest and the the number 
who responded to the call. He said he 
had no doubt, from the remarks that he had 
heard since the conclusion of the day’s 
match that at the return match at Attle- 
boro, the Attleboro team would make 
every effort to put a_ strong team 
on the field and keep the cup at Attle- 
boro. He then announced that the Provi- 
dence team had won the first round for the 
cup 11 to 10 and called upon Lloyd G. Bal- 
four, acting captain of the Attleboro team 
to make the presentation, 

In responding Mr. Balfour said he under- 
stood that Mr, Keeler, who was appointed 
captain had gone to Canada, but that Attle- 
boro had no excuses to make. The team 
haa made a good fight, had been beaten 
fairly and now, he concluded “after giving 
you a good time tonight we will give you a 
good match when you come to Attleboro. 
In the meantime it affords me great pleasure 
in presenting the cup to the Providence 
team.” 

A. S. Vennerbeck in accepting the cup 
paid a tribute to the donor of the trophy 
whose death followed within a few days 


after the presentation of the cup to the asso- 
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ciation. He said, “When I first saw the 
large valuable cup which Mr. Frost had 
offered it seemed to me too much of a trophy 
for this association to play for, but so much 
interest has been aroused among the jewelers 
of this city and the Attleboros I now realize 
that the donor knew better than any one else 
what he was doing and the results show that 
he did the right thing in presenting a trophy 
worth striving for, and I' take great pleasure 
in accepting it on behalf of the Providence 
team.” 

Brief remarks were made by Mr. Olson, 
of Toronto, and Mr. Reaves, of New York, 
representatives of T. Eaton Co., Ltd., of 
Toronto; Frederick A. Ballou, Jr., William 
G. Gow and Ralph K. Stone. 

During the dinner and between the “talks” 
everyone joined in the choruses. 








DEATH OF R. S. SANDERSON 





Head of Two Providence Concerns Suc- 
cumbs to Attack of Acute Indigestion 
ProvipENCcE, R. I., Aug. 2.—Richard S. 

Sanderson, president and manager of the 
Sanderson Mfg. Co., 14 Blount St., and 
president of the Nickerson Art Metal Co., 
South St., both of this city, died suddenly 
at his home on Royal Ave., Conimicut, Tues- 
day evening, as the result of an attack of 
acute indigestion suffered while attending 
the motorcycle races at the Cycledrome in 
Auburn. He was given medical attention 
immediately at the Cycledrome, but failing 
to recover was removed to his home wihcre 
he died shortly after his arrival. He was 
in his 40th year. His funeral was held 
yesterday morning at 8.15 o’clock from his 
home, with a solemn high mass of requiem 
in St. Benedict’s Church at 9 o'clock. Burial 
was at Mount St. Mary’s Cemetery, Paw- 
tucket. 

Mr. £anderson was born in Pawtucket, 
R. I., in 1884, the son of the late Richard 
C., and Sarah (Berry) Sanderson, and after 
completing his schooling in the public 
schools of his native city, learned the trade 
of a machinist and _ toolmaker, later 
specializing as a jewelers’ toolmaker. He 
thus became interested in the jewelry in- 
dustry and was employed in a number of 
factories in this city before starting in 
business about eight years ago, in Pawtucket, 
as a builder of automatic machinery for the 
manufacture of chains, mesh and other 
special machinery for jewelers. 

Early in 1919, having become interested 
in the Nickerson Art Metal Co., Mr. Sander- 
son removed his business which was con- 
ducted as the Sanderson Mfg. Co., to the 
plant of the Nickerson Co., at 8 Temple St., 
where the two concerns continued until last 
Fall when they were removed to the General 
Electric building, at Blount and South Sts. 
He was a member of the Pawtucket Lodge 
of the Benevolent and Protective Order of 
Elks and of the Providence Chamber of 
Commerce. About eight years ago he took 
up his residence at Royal Ave., Conimicut, 
a sideshore suburb of Providence, where he 
was president of the Conimicut Library 
Association and a member of the Board of 
Governors of the Conimicut Casino Associa- 
tion. 

Mr. Sanderson leaves, besides his widow, 
four sons and two daughters, his mother, 
two sisters and one brother, 
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SENTENCE DEFERRED 





Patrick J. Lally Former Receiver for Provi- 
dence Concern Pleads Nolo to Indict- 
ment Charging Embezzlement and 
Is Kept from Jail On Condition 
That He Assists in Clearing 
Up Firm’s Affaris 
Provipence, Rk. J., Aug, 2.—Patrick J. 
Lally, former receiver for the Anglo- 
American Manufacturing & Importing Co., 
of this city, who was indicted on a charge 
of embezzling $13,331.14, the funds of the 
company, pleaded nolo Thursday morning 
brought before Judge George W. 
Greene in Superior Court, and was given 
a deferred sentence. This sentence was im- 
posed on condition that the defendant. sub- 
mit the books and papers of the company 
to the present receiver, Horace M. Peck, 
manager of the Manufacturing Jewelers’ 
Board of Trade, and assist in clearing up 
the affairs of the company for the benefit of 
the creditors. 
Walter I. Sundlin, counsel for the 
fendant, informed the court that his client 
did not take the entire amount of money 
charged in the indictment, but was taking 
a salary of $75 or $80 a week for his 
services, without the authority of the court, 
in the belief that he was allowed to do so. 
Lally was arrested in the office of the New 
York Merchandise Co., Inc., 119 Fifth Ave., 
Manhattan, where he was employed as a 
clerk on March 28 last, on a fugitive from 
justice warrant from this State and on April 
8 pleaded not guilty to the secret indictment 
which had been returned against him by 
the Grand Jury and was committed to the 
Providence County Jail in default of $5,000 

bail and has been in jail ever since. 

In August, 1920, the Anglo-American 
Manufacturing & Importing Co., 15 Maiden 
Lane, New York, with branch office at 44 
Franklin St., this city, became financially 
embarrassed and Patrick J, Lally, who had 
been bookkeeper for several years for the 
Providence Stock Co., was appointed re- 
ceiver, the American Surety Co., furnishing 
his bond. At the time the officers of the 
company, which was incorporated under the 
laws of Rhode Island in March, 1918, for 
$50,000 were: Arthur F. Tero, president; 


when 


de- 


Arthur Holland, vice-president and treas- 
urer; Ceda St. Pierre, secretary, who, with 
Walter F. Thave and W. S. Hicks were 


directors. 

The matter dragged along without any 
headway being made toward a_ settlement 
until Sept. 1922, when the Manufacturing 
Jewelers’ Board of Trade took thé matter 
up and called for a statement, whereupon 
Lally disappeared. After waiting until the 
following June without any satisfactory ex- 
planations or adjustment, the Board of Trade 
applied to the Superior Court for a settle- 
ment and Judge Chester W. Barrows ap- 
pointed Horace M. Peck, as receiver. 

As the result of the investigations made 
by Mr. Peck it was discovered that the 
assets of the concern, alleged to be worth 
$70,000, had also disappeared, only 70 cents 
being found by the new receiver. Mr. Peck 
then instituted proceedings against - the 
American Sutety Co. and at the same time 
presented the information to the court with 
the result that at the October term of the 
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Superior Court the Grand Jury returned a 
secret indictment against Lally for alleged 
embezzlement. 








REPORTS ROBBERY 





New York Wholesaler Tells Chicago Police 
That Wallet of Diamonds Worth Over 
$40,000 Was Stolen from His 
Berth on Train 


CHICAGO, July 30.—Harry Cohn, New 
York, reported to the police upon arriving 
here yesterday that while he slept someone 
stole a package of diamonds from his berth. 
He estimated the loss at more than $30,000. 
He reported that when he retired he placed 
his diamonds beneath his pillow. In the 
morning he discovered that the diamonds 
were gone. 

After spending several days in Chicago in 
an endeavor to get some clue of the thieves 
who stole more than-$40,000 worth of loose 
diamonds and two diamond studded bracelets 
from his berth on a train plying between Co- 
lumbus, ©., and Englewood, Il., Harry 
Cohn, of Cohn, Perlmutter & Shishko, whole- 
sale jewelers, 66 Forsyth St., New York, re- 
turned to the metropolis last Friday. The 
robbery occurred some time after Mr. Cohn 
left Columbus on Monday night, July 28, but 
was not discovered until about 6.30 o’clock 
the following morning shortly after the train 
had left Elkhart, Ind. Mr. Cohn does not 
believe his loss is insured. 

Mr. Cohn had been visiting the trade in 
Columbus for several days and on Monday 
night of last week boarded the train at 10 
o'clock. He immediately went to his berth 
but it was not until 11.30 p. m. that the 
train left the city. Before retiring, stated 
Mr. Cohn to a JEWELERS’ CIRCULAR reporter, 
he took his wallet of loose diamonds, which 
ranged in sizes from small stones to slightly 
over two carats and two diamond mounted 
bracelets, and tucked them between two pil- 
lows. A brief case containing a tray of 
watches and a number of diamond mounted 
rings he laid alongside of him in his berth 
and went to sleep. He does not know how 
many stops the train made between Columbus 
and Elkhart, but shortly after leaving the 
latter place Mr. Cohn arose and after dress- 
ing himself put on his vest and looked under 
his pillow for the wallet of diamonds. Much 
to his surprise he discovered that they were 
missing, although the brief case containing 
the other jewelry was not touched. 

The wallet contained between 35 and 40 
packages of stones and are valued by Mr. 
Cohn at more than $40,000. He immediately 
reported the loss to the porter, who notified 
the conductor. They searched the car and 
telegraphed to the next station, which was 
Englewood, Ill., a suburb of Chicago. Be- 
fore the police reached the train at Engle- 
wood, however, a number of people got off 
and as a result no one could be searched. 

Mr. Cohn spent several days in Chicago 
assisting the police and doing what he could 
to recover his diamonds. but without avail. 
He returned to New York last Friday after- 
noon. 








A. P. Witthuhn has bought the jewelry 
business formerly conducted at Beemer, 
Nebr., by Henry Stoltzman. 
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ALLEGED PLOT FOILED 


Suspicions of New York Jeweler Cause 
Detectives to Trail Man Who Is Arrested 
on Charge of Attempted Robbery 

Some clever detective work on the part 
of Charles Ivers, wholesale and retail jewel- 
er, 1650 Broadway, New York, resulted in 
the arrest last Wednesday night of a man 
describing himself as Edward Schlenoff, and 
who claims to be an artist living on Brown 
Place, the Bronx. The police charge. that 
Schlenoff planned to hold up and rob the 
jeweler of gems worth thousands of dollars, 
The trail which ended in the apprehension of 
Schlenoff, who is now being held on a charge 
of attempted robbery and possessing a-black- 
jack, started at a fashionable hotel at Brad- 
ley Beach, N. J., and led to the Pennsyl- 
vania Hotel, New York, and thence to 5lst 
St. and Broadway, where the-chase ended. 

Several days -ago, Mr. Ivers was sum- 
moned to a fashionable hotel at Bradley 
Beach by a party of society women who de- 
sired to purchase some jewels. In response 
to their request, he brought thousands of 
dollars’ worth of gems and it is charged 
that while the jeweler was showing these 
goods, Schlenoff, who was loitering in the 
hotel lobby, discovered that Mr. Ivers was 
a jeweler. After Mr. Ivers returned to New 
York he received a call from a “Mrs. Green” 
who .requested him to bring a number of 
articles of jewelry to the Hotel Pennsyl- 
vania. The jeweler was suspicious but nev- 
ertheless went to the hotel and discovered 
that there was no “Mrs. Green” registered. 
He returned to his office and the following 
day he received another telephone call sup- 
posedly from the same “Mrs. Green,” who 
apologized for not meeting him the night 
hefore and requested him to again return to 
the Pennsylvania Hotel. 

{fn the meantime, Mr. Ivers notified the 
police and upon receiving the second call, 
detectives went to the Hotel Pennsylvania 
and a few minutes later Mr. Ivers arrived 
several thousand dollars’ worth of 
jewelry. He was still suspicious but carried 
the jewelry. The jeweler waited in the hotel 
lobby and after “Mrs. Green” failed to put 
in her appearance, he boarded a taxicab at 
10.30 p. M. to drive to Broadway and 5lst 
St., where he planned to return to his office. 

As soon as Mr. Ivers stepped into the ma- 
chine, it is claimed that Schlenoff hired a 
taxicab to follow the jeweler. In back of 
Schlenoff’s machine, detectives followed with 
a high-powered car, always keeping the sus- 
pect in view. At 5lst St. and Broadway, 
Mr. Ivers stepped out of the ‘machine and 
was just about to pay the taxicab driver, 
when, it is claimed, Schlenoff came up in his 
car and was about to hit the jeweler over 
the head with an iron bar when the detectives 
arrived. He was immediately placed under 
arrest and is now being held for further 
examination by the police. 

According to the police, Schlenoff has no 
record. It is also claimed that Schlenolt 
paid his taxi driver $25 to follow Mr. Ivers 
car, claiming that the latter had a suitcase 
belonging to him which he wanted to get. 


with 








It was reported last week that J. R. Eas- 
ley sold out his jewelry business at Suttem, 
Neb., to A. H. Lewis. 
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Items from Here and There 





The Geo. F. Sutter jewelry store, Paw- 
huska, Okla., has been moved from the Tri- 
angle building to 507 Kihekah St. 

Alec Anderson, of the Daynes Jewelry 
Co., has married Miss H. Woodruff, a niece 
of Heber J. Grant, president of the Mormon 
or L. D. S. Church, 

The Salt Lake City jewelers’ new base- 
bail team has been so successful that it has 
attained second place in the Twightlight 
League, the commercial baseball organization. 

The Kay Jewelry Co. will open a branch 
store in Toledo, O., where it will be located 
at 346 Summit St. The Toledo store will 
be the 14th to be opened by this concern, the 
thers being located in the principal cities 
throughout the country. It is expected that 
the Toledo store will be opened for business 
about Sept. 1. 

Charles Ferris Stevenson, a former 
jeweler, who died recently at his home in 
sridgeport, Conn., left the major portion of 
his $50,000 estate to relatives, according to 
the will filed in probate court. Charles E. 
Buckley is named executor of the estate. A 
number of other bequests were also made, 
and a fund was provided for the care of 
the family plot in Mountain Grove Cemetery. 
A certificate of incorporation was filed in 
the office of the Secretary of State at Tren- 
tor, N. J, by the Progressive Jewelry Co., 
which will deal in jewelry from 308 S. 
Fourth Ave., New Brunswick. The concern 
has a capitalization of $5,000, while the in- 
corporators are Jacob Bandes, of New 
Brunswick; Abe A. Burger, of Newark, and 

Zennett E. Aron, of New York. 

The silver cup presented to John M. 
Moore, local superintendent of the Baltimore 
Life Insurance Co., at a banquet given by 
him to the agents under him to mark his 
20th anniversary in his position, was fur- 
nished by Smith Bros. The same firm fur- 
nished the silver loving cup presented on 
July 14 to F. C. Greutker, manager of the 
former Clover Leaf Milling Co., Buffalo, 
N. Y., by his former associates. 

“The Composite Octagon” is a new sobri- 
quet which has been applied to the NDA 
assembled diamond and it seems to fit very 
well, as already several people are calling it 
“the composite stone” or “composite emerald 
cut.” However, there seems to have been 
no end of names applied to this year’s dia- 
mond innovation in the way of an assembled 
diamond. One of the main reasons for the 
great success of this article seems to be its 
simplicity of construction and its complete 
freedom from any freak features. 

The sales methods of Harry E. Kerstine, 
doing business with the Palace Jewelry Shop, 
Philadelphia, was subject to an action 
brought in the Federal Court by owners of 
the trade marks “Ingersoll” and “Yankee,” 
as applied to watches. The complainant al- 
leged that the defendant had used these 
names unlawfully and had not only been ad- 
vertising by window display new. improved 
“Yankee” watches at cut prices, but had also 
been making misrepresentations regarding 
the Ingersoll company, to which it objected. 
The complainant also claimed he had en- 
deavored to force customers to buy cheaper 
watches at the regular price of the “Yankee” 
Watches. On motion of the plaintiff, a pre- 
liminary injunction has been granted re- 
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straining the defendant from continuing the 
practices complained of during the pendency 
of the action. 

A special train of 12 coaches left the 
Taunton depot at 12.30 o'clock Aug. 2. 
well laden with laughing, shouting, singing 
humanity, while a large crowd gathered to 
witness the departure. It was a tired, but 
happy party of excursionists that landed 
back there just before midnight and went 
scurrying in every direction to secure trans- 
portation to their individual homes. It was 
the occasion of the annual outing of the em- 
ployes of Reed & Barton and as it came at 
the time of the one hundredth anniversary 
of the concern’s organization special etforts 
had been made to make this feature of the 
centennial celebration one long to be looked 
back upon by those who were fortunate 
enough to be participants. Officials of the 
concern, assisted by committees from the 
employes had been busily engaged for several 
months in preparation for the affair and at 
its end everyone joined in the affirmation of 
a “perfect day.” Stops were made by the 
“special” at Whittenton Junction, Whitten- 
ton, and Raynham and Nantasket, the Mecca 
of the hundreds of excursionists, was 
reached on time at 1.50 o’clock and io time 
was lost in disembarking. Although there 
were large crowds of other excursionists 
at the resort, it was essentially a Reed & 
Jarton crowd and those wearing the firm’s 
badges were conspicuous by their numbers. 
Nothing had been left undone by the firm or 
committees for the accommodation or 
pleasures of the party. Headquarters had 
been established by the firm, properly 
designated by signs, on the beach near the 
Atlantic House, while an information 
booth was placed near the entrance to the 
Palm Garden. All the officials of the con- 
cern as well as all the department associates 
attended the outing and entered into all the 
events with a whole-heartedness that added 
to the general sociability of the occasion. 
Bathing, of course, was one of the principal 
attractions, but beach strolling, sand dancing, 
games of all kinds all found their devotees 
and the afternoon passed all too quickly. 
At 4.45 vp. M. the large party assembled in 
front of the Palm Garden and did full justice 
to the excellent shore dinner that was served 
in true Nantasket style and the time limit 
of 7 o’clock was nearly exhausted before 
the last person left the tables. Dancing 
and general amusements furnished diversion 
until 10 o’clock when the special pulled out 
for the return trip. 








Consular Notes 


An agency for the sale of watches and 
clocks is being sought by a firm in Sydney, 
Australia, and for further information those 
interested are requested to write to the Bu- 
reau of Foreign and Domestic Commerce 
at Washington, D. C., or any of its branches 
and refer to File No. 11134. 

oe 2s 

Jewelry, novelties, fancy goods, watches 
and clocks are being sought by a concern in 
Bombay, India, according to an announce- 
ment just made by the Bureau of Foreign 
and Domestic Commerce. This concern is 
in the market for the purchase or the agency 
of these goods. For further information, 
write to the 


3ureau at Washington, D. C., 
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or any of its branches and refer to File No. 
11173. 








Foreign Notes 





Cartier’s, the Court jeweler of New Bond 
St., London, Eng., is displaying a pearl neck- 
lace valued at $1,200,000 and made up of 
67 of the finest gems in the world, it is said. 
A diamond and pear! tiara close by is priced 
at $175,000. Plain clothes detectives guard 
these jewels day and night. 

* ok x 

Sir W. Herdman, a world authority on 
marine biology, died of heart failure in a 
London, Eng., hotel on the eve of his daugh- 
ter’s wedding recently. Sir William was an 
expert in deep sta life and he is best re- 
membered by the jewelry industry in con- 
nection with his work in Ceylon in 1901 
when he was sent out by the government to 
investigate the pearl oyster fisheries. 

* * Ok 


Cables received in London, Eng., indicate 
that milling will commence this month on 
the Central West Gold Mining Co.’s prop- 
erty, assay returns being 7.54 dwts. per ton 
over an average width of 44 inches. Shares 
of this company are rising in value as a re- 
sult of the intimation. Tonnage developed 
is reported most satisfactory. Of a total 
footage of 1,488, 1,130 has proved payable. 

x *k * : 

Several hundred people joined in an ex- 
citing chase through West London streets, 
London, Eng., the other day after a well- 
dressed man had smashed a window of 
Holmes & Co., Bond St. jewelers, and 
grabbed a $6,000 emerald bar brooch. A 
florist who happened to see the robbery with 
other passers-by was one of the first to take 
up the chase and was responsible, with the 
help of a plain-clothes detective, for the cap- 
ture of the thief, who ran into a blind street 
after leading a Itige crowd of pursuers a 
lively dance through some of the side 
avenues. 

x ok Ok 

Business in the jewelry trade of Germany 
is not so flourishing as it was, judging from 
reports brought back to London, Eng., by 
travelers from the continent. In the Phorz- 
heim jewelry industry unemployment is in- 
creasing and short-time working, so far con- 
fined to the imitation jewelry branch, is ex- 
tending to those sections of the industry 
handling better class goods. More than 130 
firms with some 11,000 employes now are on 
short time, it appears, and few manufacturers 
are in a position to book orders on extended 
credit terms owing to scarcity of funds and 
high interest asked for by the banks. Last 
May there were only 14 firms with 4,490 em- 
ployes in the jewelry industry on short time. 
The German home demand for jewelry goods 
is said to be pretty fair, but this demand is 
confined almost solely to the cheaper class 
of article. Foreign orders for German 
jewelry have fallen off in all lines. Due to 
the difficult position of the German jewelry 
manufacturer foreign customers are again 
buying on credit. In heavy silver-plated 
cutlery a fair trade is being done. Competi- 
tion in the industry is very keen and prices 
are being kept well down in an endeavor to 
book up new orders and win some of the ex- 
port business in jewelry enjoyed by some 
of the smaller countries of Europe. 
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For Summer Gifts and Prozes 7 
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Compact Vanities of Gorham Sterling 








































are exceedingly popular 


HESE Vanities are made to please 
Sj) your customers who are looking 
JW for Mah Jongg and Bridge Prizes, 


SS, informal tournament awards, or 
useful and inexpensive gifts. 















Containing two mirrors, they are very 
complete—yet withal very compact. 


Given the opportunity of comparison 
in your stock, these will unquestionably 
ALWAYS GOOD be ch 
and always smart € chosen. 
are these little stripe 
effects. 
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Ask the Gorham salesman, or write 
the District Office about these and other 
interesting and seasonable novelties. 


































VERY NEW is this 
delightful little plaid 
—andquitedifferent. 





FOR THECURVING 
initials — Nothing is 
better than this neat 
oval monogram. 

























1 ie four charming designs 
shown here represent the 


finest Gorham craftsmanship in \ Qa” — 7, 
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Gorham Sterling. You can sell 
them, easily and profitably, at A BIT ODD and very 
nice is this monogram 


$10.00 and up. placed at the side. 
















THE GORHAM COMPANY 


SALES AGENT 
GORHAM MANUFACTURING COMPANY 


GORHAM-WHITING DIVISION, Providence, R. I. DURGIN DIVISION, Concord, N. H. 
KERR DIVISION, Newark, N. J. 
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HE annual con- 
en ane y vention of the 
ihe ” American National 


Convention Retail Jewelers’ Asso- 


ciation, is less than three weeks away, and 
retail jewelers, whether members or not, 
should begin to make their preparations to 
attend this interesting trade conclave, 
which will be held at the Hotel Statler in 
St. Louis, August 26, 27, 28 and 29. The 
convention proper will be preceded by a 
meeting of the executive committee of the 
association in the Old Colony ‘Club in the 
Hotel La Salle, on Monday evening, Aug. 
25 and by a trade conference of manu- 
facturers, wholesalers and retailers at 2 
p, M. of the same day, so actually, Monday 
should be included as part of the con- 
vention dates, 

No jeweler who even glances over the 
tentative program of the convention (which 
was published in full in the issue of July 
23, page 73) can fail to realize how im- 
portant will be the subjects discussed and 
how much he can learn from the discourses, 
addresses and discussions that will take 
place. There is hardly a subject of im- 
portance, connected with the retail jewelry 
business in any way, whether it be a ques- 
tion of turnover, advertising, taxation, rela- 
tions between customers and the staff, rela- 
tions of the watchmaker to the business, re- 
lations of the jeweler to the banker, or 
questions of budget, store management, dis- 
cussion of adequate capital, mark-up, busi- 
ness policies, bookkeeping, or anything else, 
that will not here be treated by an authority 
on the subject in a way that will be interest- 
ing and informative. Not only the subjects, 
but the discussions which they will bring up 
will be an education to any jeweler, no 
matter how long he has been in business, 
and every man who can possibly get away 
to get to this convention should do so even 
at a sacrifice of time and money. When 
possible, he should also bring his family or 
those associated with him in the business, 
that they, too, may learn from the lips of 
authorities and by the experience of others 
how best to meet and solve the problems 
that are coming up to them from day to day. 

This is essentially a business convention 
for business men and for the betterment of 
the jewelry business generally, but it still 
will afford an opportunity for recreation and 
rest. The trip to St. Louis, itself, cannot 
fail to be of interest to all who attend, and 
for this reason, we are again calling atten- 
tion to some of the attractions of this fair 
city and what it offers to the jeweler who 
comes as a tourist, as well as a convention 
delegate. These articles will be found on 
pages 99, 103 and 105 of this issue. 





Diamond Imports f Pica et ~ 
Decreased ’ 


; months, the imports 
in May of diamonds showed a 
decrease in May, when the total value of 
the gems entering this country, amounted to 
$3,886,437, according to the statement sent 
out last week by the Bureau of Foreign and 
Domestic Commerce. Of this amount, 
$3,444,194 is given as the value of the cut 
diamonds and $442,243 that of the rough or 
uncut gems, 

An examination of the countries from 
which the diamonds came, discloses that the 
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curtailment of cutting in Antwerp continued 
to have its reflection in the goods sent to 
this country even in May, for the imports 
from Belgium then amounted to $1,515,479, 
as against imports from the Netherlands of 
$1,715,456. France sent cut diamonds 
amounting to $104,566, England, shipments 
of $62,753, and Germany, $31,630, The re- 
mainder of the cut diamonds included ship- 
ments of $5,785 from British Guiana, $4,933 
from Turkey, $1,494 from Austria, $1,198 
from Spain and $900 from Canada. 

Of the rough imported, less than half 
came from the London Syndicate, the total 
shipments of England amounting to but 
$197,479. Both Amsterdam and Antwerp 
sent us rough, shipments from Belgium 
amounting to $62,245 and from the Nether- 
lands, $16,588. Of the shipments direct from 
the diamond fields, those from South Africa 
reached the large sum of $129,535, while 
Brazil sent us $11,782, and British Guiana, 
$618. One item, the explanation of which 
may be interesting, is the shipment credited 
to Bolivia, which country sent us 519 carats 
and rough diamonds valued at $21,996, 





Business Conditions [HE ae feel- 
Generally ing in the jewelry 
; trade as to business in 
Improving the Fall, which began 
the early part of the month, continued 
through July and grew stronger as the 
month ended. In fact, many manufacturers 
as well as retailers who were somewhat pes- 
simistic about business during the Fall of a 
Presidential year, began to change their 
opinion as the reports of many sections of 
the country grew more and more encourag- 
ing. The farming districts which had 
shown a depression as a result of agricul- 
tural conditions, have grown particularly 
bright, as the prices of wheat, corn and 
other products have mounted, 

Not only have prospects grown better for 
the Fall, but the business done by the retail 
jewelers has already shown a decided im- 
provement in sections where little better 
than stagnation was expected. How this 
nas been reflected in the purchases of the 
retailers themselves, was summed up last 
Wednesday, in the business news columns in 
the New York Times, which said: 


Reports from the Maiden Lane dis- 
trict indicate a noticeable improvement 
in the demand for jewelry on the part 
of retailers. It first appeared in the 
Pacific Coast region and is working its 
way steadily eastward. The middle 
west is “looking up” quite a little, and 
rising grain prices are taken to presage 
even better buying in the near future. 
The same is true of the south, with 
higher cotton as the trade-producing 
factor. The east has not yet shown a 
great deal of improvement, but as re- 
tailers in this part of the country are 
usually the last to do their Fall buying 
in quantity, due to their proximity to 
the producing centres, there is no un- 
easiness felt about the future. In fact, 
manufacturers are now more optimistic 
regarding the future than they have 
been for some time. A general line of 
merchandise is being bought by the 
retailers, 


In his August letter to the members of the 
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Pyralin Toilet Articles 
Wilmort Crumb Sweepers 
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Quick Service at Factory Prices 
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National Association of Credit Men, J. H. 
Tregoe, the executive manager, also com- 
ments favorably on the situation, showing 
that business has improved, basing his re- 
ports on information received from credit 
executives in all sections of the country. He 
stresses the point that with the higher prices 
for agricultural products and the increased 
inquiries now developing in industrial lines, 
business will soon hit the “up-grade.” This 
autnority emphasizes the fact that retailers 
have not been stocking up in the past, and 
there is no hindrance in the form of over- 
loaded stock, to prevent the wholesale and 
manufacturing trades from getting direct 
benefit frem the business that is coming and 
will come to the retailers. 

















































UNCLE SAM has 

joined hands with 
the exporters and 
through the help of 
the Parcel Post American goods are now 
being shipped abroad to the value of ap- 
proximately $2,000,000 each month, accord- 
ing to a report filed by the Commerce De- 
partment. On the basis of partial figures, 
exporters using this method are shown to 
have sold their goods in foreign countries to 
the value of $8,300,452 during the first five 
months of the present year. Starting with 
shipments valued at $1,036,500 in January, 
the business grew to $2,236,803 in May. 
Jewelry and gold manufactures amounted 
to $465,833; optical goods, $621,122; watches 
and parts of $263,502 and fountain pens, 
$259,691 ‘ 

The figures are now available for the first 
time being the result of a new service re- 
cently inaugurated by the Commerce Depart- 
ment. at the urgent request of those in- 
dustries whose exports have been hitherto 
considerably underestimated in the trade 
statistics, 

The new figures do not show our total 
exports by parcel post, according to Director 
Julius Klein of the Bureau of Foreign and 
Domestic Commerce, because they do not 
include shipments valued at less than $25. 
It is estimated that there are at least half, 
a million such shipments each month. Parcel 
post business of this class is so great in fact 
that the cost of compiling the figures would 
be excessive and out of proportion to the 
value of the data thus collected. 

Commentirg on the significance of the new 
figures, Director Klein points out that 
where formerly the average American busi- 
ness man considered foreign sales as some 
“fantastical super-mysterious impossibility,” 
today a mail order from some remote point 
of the earth for a parcel post package causes 
no more excitement than a similar request 
from Boston, Chicago, or San Francisco. 
The most gratifying feature of this new ex- 
port development, in Mr. Klein’s opinion, 1s 
the fact that it proves that the American 
business man is at last viewing foreign 
trade in its true light—as merely “long dis- 
tance selling.”’ 

“Our main street manufacturers in inland 
towns,” he says, “are sending goods abroad 


Parcel Post 
Increases Export 
Business 








as nonchalantly and as expertly as their sup- 
posedly better informed rivals with every ; 
seaboard facility—and even as efficiently a , 


some of the branches of so-called “super- 
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L. L. Moore, representing the J. Robinson 
Co., San Francisco, Cal., is an out of town 
visitor in this city. Mr. Moore is here on 
a buying trip. 

Mr. and Mrs. Louis Lechinger of Hous- 
ton, Tex., are in this city, and while here are 
making their headquarters at the Prince 
George Hotel. 

Dudley T. Fagin, southern representative 
for the Barbour Silver Co., has returned to 
this city, after a trip covering the important 
southern cities. 

S. Hornik, president of the Rialto Watch 
Case Co., 29 Eldridge St., accompanied by 
his wife and children, is enjoying several 
weeks at Monticello, N. Y. 

Geo, J. Klinick, representing L. Heller & 
Son, Inc., 358 Fifth Ave., who has been 
abroad for some time, returned to this city 
recently on the steamship France. 

Sidney Rothschild, eastern representative 
for Harry C. Schick, Inc., 170 Broadway, 
is again calling on the trade, after an absence 
of five weeks on account of illness. 

A. J. Cutler, a wholesale jeweler of De- 
troit, Mich., was in this city last week, and 
is now visiting the factories of the Interna- 
tional Silver Co. at Meriden, Conn. 

Sol Feiler, manufacturer and jobber in 
watches and jewelry, 12 John St., announced 
last week his engagement to Miss Frieda 
Singer, 693 Monroe St., Brooklyn, N. Y. 

Albert Ramsay, importer of precious 
stones, 2 W. 47th St. and London, Eng., has 
been elected a member of the Advisory 
Board of the Harriman National Bank of 
this city. 

Maxwell R. Maybaum of Maybaum Bros., 
Inc., importers of pearls and diamonds, 2 W. 
47th St., has returned from abroad, after 
having visited the European diamond and 
pearl markets. 

Col. Charles J. Dieges, of Dieges & Clust, 
manufacturing jewelers, 15 John St., will 
lead a parade of returning Olympic game 
athletes up Broadway today (Wednesday). 

Armond Maier, Jr. and Mr. Littlepage, of 
Maier & Berkele, Atlanta, Ga., spent several 
days visiting the factories of the Interna- 
tional Silver Co. at Meriden, Wallingford 
and Bridgeport. They returned to this city 
last week, and are now stopping at the Hotel 
Pennsylvania. 

Sam Bass of Bass & Ramze Jewelry Co., 
Charleston, W. Va., arrived in New York 
several days ago on a pleasure trip. This is 
Mr. Bass’ first trip to New York in 12 years, 
and while in this part of the country is 
spending most of his time between New York 
and Atlantic City. Mr. Bass is making his 

eadquarters at the offices of Morse Bros., 11 
John St. 

Word was received in this city last week 
that Mr. and Mrs. Wiesenberger and their 
daughter Helen, will leave ‘France on Aug. 
aboard the Paris, and expect to reach 
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New York on or about Aug. 15. Mr. 
Wiesenberger is a member of the firm of 
Wiesenberger & Son, loan brokers and jewel- 
ers, 781 Eighth Ave. ‘He and his family 
have been abroad for more than two months, 
during which time they visited Berlin, Carls- 
bad, Paris, Vichy, Deauville and other prom- 
inent resorts. Upon their return, Mrs. 
Wiesenberger, her daughter and her son 
Harry, will motor to Lake Champlain. 

It was announced last week that the firm 
of Bial & Bail, formerly located at 40 For- 
sythe St., has been released from all debts 
by its creditors, and that the firm has been 
dissolved. J. Bial is continuing business at 
475 Gravesend Ave., Brooklyn, where he 
maintains a retail store, while L. H. Bail is 
doing diamond setting for the trade at 125 
Canal St. 

A discharge in bankruptcy was granted in 
the United States District Court this city, 
last Wednesday, to the firm of P. H. 
Ducommun, Inc., manufacturer of watch 
cases, 70 Fulton St. An involuntary petition 
in bankruptcy was filed against this concern 
Nov, 3, and on Jan. 30 schedules were filed, 
listing the liabilities at $4,981 and the assets 
at $4.500. 

The members of the National Jewelers 
Board ef Trade are being notified that the 
new issue of the reference book will be in 
print on Sept. 1. According to the notice, 
over 15,000 changes were made in the large 
issue of the book, and the Board recom- 
mends to the members that in order to pro- 
tect themselves against unnecessary losses, 
they should have in use the current reference 
book only. All agreements for use of pre- 
vious issues expire Sept. 1, 1924, and books 
now in use must then be returned. 

It was learned last week that William 
Laurel Harris, contributing editor of Good 
Furniture, and a well known writer on the 
subject of silver, died recently at his home 
at Lake George, N. Y. Mr. Harris was a 
mural painter by profession, but as contribu- 
ting editor of Good Furniture magazine, 
wrote several splendid articles on silver. He 
was also an authority on period furniture, 
specializing in the old Spanish period. He 
was also a lecturer of some ability and like- 
wise was a charter member of the Arts in 
Trade Club. 

A. L. Hamburg and R. R. Sloman have 
returned to Syracuse, N. Y., after spending 
two weeks in this city purchasing stock for 
their new jewelry store, which they will open 
about the middle of September at 114 E. 
Jefferson St., Syracuse. The new concern 
expects to have one of the highest class 
credit jewelry establishments in Syracuse. 
Mr. Hamburg was formerly manager of the 
Ray Jewelry Co., Detroit. ‘While in this 


city they stopped at the Pennsylvania Hotel, 
and also made their headquarters with Morse 


Bros., 11 John St. 
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Admitting its inability to pay its debts, 
the Toric Optical Co., Inc., 115 E. 23rd 
St., New York, was petitioned into bank- 
ruptcy in the United States District Court 
this city on Tuesday, July 29. The day 
after the petition was filed, the court ap- 
pointed a receiver at the request of one of 
the creditors, who in his application, stated 
that the business had been established many 
years ago, and its good will should be pre- 
served by the appointment of a receiver, with 
authority to continue the business. The 
creditors filing the petition include: Max 
Bauman, whose claim amounts to $4,117, 
Harold Kornfeld $2,000, and Hattie Korn- 
feld $6,600. Mr. Kornfeld, one of the peti- 
tioning creditors, is the president of the 
concern. A court order, which was filed on 
Wednesday, appointed Joseph T. Straus as 
a receiver, under a bond of $1,500. The 
concern, it is claimed, has assets worth about 
$3,500, which includes stock in trade, furni- 
ture and fixtures, valued at about $2,000, 
and outstanding accounts worth approxi- 
mately $1,500. The filing of this petition, 
it is claimed, is based on an admission in 
writing, of the alleged bankrupt, of its in- 
ability to pay its debts, and its willingness 
to be adjudged bankrupt on that ground. 
The order, appointing the receiver, also 
contains a copy of a resolution which it is 
claimed, was passed on July 29 by the Board 
of Directors, admitting the firm is unable to 
pay its debts. This resolution was signed 


‘by Harold Kornfeld, president of the firm. 


Moise Hirsch, Inc., applied in the Su- 
preme Court on Tuesday of last week for 
an order compelling Abraham Brekstone, as 
receiver of the property of Frederick Better, 
watch dealer and repairer, who recently dis- 
appeared from his office at 198 Broadway, 
leaving a stock of goods and his tools in 
his office, to deliver six watches alleged 
to belong to the Hirsch company. The 
petition states that on April 15 last the 
Hirsch company delivered to Better six 
watches on memorandum, each of which 
was of the Moeris make, 14 karat, with 
yellow and green gold cases, and all thin 
models. The plaintiff holds the receipt for 
these watches which were found in the 
stock of goods of which Brekstone took 
possession when he was named as receiver 
on the application of Rosalie L. Janoer, a 
lawyer, who stated that she left a watch 
with Better to be repaired, and that because 
of his disappearance the property in his 
office was in danger of being put into the 
street on account of the non-payment of 
rent. Moise Hirsch, president of the 
plaintiff company, said in his affidavit that 
his attorney, Oscar M. Lazrus, had notified 
the receiver of the plaintiff's ownership but 
that the receiver had declined arbitrarily <0 





(Continued on page 123) 





















122 THE JEWELERS’ CIRCULAR August 6, 1924 





Title Guarantee and Trust Company 


TIEN/HE Title & Realty Safe Deposit Company is now open 
#) for business in the Maiden Lane “L” of our building 
at No. 176 Broadway. Entrance to the safe deposit 
vaults may be had through the elevator at No. 5 Maiden Lane or 
through the main office of the Title Guarantee & Trust Company 
at 176 Broadway. Special attention has been given to boxes for 
the jewelers’ trade and the prices vary between $6 and $65. 




















JEWELERS 


in steadily increasing numbers are find- 
ing our location most convenient 
and our service very 
satisfactory. 
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turn over the watches although admitting 
that he had them. 

3ertha Adler, a jeweler of Cincinnati, O., 
will be in New York next week and while 
here will make her headquarters at the Hotel 
Pennsylvania. 

David Weisburger, of Levi & Weisburger, 
36 W. 47th St., left on the Columbus yester- 
day (Tuesday) for a buying trip to the 
European gem markets, 

Lee and Reginald Reichman, of Reichman 
Bros., Inc., importers of diamonds, 20 W. 
47th St., expected to sail for Europe today 
(Wednesday) on the Aquitania. 

H. Dubiner, of Grabhorn & Dubiner, man- 
ufacturers of diamond mountings, 71 Nassau 
St., returned from Europe last week on the 
Olympic. While abroad Mr. Dubiner visited 
Paris; Berlin and Amsterdam. 

Milton L. Ernst, of Milton L. Ernst, Inc., 
importer of diamonds, 170 Broadway, left for 
Amsterdam and Antwerp on Aug. 2, on the 
steamer George Washington. He expects to 
byy diamonds to replenish the stock of the 
ppocern and will return about Oct. 1. 

* Samuel E. Steinmann, eastern representa- 
tive of the Goldsmith Bros. Smelting & Re- 
fining Co., this city, has just returned from 

Long Beach, where he enjoyed an extended 
sojourn. He will leave shortly for an ex- 
tensive tour of the country taking in the 
principal cities. 

The assets of Ralph Ross, dealer in pearls 
and precious stones, 489 Fifth Ave., now in 
bankruptcy, will be sold at public auction on 
Thursday, Aug. 14, at 10.30 a. m., at 552 
Broadway. The sale will be held by order 
of the court and will be conducted by 
Charles Shongood, auctioneer. The articles 
to be placed on sale include pearls, diamond 
jewelry, a diamond scale, a Packard automo- 
bile, ete. 

A man who described himself as George 
Stein, a peddler, living on Ridge St., this 
city, was arrested last week, charged with 
stealing a bar of silver bullion from a truck 
which was bringing silver to the offices of 
the United States Metal & Refining Co., 32 
Liberty St. Stein, it is claimed, was caught 
by Patrolman Brown of the Old Slip Station 
with a bar of silver bullion in his hand. He 
was arraigned in Tombs Police Court last 
Thursday. 

On an order signed by Judge Knox in 
the United States District Court last Thurs- 
day, Thomas F. Reilly was appointed as 
ancillary receiver for the business of Alex 
Reizin, manufacturing jeweler, 47 Chrystie 
St. Mr. Reilly’s bond was fixed at $2,500. 
On July 22, Mr. Reizin filed a voluntary 
petition in bankruptcy in Brooklyn and listed 
his liabilities at $12,000, while his assets 
he estimated to be worth $8,000 which in- 
clude fixtures and accounts receivable. 

J. Gottlieb, importer of Swiss watches, 66 
Nassau St., returned last Friday from Swit- 
zerland aboard the Aquitania. Mr. Gottlieb 
reports the entire Swiss watch industry 
working to capacity which, he states, indi- 
cates an excellent Fall business. The prices 


have and are steadily advancing in staple 
merchandise 


with prospects of continued 
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rises, asserted Mr. Gottlieb. Nat Hirsch- 
horn, representing Mr. Gottlieb, has left on 
a business trip through the middle west and 
Pacific Coast States. 

Karl Kaplan, well known to the retail 
jewelry trade, will hereafter represent S. 
Stanley Solomon, wholesale dealer in watch- 
makers’ and jewelers’ tools and supplies, 21 
Maiden Lane. Mr. Kaplan will call on the 
New York city trade heretofore covered by 
Mr. Solomon. A. Blustein, of Washington, 
D. C., southern representative of the Solo- 
mon concern, is at present in New York 
with his wife prior to leaving for his Fall 
trip. George S. Shindel, Sidney Friedman 
and Dave Lieberfreund, the other travelers, 
report improved business conditions in their 
respective territories. : 

After a search of more than six weeks, 
John M. Barry, alias “Bernard Maron,” who 
escaped from’his guards while being taken 
to the Tombs Prison in New York early. last 
June, was captured several days ago in Chi- 
cago. Maron, who had been arrested on a 
charge of stealing $15,000 from the Capital 
National Bank and who, it will be recalled, 
served a term for stealing diamonds valued 
at $57,600 from Meyrowitz Bros., diamond 
importers, 170 Broadway, has been brought 
back to this city, where he will be prosecuted. 
At the time of Maron’s escape last June, 
THE JEWELER’s CIRCULAR published his 
photograph and a detailed description of the 
man in an effort to assist the Department of 
Justice in apprehending this dangerous crook. 








A GIANT DIAMOND 
New York Importer Brings in Rough Gem 
Weighing 60914 Carats 

What is said to be the-largest, rough dia- 
mond ever brought to this country and the 
second largest ever mined, reached New 
York last Friday with the arrival of Louis 
Baumgold of Baumgold Bros. & Co., im- 
porters and cutters, 71 Nassau St. The 
stone was taken out of the earth several 
months ago by a negro diamond miner but 
no notice of its discovery was made public 
until Mr. Baumgold purchased it on July 
9 while abroad from the London Diamond 
Syndicate, 

The diamond weighs 6091%4 carats and 
while irregular in shape, has the appearance 
of a heart. It differs from the Cullinan 
diamond, the largest stone ever discovered, 
in that it is flat, it being only about 7-inch 
in depth at its thickest point. The stone, 
which is blue white, measures about 3% 
inches long and 234 inches wide. 

The purchase of this diamond by Mr. 
3aumgold caused a sensation abroad and 
photographs of it appeared in the London 
Daily Mail. However, the syndicate re- 
fused to make public the name of the pur- 
chaser and the first information that Mr. 
Jaumgold had bought this unusual gem for 
his concern, was given to a JEWELERS’ 
CIRCULAR reporter several days ago. 

The stone is still in the rough and will be 
cut at the Baumgold factory. The concern, 
refused to put any valuation on this gem, 
stating that its real worth would be increased 
materially by cutting. 











Joseph Nosse has opened a new jewelry 
store in the Maute Theater building at Ir- 
win, Pa. 





123 


bn 


woh 





An associate metallurgist is needed by the 
Government, which offers $3,000 a year re- 
muneration for this post. Civil Service ex- 
aminations will be held in the near future 
and the successful applicant will be ap- 
pointed to this position. 

Considerable interest is in the jewelry 
shop of Walter Reed Hospital. Re- 
habilitating soldiers are undergoing train- 
ing there in metal craftsmanship and the 
turning out of creditable jewelry. Captain 
Allen is constructing enameled bracelets and 
a bar pin. in silver this week, while Captain 
Ackerson is making a set of silver cuff links. 

With its splendid collection of antique sil- 
ver, Sheffield, Waterford and Bristol, the 
Washington Gallery is preparing to move 
from its location at 612 13th St., N. W., to 
the Transportation building. It has engaged 
a shop on the ground floor of this building, 
which is being prepared for the removal of 
this gallery. G. H. Luengene and H.. B. 
Freese are in charge. 

Sydney M. Selinger has donated a string 
of pearls to the successful contestant in the 
“Miss Washington” contest. The queen of 
beauty from among the city’s brilliant array 
of pulchritude will receive this special gift 
from Mr. Selinger, who is participating 
along with several other merchants in do- 
nating prizes for the great carnival at At- 
lantic City in September. A diamond and 
onyx ring will be the gift of Samuel T. 
Schwartz of.708 7th St., N. W., to the most 
beautiful girl in the national capital. 

Hurling a brick through the’ plate glass 
window of Carl Peterson & Sons’ jewelry 
establishment at 913 G St., N. W., unknown 
thieves grabbed a handfull of the best 
articles on display in the attractive show 
window and fled, Monday, Aug. 4. After 
smashing the window the robbers reached 
into the aperture made by the brick, and 
taking watches and other jewelry escaped 
in the early hours of the morning, shortly 
after daylight. The value of the stolen 
articles, according to an estimate made on 
the day of the robbery was close to $300. 
The burglary is believed to have been com- 
mitted about 5 o’clock in the morning. 
Although the Peterson firm is located in the 
busy business district on G St., prominently 

watched by the patrolman on the beat, never- 
theless, the act escaped unnoticed. 

A suit for $2,409 was filed Aug. 4 against 
the former proprietor of Lucio’s jewelry 
store on F St., which was recently burned, 
Mrs, Margaret Levy Perkinson, who since 
the disaster which involved the death of 
Louis Berman, prominent optician, in charge 
of the optical department of Lucio’s, has 
been conducting her business at 1215 H St., 
N. W. Suit was entered by M. & H. Silver, 
Inc., Washington auctioneers, who claim that 
Mrs. Perkinson owes them for jewelry de- 
livered to her, as well as for money loaned 
to her, and for an unpaid balance for 
services. It will be recalled that an ex- 
plosion which blew out the front window 
of Lucio’s, followed by a fire in the store, 
caused the patrolman to investigate, when 
Dr. Louis Berman was discovered in the 
burning building. He was rescued, and died 
upon being removed to a hospital. 











Robert L. Coates on Monday observed the 
33rd anniversary of his connection with the 
wholesale firm of L. P. White. 


L. L. Budevoir has returned from a trip 
through New England in the interests of 
Byard I. Brogan, manufacturer of mount- 
ings, 8305 Sansom St. 

Among the firms registered in the courts 
this week is that of Isadore Deitch, of 2608 
S. llth St., trading as the Penn Jewelry 
Shop, 1502 Market St. 

Harold Rex, son of Fred W. Rex, retail 
jeweler, Lehighton, Pa., is recovering in the 
Brookline, Mass., hospital from an operation. 
He is in the employ of the General Electric 
Co., Lynn, Mass. 

Matz & Co., who were for several years in 
the building at S. 8th and Sansom Sts., are 
now well established in their new location at 
111 S. 8th St., where they have fine quar- 
ters on the second floor. 

A. Hoffman, manufacturer of platinum 
mountings, has removed his establishment 
from 1112 Chestnut St. to the second floor 
of the Matz building, 720 Sansom St., where 
he has a front location and excellent light. 

Samuel Vederman has caught the new 
urge on Sansom St. and is making extensive 
alterations and improvements to his whole- 
sale establishment at 710, with a view to 


more room and better office and display 
equipment. 
Emi! Grebe, a veteran Philadelphia _re- 


tailer, has sold out his stock and closed up 
his store at 1737 N. Penn St. and has started 
to realize his dream of many years of leading 
a retired life. He in business at the 
above location for 25 years. 


Was 


Fred P. Barry, Philadelphia representa- 
tive of the Ziruth, Burgess Co., Newark, 


returned from a sojourn at Ocean City for 
the purpose of seeing his son, Fred Allan 
Jarry, of the real estate firm of Smullen & 
Barry, off on a trip to Europe. 

Philip Rosnov, son of M. Rosnov, 719 
Sansom St., will, it is expected, be able to 
be removed from the University Hospital to 
the family’s cottage at Atlantic City this 
week. He is recovering from a severe at- 
tack of pleurisy and an operation for an 
abcess on the liver. 

Word has been received that Joseph Good- 
man, diamond dealer, 731 Sansom St., sailed 
from Southampton, Tuesday, on the Lezvias 
than for home, after a three months’ tour 
of Europe. Several weeks were spent at 
Antwerji, Amsterdam and other diamond cen- 
ters. 

Frank Himelfarb and Benjamin Zeper, of 
the firm of Himelfarb & Zeper, diamond deal- 
ers on Sansom St., have joined the brigade 
of jeweler commuters to Atlantic City for 
the Summer. Both have cottages at the 
shore. Milton Neff, of Joseph Goodman & 
Co., is another recruit to the commuters. 

Local wholesalers, manufacturers and job- 
bers are sending out their salesmen with their 
Fall lines and there is a general tendency to- 
ward optimism in the trade that even the im- 
pending presidential campaign and the cus- 
tomary floods of “bunk” cannot dampen. In 
the wholesale jewelry district the feeling is 
much better at present than it has been for 
many weeks and the trade is keyed up to the 
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hope of a good Fall and holiday trade. In- 
quiries from retailers also reflect optimism. 

Sol Rosenblatt, jeweler, 2649 German- 
town Ave., is administering the $220,000 
estate of his brother, Aaron, an optician, 
whose store was almost directly across the 
street from Saul’s and who committed sui- 
cide by shooting himself in his store a week 
after his second wedding. His second wife 
and three children by his first wife share the 
estate. 

Harry E. Davis, manufacturer and whole- 
saler in tortoise shell goods, ivory, etc., has 
purchased the four-story building he has oc- 
cupied for several years at 807 Sansom St. 
and will completely remodel it for his rapidly 
growing trade. He is having it equipped 
electrically, both for his workrooms and 
salesroom, and has planned a number of 
other important improvements. Mr. Davis 
is president of the Sansom Street Business 
Men’s Association and active in affairs along 
the street. 

Philadelphia jewelers who commute daily 
to and from Atlantic City bring the news 
that a man, apparently 40 years old, was 
found asleep in a Broadway pavilion at the 
resort, and when his evasive answers aroused 
suspicion, was arrested. When his clothing 
was searched at police headquarters, the of- 
ficers were amazed to find his pockets bulg- 
ing with a varied assortment of jewelry, in- 
cluding a number of valuable watches, dia- 
mond rings, diamond stickpins and a number 
of unmounted stones, the whole being valued 
at almost $10,000. The prisoner, the police 
said, asserted he was a New York jeweler 
and was held by the authorities for further 
investigation. 











Joseph Finberg has been confined to his 
Summer home at Tousiett the past week by 
illness. 

Harcld F. Brown, of the H. F. Brown Co., 


was married last week to Miss Ethel M. 
Grant. 

The Attleboro Post Office figures show an 
increase of $30,000 in business done the last 
fiscal year over the previous year. 

The second week in the vacation period 
came to a close Saturday, and on Monday 
of this week most of the firms started op- 
erations. 

Aldro A. French and Joseph F. Rioux are 
listed as incorporators of the Panelon Co., 
which will engage in the manufacture of 
underwear in Attleboro. 

Harlan A. Allen, operating his automobile 
on Dunham St. one day last week, saved a 
four-year-old child from serious injury by 
making a quick stop of his car after the girl 
had run directly in front of it. 

A. E. Markoff, who has conducted a re- 
tail jewelry store in Bristol, R. I., for the 
past 15 years, has taken over the store of 
Kent & Elliott in Attleboro and will operate 
it with his brother, Walter E. Markoff. 

The business of S. Dosick & Co. has been 
purchased by Alfred J. Becker, who will con- 
duct the business under the name of the Hub 
Jewelry Co. Mr. Becker was formerly con- 
nected with the H. D. Merritt Co. and the 
J. M. Frazer Co., Providence. 
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Henry Meyer, representing the McChesney 
Co., this city is expected to return to the 
home office from the Pacific Coast about 


Aug. 18. Mr. Meyer reports business con- 
ditions on the Pacific Coast as improved. 

Damage estimated at $25,000 resulted to 
the interior of the four-story brick factory 
building at 85-103 New Jersey Railroad 
Ave. on July 23 from a three-alarm fire, 
The building had about a dozen tenants, 
Spontaneous combustion is thought to have 
caused the blaze. Among the firms occupy- 
ing the building was the Continental Smelt- 
ing & Refining Co. Jacob Cohn, night 
watchman for the Associated Button Co,, 
tenants on the third floor, discovered the 
fire, at 4 A. M., and turned in the first alarm, 
The second and third alarms were sent in 
soon afterward, in quick succession, calling 
out 11 engine companies. 

Mrs. Edward H. Eckfeldt, wife of the 
senior member of the jewelry manufacturing 
firm of Eckfeldt & Ackley, 102 Murray St., 
this city, died July 23 at her home, 324 
Carteret Place, Orange. She had been ill 
four months, following an operation for ap- 
pendicitis. Funeral services were held 
Friday afternoon, July 25, at her home. 
Mrs. Eckfeldt was prominent in social, 
charitable and church activities in the 
Oranges. She was a member of the 
Woman’s Club of Orange, the women’s 
board of managers of the Homeopathic 
Hospital of Issex county, chairman of the 
house committee of the Visiting Nurse 
Association of the Oranges, and president 
of the Orange unit of the New Jersey 
Women’s Republican Club. For many 
years she was an active worker in the vari- 
ous organizations of the Hillside Presby- 
terian Church of Orange and until recently 
had been president of the Women’s Society 
of that church. Surviving her, besides her 
husband, are a son, a daughter, two brothers 
and two sisters. 
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Co. is closed this week 
account taking. 

Ira Robinson, of the Webster Co., left 
Saturday for Canada, where he will enjoy a 
FESt. 

Clifton Emerson, salesman for the T. I. 
Smith Co., left this week for an extended 
business trip. 

The Bughee & Niles Co. was closed last 
week for the annual vacation period. All of 
the employes were paid their regular week’s 
salary. 

Orin W. Clifford, Theron Curtis and An- 
drew Morris, well-known manufacturers, 
were endorsed last week for places on the 
Republican ‘town committee. 

Nelson B. McCormack and Julius Weis- 
man, who have been connected with the J. J. 
White Mfg. Co. of Providence, have pur- 
chased an interest in the Plainville Stock 
Co. and with Leroy Metcalf will continue 
the business. 


The Geo. L. 


Paine 
for the annual stock 
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C. D. Smith, of the Smith, Patterson Co., 
is at Lake Granite, N. H., where he will 
remain for two-weeks. 

George E. Frye, Augusta, Me., has moved 
into a new store, much larger and_ better 
equipped than his former premises. 

Mrs. Ludwig has taken over the interest of 
Mr. Harlow in the firm of Ludwig & Har- 
low, Gardner, Me. 
years ago, since which time she has been 
identified with Mr. Harlew in the business. 
Now she is sole possessor. 

The ninth annual outing of the New Eng- 
land jewelers will be held at the end of Sep- 
tember in the White Mountains. Headquar- 
ters will be the Waumbeck Hotel. The 
event will extend over three days, and, will 
include golf tournaments, sports and automo- 
bile tours, ending with a banquet. About 200 
guests and members are expected to ‘take 
part. 5 
C. A. Woodsome, of the E. B. Horn: Co., 
has gone to Crow’s Point, where he has a 
Summer home, for the next month. Fred 
Horn is resting at Hyannis for four weeks. 
George E. Fletcher, of the Horn concern, 
is convalescing from an operation performed 
at the Homeopathic Hospital a month ago. 
He is well on the road to recovery and hopes 
to be back to business in a short while} 

\W. T. Keating has returned from Niagara 
Falls and a trip through Pennsylvania, where 
he journeyed in his automobile. Edward C. 


Cole, of D. C. Percival & Co., went to Bar- 


ton, Vt., for his Summer holidays. He re- 
turned last week. W. E. Brocker, of the 
same company, has gone on a month’s so- 
journ, part of which he will pass in the 
White Mountains and the remainder in 
Salem. 

Early on the morning of July 28,.a gang 
from an automobile attempted to break into 
the jewelry store conducted by Fred H. Jes- 
sup in Wareham. They smashed a plate 
glass window in the front of the store after 
they had failed to gain entrance through a 
back window. The crash of the falling glass 
attracted Patrolman Baxter, who rushed to 
the scene only to see the breaking party get 
into the waiting car and disappear on the 
road to the north. 

Two young men were taken isto custody 
as suspicious persons July 29, after Alfred 
Duplain, 61 Albion St., South End, pointed 
them out as men who victimized him last 
December and offered to sell him some dia- 
monds for $1,000 by means of a confidence 
game. He bargained with them and finally 
offered $1,000 for the stones. When he made 
an examination after the men had left his 
store, he discovered the stones had been 
switched at the last minute and that he had 
received worthless stones. 

A group of prominent jewelers from this 
State are planning to attend the national con- 
vention in St. Louis. They will take the 
boat to Rochester, then go on to Toronto 
and Niagara Falls, taking the steamer to De- 
troit, and by train to St. Louis. The party 
will include: Charles J. Stever, president 
of the State association; E. F. Lilley, Mil- 
ford; Henry R. Arnold, of D. C. Percival’s ; 
Maurice Karpeles, Daniel Sullivan, Ellis 
Gifford, Fall River; Louis Smith, Beverly, 
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State secretary; J. Banks, president of the 
New Hampshire association; 
Mansur, vice-president of the national asso- 
ciation, and H. Trout, of the Babson In- 
stitute. 

The marriage of Miss Elizabeth Percival, 
daughter of Mr. and Mrs. David Percival, 
of Grey Court, Kimball St., Marblehead 
Neck, and Scott Blanchard, son of Mr. and 
Mrs. H. W. Blanchard, of Concord, took 
place last Saturday afternoon in St. 
Michael’s Episcopal Church. Mr. Percival, 
the bride’s father, is a member of D. C. 
Percival & Co., wholesale jewelers, Jewelers’ 
building, Boston. The bride was attended by 
the Misses Helen Bayley, daughter of Mr. 
and Mrs: James Cushing Bayley ;° Eleanor 
Condit,. daughter’ of Mr.’and Mrs. Sears 
Condit; Louise Page, daughter of Jir. and 
Mrs. E d Page; Héleh Stone, daughter 
of Mrs. Robert E. Stone; Miss Constance 
Percival, sister of the bride; Katherine Hold- 
ship, of Pittsburgh, and Julia Hebard, Phil- 
adelphia. James Otis, Chicago, was best man 
and the ushers were Francis Cleveland, An- 
drew M. Winslow, Charles Van B. Cush- 
man, Eugene O’Neil, David Percival, Jr., 
and Wells Blanchard. The ceremony was 
performed by Rev. Robert B. Parker, rector 
of the church. | The edifice was filled to 
capacity, many ., $unvmer residents of the 
North Shore atten@rig. Pollowing the mar- 
riage the couplg* held a rebefition at Grey 
Court. On Tharsday evening Midss Percival 
entertained her attendants at a dinner at the 
Eastern Yacht ‘Club, of which ‘she is an 
enthusiastic member. \-She is also a member 
of the Vincent Cliand the Jainior Yacht 
Club. Mr. Blanchard“is ““farvard man of 
the class of 1925. St. Michael’s was deco- 
rated for the occasion with white flowers 
and greenery upon the altar and within the 
chancel, and with bouquets of garden flowers 
to mark the entrance to the pews. Several 
social events in honor of the.bride and bridal 
group have been notable. Mr. Blanchard 
and shis ‘bride, who were the recipients of 
a gteat number of rich gifts, will make 
their home in Kirkland Court, Cambridge, 
after a tour in Europe. 
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exporters” of foreign lands located in 
American ports who are supposed to have 
inherited sales instincts from previous 
generations.” 

“As soon as the inland producer realized 
that the doorway of some good foreign cus- 
tomer was no farther away than the nearest 
postoffice and that foreign sales can be just 
as easily negotiated in dollars as can 
domestic transactions, he has gone after 
foreign trade in true American style. The 
whole thing is a_ striking testimonial to 
American adaptability and readiness to meet 
new conditions and opportunities. It means 
if there is to be any continued uncertainty in 
the business situation it can be materially 
corrected or modified by resorting to over- 
seas markets. The products of American 
farm and factories will be offered for sale 
on foreign shelves instead of piling up in 
demestic warehouses awaiting the readjust- 
ments of the home market.” 
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Louis DeRoy of Louis DeRoy & Bros. has 
been confined to his home for several days 
on account of illness. Louis DeRoy & Bros. 
are making some extensive alternations to 
their repair department at their store on 
Smithfield St., plans calling for the expendi- 
ture of approximately $3,000 having been 
prepared. 

David Wise of the Samuel Weinhaus Co., 
had the misfortune to shove his arm through 
the glass window of his sedan. In some 
manner a cut which he sustained became in- 
fected and it was necessary to take Mr. 
Wise to the hospital, where he has been for 
two weeks. His condition was reported im- 
proved. 

The Retail Merchants’ Association of 
Pennsylvania will hold its annual meeting in 
Washington, Pa., Aug. 11 to 14 and a good 
program has been prepared for the occasion, 
with many subjects scheduled of much in- 
terest to retail merchants. Robert A. Kerr 
of Titusville is the president of the State 
organization. 

The M. Bonn Co. announces that it has 
more traveling men on the road than ever 
before and that two new territories are 
being. developed, one of the central west 
States and the Pacific coast. The men now 
out are obtaining some very good business 
and the outlook for the Fall is regarded as 
most ‘encouraging. 

J. Clare Crawford who was a prominent 
figure in the jewelry trade in Pittsburgh 
for many years was here recently visiting 
his friends in the trade. Mr. Crawford is at 
present connected with a concern manu- 
facturing a patent butter cutter and has his 
headquarters in the New England States, 
the headquarters of the company being in 
Pittsburgh. 

The John ,.M. Roberts & Son Co., report 
that, with the exception of the month of 
Mafch, :they have enjoyed an increase in 
business each month this year. The trade 
which was apparently lost in March, has 
been made up in other months and that they 
expect to finish 1924, regardless of the 
conditions which have existed, showing a 
substantial increase in trade. 

Word was received here last week an- 
nouncing that two women wanted in Pitts- 
burgh in connection with some _ frauds 
perpetrated on Pittsburgh stores had been 
arrested in New York. It was stated by 
President AH. W. Leonard of the Retail 
Credit Men’s Association that the arrest of 
these two women was brought about, 
through co-operation between Pittsburgh and 
New York credit members of the organiza- 
tion and others. 

Judging from reports expressed in various 
lines ot retail business, collections are said 
to be keeping up remarkably well and that 
the Summer collections for 1924 have been 
better than those in 1923 for the same 
period. Pittsburgh is regarded as one of 
the best credit towns in the country—that is 

a tremendous volume of business is done 
in Pittsburgh on credit, since stores in 
various lines of endeavor encourage it. It 
is claimed that the credit business really 
increases business. It is now encouraged by 
a large number of retail jewelry establish- 
ments in this section. 
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Chicago Notes 





Henry Baschkopf, 45 Lispenard St., New 
York, spent several days in Chicago recently 
calling on the trade. 

Wm. Green, of Carr & Green, Benton 
Harbor, Mich., was among the visitors to 
this market last week. 

Wm. J. McGriff, of Julius C. Walk & Son, 
Indianapolis, called on friends in the trade 
in Chicago last week. 

B. O. Hess, representing Krementz & Co., 
is making a business trip through Indiana 
and States of the middle west. 

C. W. Thomas, representing Allsop Bros., 
has returned to Chicago after spending 
three weeks visiting in the east. 

H. Paul Juergens and family have re- 
turned to Chicago after spending a month 
at Wequetonsing, Mich., resting. 

Fred Maus, of the Cowell & Hubbard Co., 
Cleveland, O., spent his vacation time in 
Chicago visiting relatives and friends. 

Math Yunn, associated with the Chicago 
office of Adolph Schwob, Inc., New York, 
is resting at Camp Lake in Wisconsin, 

Miss May Lawler, jewelry buyer for the 
Davis Dry Goods Co., formerly Rothchild & 
Co., is away on the lakes in Wisconsin. 

Sydney Bauman, diamond dealer, St. 
Louis, spent a few days here last week on 
his way home from a trip to New York. 

F. W. Whitney, representing the Hadley 
Co., is spending this week calling on the 
wholesale trade of Detroit and cities in Ohio. 

I. A. Levis, of Oppenheim & Strauss, 
New York, called on the trade here last 
week and visited his many friends in the 
city. 

J. B. McDonald, of Wolcott Mfg. Co., has 
returned to Chicago after a month’s trip 
calling on the trade of the west and north- 
west. 

R. B. Piawaty, Chicago manager for the 
North American Watch Co., has returned 
from a business trip to Cleveland and Cin- 
cinnati. 

Earl Stamm made a business trip to St. 
Louis and Kansas City last week in the 
interest of the Dueber-Hampden Watch 
Works. 

Chas. T. Spence, diamond dealer at 31 N. 


State St., is again at his office after a 
Canadian trip including Montreal and 
Quebec. 


H. N. Price is the latest addition to the 
salesmen of E. D. Rogers Co., and left last 
week for his territory in Texas and the 
southwest. 

Leon W. Berry of Carthage, Ill, was in 
Chicago a few days last week. Mr. Berry 
and his wife were returning from a trip to 


Europe where they spent two months sight 
seeing. . 

I{arold Green, of Williams & Green Co., 
left last week for St. Louis and will also 
visit Cincinnati, Columbus and Pittsburg be- 
fore returning home. 

Wm. H. Juergens, of the Juergens & 
Anderson Co., left this week for a month at 
Eagle River, Wis. Mr. Juergens is ac- 
companied by his family. 

Louis A. Blackinton, representing Flagg 
& Mourey, left last week for New Orleans 
and will spend a month calling on the trade 
in the southern territory. 

Maurice Weiss, returned recently from a 
trip to eastern and central cities in the 
interest of Henry Lederer & Bro, whom he 
represents in this territory. 

Carl P. Kicnka, of C. P. Kionka & Co., 
who returned last week from a business trip 
to the northwest reports considerable im- 
provement in that section. 


A. L. Fuller, Chicago manager for the 
Towle Mfg. Co., has returned with his 
family from Ephraim, Wis., where they 


have spent the past three weeks. 

Frank Newburger, manufacturers’ agent 
with offices in the Heyworth building, is 
visiting the factories he represents in the 
East before starting on his Fall trip. 

Sam Marks and Maynard Levy, of Marks 
& Levy, auctioneers returned home last week 
after conducting a close-out sale for the 
Carlton Jewelry Co., Watertown, N. Y. 

C. M. Pierce, of the Chicago office of R. 
Wallace & Sons Mfg. Co., is spending a 
few days at Wallingford, Conn., dividing 
his time between business and pleasure. 

Victor B. Hume, representing M. Alex- 
ander and L. Fritzsche & Co., returned last 
week from a month trip through the middle 
west and leaves this week for Detroit and 
eastern cities. 

Wm. Penfold, Chicago representative for 
F. H. Sadler & Co., left Sunday for Buffalo. 
While there he will visit relatives and be- 
fore returning to Chicago will call on the 
trade en route. 

Victor Blomstrom, of Blomstrom & Peter- 
sen, Escanaba, Mich., was in Chicago last 
week en route to get his car which turned 
over during a trip to Cleveland and had to 
be left for repairs. 

The entire sales force of the Hart Jewelry 
Co., started on their first Fall trips last 
week. Elmer Anderson, R. M. Nevins, W. 
A. Montague, L. C. Lessau and J. E. Fried- 
land are now in their respective territories. 

E. R. Tyler; auctioneer, opened a reduc- 
tion sale in Columbia City, Ind., Saturday 
for L. D. Clapham & Co. of that city. Mr. 
Clapham has been in business for over 27 


years and this is the first auction he has 
held: 

Victor E. Black, of the V. E. Black Co., 
Providence, visited his representative, C. O. 
Dobra, and called on friends in the trade 
here recently. Mr. Dobra, left Sunday for 
a trip to the cities of the northwest and 
Pacific Coast. 

Morris Mayer, of Mayer & Weinshenk, 
San Francisco, spent a short time here last 
week en route to New York. Mr. Mayer 
expects to spend several days here upon 
returning when he will visit friends in the 
trade and relatives in the city. 

Wm. Schumann, of Leubusher & Schu- 
mann Co., is spending a short time in 
Chicago this week after a trip to the middle 
west. Steve Leubusher of this company 
is expected home in about two weeks after 
a business trip and honeymoon in Europe. 

In response to an appeal letter sent out 
by the secretary of the Chicago Jewelers 
Association last week the sum of $470 was 
sent in as a voluntary donation by the 
members for the storm sufferers of Lorain, 
©. The amount was sent at once to Red 
Cross headquarters in that city. 

Frank Weadley, of Slade, Tenny & 
Weadley, represented the jewelry trade in 
the Illinois State Tournament of tennis 
played at Skokie Country Club last week. 
Mr. Weadley fared well in the elimination 
play until he drew Wm. T. Tilden, national 
champion, when he was forced to retire. 

T. T. Jones, for a number of years as- 
sociated with the Meyer Jewelry Co., Kansas 
City, has accepted a position in the material 
department of Emil Braude & Sons. M. 
Steinfels has also recently joined the sales 
force of this company and will represent 
them in Illinois, Indiana, Wisconsin and 
Michigan. 

Mrs. Betty Robb, wife of Joseph B. Robb, 
3407 N. Clark St., died at their home, 3507 
Rita Ave., on Monday night of last week. 
The funeral was conducted Wednesday eve- 
ning from the chapel at Broadway and 
Argyle, under the auspices of Lake View 
chapter No. 149, O. E. S. Burial was at 
Stockton, III. 

Saturday, Aug. 9, will see the formal 
opening of Prenger & Turney in Peoria, Ill. 
This new store is located in the Palace 
Theatre building and is one of the very at- 
tractive stores of this State. The partner- 
ship consists of Jos. F. Prenger and Roland 
Turney, both of whom are well known in 
Peoria and have been associated with retail 
stores in that city for several years past. 

Representatives of the Gorham Co. from 
the Chicago office including W. S. Willis, 
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J. A. Irons, Richard Matheson, R. S. At- 
wood, Joseph Tonstall and Arthur McVoy 
have left for their first Fall trips to their 
respective territories. 

A. C. Becken, Jr., and wife left Sunday 
for a two weeks’ trip to northern Wisconsin. 

H. J. Bouchard, of the Bouchard-Longden- 
Geier Co., is spending a few weeks at Hay- 
ward, Wis. 

J. V. Huber, of Geo. H. Fuller Co., has 
returned from a visit of several weeks with 
friends in Indiana. 

Ray W. Gumm, Hugo, Okla., combined his 
vacation with a business trip to Chicago 
and spent last week in this city. 

Hiram Long, of the Karples Co’s. Chicago 
office, has returned from a business trip to 
Cincinnati and other Ohio cities. 

Henry Peers, of Joseph C. Peers & Son, 
Rockford, Ill., spent most of last week in 
Chicago accompanied by his wife. 

George A. Simmons, manufacturers’ agent, 
left last Saturday to call on the wholesale 
trade in cities of the Middle West. 

Irving Schwartz, representing the Kauf- 
man Mfg. Co., New York, spent last week 
calling on the wholesale trade here. 

F. C. Wilson, representing the Marathon 
Co., is now on a trip through the northwest 
and will call on the trade in Denver before 
returning to Chicago. 

Walter Simon, who has represented wholec- 
sale house in this city, is now associated with 
Graffe & Stanek and will call on their trade 
in Chicago and vicinity. 

Emil Pick. representing Hammel, Rig- 
lander & Co., paid a visit to the wholesale 
trade of St. Louis and Kansas City last 
week in the interest of his house. 

C. A. Whiting, of Whiting & Davis Co., 
Plainville, Mass., arrived in Chicago last 
week to visit the Chicago office and spend 
a short time with friends in the city. 

Sydney Y. Ball, president of the Norris, 
Alister-Ball Co., accompanied by his family 
left Sunday for northern part of Canada 
where they will sojourn for a month. 

Arthur Wittgren, manager of the jewelry 
department of Thos. J. Dee & Co., has 
returned from an extended automobile trip 
through the lake regions of Wisconsin. 

Word was received last week that Wm. 
Swartchild, of Swartchild & Co., who, ac- 
companied by his family, is visiting Europe, 
arrived safely at Berlin and are now at 
Carlsbad. 

Max Hirsch and wife, of this city, who 
have been traveling in Europe for several 
months have returned home, arriving in 
New York on the Olympic Tuesday of 
last week. 

Fred B. Hovey, Chicago manager for the 
National Jewelers Board of Trade, is spend- 
ing three weeks motoring with his family 
through Michigan, visiting the resorts of 
that State. 

Ernest Block left Sunday for Cincinnati 
to call on the trade in the interest of L. 
Stern, Providence. Before returning Mr. 
Block will spend a month calling on the 
trade in the south. 

A. Lunia & Son, 4541 Lincoln Ave., have 
just completed the remodeling of their store 
which included an entire new front. They 
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now have one of the attractive stores of 
that neighborhood. 

Kal L. Toelke, of the Master Jewelry 
Co., Heyworth building, who has been at 
a hospital for the past three months on 
account of an injury to his knee, is now at 
home and reported recovering rapidly. 

L. H. Echols, Henderson, Ky., arrived 
in Chicago last Saturday accompanied by 
his wife and two children. Mr. Echols 
is making a pleasure auto trip and took 
occasion to call on the wholesale trade while 
here. g 

C. D. Jacobs, of Jacobs-Lane, Inc., West 
Frankfort, Ill., spent a day in Chicago last 
week en route to Warsaw, Wis., to see his 
wife, who while visiting relatives at that 
place became ill recently and was operated 
upon for appendicitis. 

Otto Wennerlund, for many years at 1919 
W. Superior St., Duluth, Minn., has recently 
opened a new store at 3356 N. Paulina St., 
in this city. Mr. Wennerlund will operate 
both stores but expects to spend most of his 
time at the Chicago store. 

Frank Bangs, Salina, Kans., is spending 
this week in Chicago visiting the exhibit of 


art wares and novelties at the Sherman 
House. Mr. Bangs came: last week and 


spent several days visiting and playing golf 
with his many friends here. 

Albert McMahon, Wm. FE. Vogel and 
H. O. Bardon, representing the jewelry de- 
partment of Thos. J. Dee & Co., have left 
for their respective territories in the middle 
west and If. G. Anderson is now calling on 
the trade of the Pacilic Coast. 

The Irving Art & Gift Shop, 3144 Irving 
Park Blvd., this city, filed petition of 
voluntary bankruptcy last week giving about 
$3,000 of assets and scheduling over 
$8,000 of liabilities. Several local jewelry 
houses are creditors for small amounts. 

Harry Silverberg, who recently associated 
himself with Jacques Kreisler & Co., as 
Chicago representative, returned last week 
from a three weeks’ visit to New York 
where he attended to business and_ visited 
relatives. Mr. Silverberg was accompanied 
by his wife on the trip. 

The firm of Jacobs-Lane, Inc., West 
Frankfort, Ill., which recently purchased the 
fixtures and location of the Ellis Jewel Shop 
in Johnston City, HL, is having the place 
remodeled and expects to open for business 
about Sept. 1. There will be no change in 
their business at West Frankfort. 

Fred Perry, of the Ford-Perry Co., Provi- 
dence, arrived at his office here last week 
after several months’ absence at the factory. 
In the future the office at Chicago will be 
in charge of-George F. Dahlman, who is 
now accompanying Mr. Perry upon _ his 
visits to the trade of the middle west. 

E. L. Imhoff, western representative for 
the R. & G. Co., Attleboro, returned to 
Chicago last week after spending five weeks 
in the east. While there he visited the 
factory and accompanied by his wife toured 
the White Mountains. He left Sunday for 
a three weeks’ business trip to the Pacific 
Coast. 

The many friends of Carl Loeb, associated 
with I. Schwartz, jobbers at 29 E, Madison 
St., sympathize with him in the loss of his 
wife who died suddenly of heart failure at 
their home, 611 Gary Place, on Saturday 
night, July 26. The funeral was conducted 


from the home last Wednesday afternoon 


August 6, 1924 








and burial was in Rosehill Cemetery. Mr. 
Loeb was in Salt Lake City on a business 
trip when he received word of her suddea 
illness and death. 

Harry J. Lohmiller, who recently pur- 
chased the Carl Uffenbeck business at lon 
du Lac, Wis., after completing the remodel- 
ing and restocking, held a formal opening 
on Saturday, July 26. Many wholesalers of 
Chicago sent floral pieces and _ several 
representatives visited his store that day. 
All report that the opening was a great suc- 
cess and thousands of roses were presented 
to visitors. Mr. Lohmiller also gave each 
adult visitor a check for $1 good on any 
cash purchase of $2 or more made at his 
store before Jan. 1, 1925, 








San Antonio, Tex. 


J. I. Brewer is opening a repair shop in 
Tatt, Tex. 

Emil L. Walter has purchased the Walter 
Jewelry Co., of Fredericksburg, Tex. 

F. Winkler, of the Bell Jewelry Co., is 
spending some time at Corpus Christi. 

R. B. Roberts and “The Deltah” are both 
holding auction sales in Harlingen, Tex. 

J. H. Wiseman, of Mission, Tex., recently 
motored here and camped in Brackenridge 
Park. 

August Lamm, employe of the Bell Jewel- 
ry Co., is now camping in the mountains at 
Kerrville. 

P. J. McNeel, of the McNeel Jewelry Co., 
has taken his family to Corpus Christi to 
enjoy the delightful breezes. 

A. H. Ball, manager of the engraving and 
jewelry department of the Hertzberg Jewelry 
Co., has taken his family to Galveston, where 
he will attend the tri-State reunion of 
Shriners. 

Recent out-of-town jeweler-visitors in the 
city included H. C. Willman, La Grange, 
Tex.; G. A. Cordill, Kennedy, Tex.; J. B. 
Mulligan, Donna, Tex., and S. A. Gorden, 
Lockhart, Tex. 

B. M. Hammond, a local wholesale jeweler, 
has been spending a few weeks at Corpus 
Christi, Tex., with his family at the 
Stamm’s residence. While there he motored 
to Brownsville and all the surrounding towns 
in the valley and reports a very large crop 
of citrus fruits this Fall all over the Rio 
Grande valley. 

Mr. and Mrs. F. C. Stamm, Corpus Christi, 
who met with quite a serious accident at 
Newburyport, Mass., have recovered suf- 
ficiently to continue their trip and will visit 
relatives in Minnesota before returning to 
their home. 

Burglars made an attempt to enter the Bell 
Jewelry Co.’s store in W. Commerce St. re- 
cently. The establishment is protected 
against burglars by a local patrol organiza- 
tion. The breaking of the large glass win- 
dow caused an alarm at the office of the sys- 
tem. Detectives’ headquarters was notified 
and officers hurried to the place. The alarm 
sounding frightened them away and nothing 
was taken. 








Kearney Jones, it is reported, has disposed 
of his interest in the jewelry business at 
Elgin, Ore., and has left for the State of 
Washington. From there he will go to Cal- 
ifornia, where he will permanently locate. 
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i:, K. Reasoner, retailer, Muncie, Ind., was 
in Indianapolis last week. 

Nelson Heinrich, an official of the Craft 
Co., emblem ring manufacturers, is ill and 
confined to his home. 

V. E. Black of V. E. Black Co., Provi- 
dence, R. I., was a visitor in the city during 


the week. Harry Saunders of the Cincin- 
nati office of Ostby & Barton also called at 
wholesale houses. 

Carl Walk of Julius C. Walk & Son, 
Indianapolis retail jewelers, has left the city 
for Toronto, Can., preparatory to his trip 
to Europe. Mr. Walk will embark for 
England in a few days. 

Harper Ransburg, local cut glass and 
novelty gift manufacturer will have an ex- 
hibit at the annual Arts and Gifts show in 
Chicago. Mr. Ransburg went to Nashville, 
Tenn., where he attended the meeting of 
the Tennessee Retail Jewelers’ Association. 

Frederick Fromm, manager of the office 
of the Baldwin-Miller Co., has received a 
letter from Ralph Roessler, Marion, Ind., 
reporting that construction operations on Mr. 
Roessler’s new store are progressing rapidly. 
Although in temporary quarters during the 
month of July, Mr. Roessler reported an 
increase in business over July of last year. 

Extensive remodeling operations are under 
way at the store of the Rost Jewelry Co. 
A new store front of the latest design is 
being erected, and the entrance to the store 
is being enlarged and improved. The new 
front will contain show cases considerably 
larger than the old ones, with a marble base. 
An archway with a canopy extending over 
the street is being erected, and on this arch- 
way will be an electric sign bearing the 
company’s name. 

In the arrest of Joseph Taylor, colored, 
Indianapolis, detectives declare they have in 
custody the person, who, the night of July 
21, threw a paper-wrapped brick through a 
window of the Samuel Nathanson jewelry 
store at 430 Indiana Ave., and escaped with 
money and jewelry valued at $79. When 
arrested he had in his possession a watch 
and a $2.50 gold piece taken from the 
window; detectives say. He is alleged to 
have stolen eight similar gold pieces, four 
watches and two watch cases, stick pins 
and two pairs of opera glasses. He is 
charged with burglary and grand larceny. 

A co-operative selling stunt was _ held 
recently at Muncie, Ind., when virtually 
every merchant in the city participated in 
the annual Dollar Day Sale. For the first 
time in the history of the city all the 
merchants in the downtown business dis- 
trict gave their moval and financiai support 
to the project in order to make it success- 
ful. The stores opened at the usual time, 
but remained open a little later in the eve- 
ning. Crowds from smaller surrounding 
cities were present and it was especially 
noted that the rural population in the county 
purchased more freely than has been custom- 
ary for the last few months. 

The trade recently participated in an un- 
usual merchandising event in Terre Haute, 
Ind., when for three days the business men 
in the 500 Block on Wabash -Ave., the 
Principal business street there held a 
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“bargain carnival.” The carnival, accord- 
ing to the committee which had charge, was 
not for the purpose of unloading undesirable 
or unseasonable merchandise, but was to 
express the appreciation of the merchants in 
the block for the business done during the 
last six or seven months. The entire block 
was decorated with flags, bunting and 
festoonings and the stores were decorated 
inside and out with similar displays. The 
volume of business was greater than had 
been expected. 

When the Indiana State Board of Tax 
Commissioners, which is conducting a four- 
day hearing on the equalization of tax as- 
sessments in Indiana counties, took up the 
consideration of assessments in Miami 
county, members of the board sharply 
criticized the fact that the figures showed 
only $1,000 worth of diamonds listed for the 
entire county and that the total amount of 
merchandise, according to assessment figures 
was $162,000. Members of the board said 
it was preposterous to think that such a 
small amount of diamonds should be listed 
in that county and one member said he knew 
one resident in the county seat who wore 
more than twice that value of diamonds. It 
is significant to note with increasing tax 
levies that the valuation of diamonds listed 
is remarkably low all over the State. 
Jewelers say they are easily concealed and 
with no records made of purchases, they 
are hard to ferret out. 
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L. N. Pittman, of Amarillo, Tex., was in 


the Kansas City market recently buying 
goods. 

Louis Oppenstein, of the Oppenstein Bros., 
is on his vacation, which he is spending in 
Estes Park, Colo. 

J. O. Stott, of Paola, Kans., was in Kan- 
sas City July 24 attending the baseball game. 
He also called at the wholesale houses. 

T. S. Terry, Battlesville, Okla., was in 
Kansas City recently calling at the whole- 
sale houses and visiting with former friends. 

John Boosinger, of D. B. Ward & Co., 
returned from a sojourn July 28. He spent 
most of his time playing golf at Swope Park. 

J. E. Bagshaw, Belton, Mo., was in Kan- 
sas City July 24 calling on the trade. He 
reports good business in that part of Mis- 
souri. 

George Sommers, of Lewis & Sommers, 
returned July 28 from a vacation, which he 
spent at Roaring River in the Ozarks and 
at Eureka, Ark. 

Howard Potts, Sherman,- Tex., was in 
Kansas City the week of July 28 on a buy- 
ing trip. While here he visited with his 
brother, Lute Potts. 

A. FE. Gordon, accompanied by Mrs. Gor- 
don, watch inspector of Shreveport, La., 
spent the week-end in Kansas City recently 
as the guest: of Mrs. FE. A. Kiger. 

Mr. and Mrs. George H. Edwards, of Ed- 
ward-Ludwig-Fuller Jewelry Co., returned 
July 29 from Alexandria, Minn., after a 
three weeks’ trip. They stopped for a few 
days in Minneapolis on their return trip. 

J. E. Goar of the Harris-Goar Jewelry 
Co. returned July 22, from Yellowstone Park, 
where he had been camping for the past 
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month. Mr. Goar was accompanied by Mrs. 
Goar, their son, Clayton, and by Miss Clay- 
ton. 

O. M. Artes, of the Chicago office of: the 
Keystone Watch Case Co., called on the 
Kansas City jobbers, July 17 and 18, en route 
for a short trip to Denver. He stopped 
again in Kansas City on his return the fol- 
lowing week. 

Herbert Rappe, Watsonville, Cal., is con- 
structing an entire new store front. The 
glass front is set at an angle so that there 
is no reflection. There is a frontage of 20 
feet, giving not only a greatly improved ap- 
pearance but a very much larger display 
space. 

Merrit Rice, who represents the C. A. 
Kiger Co. in Oklahoma; Art Hillabod, in 
New Mexico, Arizona and California; and 
Carl Main, in the extreme west, left the 
week of July 21 for their respective terri- 
tories, carrying their new Fall line of goods. 

J. Milliard Turner, salesman for the H. F. 
Shomo and for the Clark Tool & Material 
Co., returned from the Kansas territory re- 
cently. He then left on July 25 for the 
northern territory. He reported that con- 
ditions looked encouraging and that dealers 
expect to buy more in the Fall. 

Jack Etheredge, who was formerly em- 
ployed by the Jaccard Jewelry Co., is now 
associated with the Frank Kaiser Jewelry 
Co., Kansas City, Kans. He started in with 
this firm on July 10. Raymond Carter, who 
was formerly employed by the John T. Mur- 
ray Gift Shop, is also now with the Frank 
Kaiser Jewelry Co. as a watchmaker. He 
has been with Mr. Kaiser since July 1. 

Mr. and Mrs. Walter M. Jaccard are 
spending the Summer in Los Angeles, Cal. 
Mr. Jaccard is the president of the Jaccard 
Jewelry Co. The Jaccard concern is having 
the entire store redecorated. The walls are 
mottled a two tone grey with a border of 
silver in the Grecian design against a back- 
ground of cobalt blue. The ceiling is stippled 
in a delicate grey blue. All of the lighting 
fixtures have been finished with a soft grey 
French finish. All of the woodwork and fix- 
tures are being refinished in mahogany. 

The annual July salesmen banquet of the 
C. A. Kiger Co. was held Saturday evening, 
July 19, in the banquet room of the Kansas 
City Club. Dinner was served promptly at 
7 P. M., after which a discussion of general 
conditions, policies, and other matters of the 
firm was held until after midnight. Ote 
Morgan of the Morgan Jewelry Co., Salina, 
Kans., was a guest of the firm and gave the 
salesmen impressions from the standpoint of 
a retail jeweler. Preceding the meeting of 
the club an afternoon session was held at 
the offices of the firm, at which time the 
men were shown their new ‘Fall line of 
jewelry by Ross Rainsburg, manager of the 
jewelry department. The same steps were 
taken in the watch department with H. E. 
Harris, head of the department, presiding. 
E.-A. Kiger of the diamond department pre- 
sided over an educational meeting in the in- 
terest of diamond and platinum merchandise. 
A. C. Jobes, a local banker and director of 
the Santa Fe railroad, also addressed the 
salesmen. The epitome of his discussion and 
the consensus of opinion of all present was 
that this Fall would see a general improve- 
ment in conditions through the west, due to 
the improved crop conditions and the better 
prices which are being offered. 





A. C. Bard, diamond broker, has moved 
from 611 to 605 Title Guarantee building. 

J. C. Schwartz, of Schwartz & Kilkenny, 
503 Jewelers’ building, is spending a week in 
San Francisco. 

C. B. Fox, of the diamond department of 


the Donavan & Seamans Co., is touring 
southern California. 

Jenjamin Lipson, a jeweler of Miami, 
Ariz., has been spending several days in Los 
Angeles on business. 

James A. Montgomery of Montgomery 
Bros. is back in the store after a rest of two 
weeks at Coronado Beach. 

Miss Ann McPherson, of the silverware 
department of the E, W. Reynolds Co., is on 
a visit to various points in southern Cali- 
fornia, 

C. E. Kendrick, formerly of Venice and 
previously in business for many years in 
Oklahoma, has bought the Witman jewelry 
store in Anaheim. 

William Deutsch, 501 Jewelers’ building, is 
just home from New York. He was gone 
five weeks and visited Chicago, Cleveland 
and other large cities on the way. 

The Clock Shop, of which J. J. Casson is 
proprietor, has moved from 9th St. and 
Grand Ave. to Olive St. near 6th. Mr. Cas- 
son is putting in a watch department. 

Miss Evelyn Burdman, associated with E. 
Gerson, diamond broker in the Title Guaran- 
tee building, has gone on a trip to San Fran- 
cisco, the Yosemite, and Reno, Nevada. 

H. A. Wood of Koke, Slaudt & Livermore 
is just back from a trip to New York and 
the eastern factories which his company rep- 
resents. He was accompanied by his wife, 
and was gone two months. 

James A. Codori, Los Angeles jewelry 
auctioneer, is conducting a sale for Mrs. 
J. M. Samuels, 2605 Central Ave. Mrs. 
Samuels will move to a new location on 
Western Ave. early in August. 

FE. A. George, wholesaler in the Title Guar- 
antee building, has left on a pleasure trip 
with his family. He is motoring as far 
north as the State of Washington. His 
house reports very good business. 

Harris & Page have left their old location 
and taken possession of their new store, 
11306 Santa Monica Boulevard, Sawtelle, 
where they have larger and better quarters. 
They are confident that they will do a good 
Fall business. 

The jewelry department of Hamburger & 
Sons is participating with the other depart- 
ments of the store in celebrating the 43rd 
anniversary of the founding of the big store. 
The store is closed on Saturdays all day 
during July and August. 

Zundel Katz, formerly in business at 261 
S. Main St., was married recently to Miss 
Florence Morinoff of this city. He motored 
with his bride to the Yosemite and other 
northern points. He is now looking for a 
new business location. 

C. F. Sischo, of C. F. Sischo & Sons, 
dealers in jewelers’ supplies, has just re- 
turned home after spending a week in San 
Francisco. Robert H. Gilmore and Harry 


Phillips, traveling salesmen for this house, 
are both out on the road. 
H. W. Slaudt, of Koke, Slaught & Liv- 
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ermore, manufacturers’ agents, has just 
started on a long business trip, expecting to 
visit San Francisco, Portland, Seattle, Spo- 
kane and other large cities of this coast. He 
will probably be gone until Sept. 1. 

J. D. Bridges of the International Silver 
Co. has started on a trip to Arizona. S. M. 
3aldwin of the hotel department of the same 
company is spending a short time here. His 
headquarters is in San Francisco. E. V. 
Saunders, head of the Pacific Coast depart- 
ment of this company, is also here for 10 
days or two weeks. 

W. B. Sunderland, of Sunderland & Miller, 
manufacturers’ agents, 607 Sun building, has 
started out to see the trade with samples of 
merchandise for the [all trade. He is not 
expected back until about the first of Octo- 
ber. George Bovee of the same firm has 
also started out on a similar trip. Mr. Mil- 
ler is taking care of the business at home. 

E. O. Fleek, of Brock & Co., has received 
a letter from Clarence H. Blake of the dia- 
mond department of the same firm, who, 
accompanied by his wife, is en route by 
motor car to British Columbia on a vacation 
trip. He had reached Medford, Ore., and 
had had a very pleasant trip and no motor 
trouble. He expects to be gone three months. 

Mrs. W. F. Walsh, wife of a manufactur- 
ing jeweler located at 720 Broadway Central 
building, has started on an eight weeks’ trip 
to Boston, Mass., and Portland, Me. She is 
a delegate to the national convention of the 
Ladies of the Grand Army of the Republic, 
to be held in Boston. She expects to go to 
Washington, D. C., with other delegates to 
the convention, before she returns home. 

After returning from a sojourn at Arrow- 
head Lake, Phil R. Sternberger, representa- 
tive of the P. D. Walsh Co., has just taken 
a business trip through the southern portion 
of the State, visiting San Diego, Santa Bar- 
bara, and others of the larger towns. His 
observation leads him to think that there will 
be a decided improvement in the jewelry 
business in this section during the coming 
Fall. 

The E. Bastheim Co., wholesalers in the 
Title Guarantee building, have finished the 
re-arrangement of their store, making pro- 
vision for the International Silver Co.’s line 
which has just been taken on. Joseph Kor- 
sen of the Bastheim concern has returned 
after his honeymoon, which was spent in the 
Yosemite National Park. Leon Juda of the 
same company spent the week-end at Catalina 
Island. 

Ben D. Howes, of Howes & Son, 901 
Brack Shops, is leaving for Alberta, Can., to 
visit some ranch property which he owns. 
He expects to be gone three or four weeks. 
His son, Durward Howes, is in charge of 
the firm’s business during his absence. Mr. 
Howes has been in the jewelry business for 
37 years, most of the time specializing in 
pearls, and has adopted the slogan “Distin- 
guished for Pearls.” 

G. W. Bodley, of the sales force of the 
T. J. Bruner Co., has returned from a visit 
to Chicago and to his old home in Michigan, 
combining business with pleasure. M. Neil- 
son, of the same concern, has returned from 
a business trip to Omaha. M. M. Nielson. 
his brother, who was formerly in the jewelry 
business in Alma, Nebr., has come to Cali- 
fornia and is now living in Alhambra, a 
suburb of Los Angeles. 
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Ray Vercler of the Ray Vercler Smelting 
& Refining Co. has returned from a motor 
trip of more than 2,000 miles in the north- 
ern part of the State, about 600 miles of 
which was in the mountains. He visited 
Lewiston, Weaverville, Doyle City and Junc- 
tion City, and thence down the Trinity River, 
Then he went west to the coast at Arcata, 
10 miles north of Eureka. During the course 
of his trip he visited a number of the prac- 
tically abandoned old-time mining towns, and 
on the whole had a_ very interesting 
outing. 

lollowing are the names of some of the 
out-of-town jewelers who have been in Los 
Angeles recently: William Baird, Yuma; 
J. J. McEvoy, San Pedro; F. M. Romberg, 
Banning; C. W. Middleton, Pomona; T. S. 
Lailey, El Monte; E. T. Stoddard, Whit- 
tier; Mrs. M. A. Stalmer, Fullerton; both 
members of the firm of Harris & Page, Saw- 
telle; Mrs. C. J. McCormick and Mrs. A. 
Protsch, Redondo; T. B. Van Nornum, 
Long Beach; J. Posner, Ocean Park; Mrs. 
H. E. Fox, San Ferrando, and R. E. Croft, 
Ik] Segundo. 

George E. Feagans has just arrived home 
from a European trip. He reports having 
had a very enjoyable journey. He was in 
time to celebrate the Fourth of July in Paris, 
and reports that he saw more American flags 
displayed there that day than he ever saw on 
a similar occasion in any American city. It 
was an evidence of friendship for America 
which he greatly appreciated. He did not, 
however, see any corresponding evidence of 
friendship for America while he was in 
Germany. It was his privilege to be present 
at the opening of the Olympic games. 

James A. Apffel of the James A. Apffel Co., 
manufacturing jewelers, has arrived home 
from his trip to Boston, where he went to 
attend the national convention of the Elks. 
H. L. Gruber, who, accompanied by his wife, 
went on the same special train to Bos- 
ton, was aboard the liner Boston en route to 
New York when that vessel was rammed by 
the tanker Swtft Arrow at midnight Monday, 
July 21. E. A. Taylor, who occupies a por- 
tion of the same office with Mr. Gruber, has 
just received a letter from Mr. Gruber briefly 
mentioning the fact. The letter was dated at 
Atlantic City. 








The increase in the export of Swiss 
watches of all kinds is being well maintained. 
In 1922 some 2,350,000 watch movements 
were exported. Last year this number was 
increased to 3,650,000. Of this total the 
United States took 2,454,000 and Britain 
183,000. Last year Britain imported 1,613,- 
000 complete watches in cases other than 
gold or silver, and the United States, 188,- 
000. During 1923 Britain also imported 
270,000 bracelet watches from Switzerland 
in nickel, 244,000 silver bracelet watches and 
271,000 gold bracelet watches. Switzerland 
is increasing her business in the east. She 
has taught the Chinese how to carry wrist 
watches and last year sold China some 549,- 
000 in nickel, 100,000 in gold and a substan- 
tial number in silver, as well as a number 
of pocket timepieces. China is considered 
to be a huge potential market and an excel- 
lent start has been made, it would seem.’ 
Other good customers of the Swiss watch- 
makers include, Japan, the Argentine, Aus- 
tralia, India and Italy and Austria. 
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Gordon H. Otto, 140 Geary St., is calling 
on the trade in the southern part of the 
State. 

John J. Morse, western manager for the 
Elgin National Watch Co., is back after 


calling on the trade in the Sacramento 
valley. 

11. W. Copp and V. C. Jerram, watch in- 
spectors of San Francisco, have opened a 
branch at San Luis Obispo, Cal., with Mr. 
Jerram in charge. 

IX. V. Saunders, manager of the Pacific 
Coast division of the International Silver 
Co., has gone to Los Angeles on special busi- 
ness for about 10 days. 

Mr. Cohn, of the Herald Novelty Co., New 
York, has been in San Francisco on his 
annual business trip. From here he pro- 
ceeded to the northwest. 

Louis Ostby, manufacturers’ representa- 
tive, 704 Market St., has been resting in the 
Feather River section and is now getting 
ready for his early Fall trips. 

D. Landows has moved to 38 Ellis St. 
from 548 Geary. In the new location he 
has a well lighted shop. He carries a stock 
of jewelry, but the main part of his business 
is repair work. 

M. Lossman, who has conducted a store at 
2652 Mission St. for some time, has put his 
stock in storage and taken a rest. It is 
expected he will reopen for business again 
when he finds a suitable location. 

Samuel Gilbert, 1519 W. 7th St., Oakland, 
disappeared about three weeks ago. The 
store has been closed and the stock taken 
over by the National Jewelers Board of 
Trade for the benefit of créditors. 

Charles Baum, who recently opened The 
House of Silverware at 1024 Wall St., Los 
Angeles, is expected in San Francisco shortly 
when it is understood he will make arrange- 
ments for opening a branch office in this city. 

Frank Cator, who has been in business at 
36 Sth St., San Francisco, has leased the 
store at 912 Market St. and will open at 
that location as soon as the premises are 
remodeled and refitted to suit his require- 
ments, 

Frank Maguire, formerly with Shreve & 
Co. in this city and more recently with 
Wright, Campbell & Ginder of Los Angeles, 
has been renewing acquaintances in the Bay 
region prior to leaving for Colombia, where 
he expects to be located for two years or 
more. He is going via the Panama Canal 
and New Orleans. 

W. F. Undhjen, formerly with Harold 
Kimes, manufacturers’ representative, 704 
Market St., has joined the local staff of J. R. 
Wood & Sons, with headquarters in the 
same building, and will call on the trade in 
the Sacramento and San Joaquin valleys, 
also along the coast for many miles in both 
directions from San Francisco. 

Among the recent visitors in San Fran- 
cisco were C. E. Marcellus, manager of the 
diamond department of Feagans & Co., Los 
Angeles, who was here on his vacation; 
Mrs. P. K. Daugherty, of the watch depart- 
ment of the E. W. Reynolds Co., Los An- 
geles; Mrs. Herbert Rappe, Watsonville; 
Arthur Wall, of Wall & Dougherty, Hono- 
lulu : Irving Hurd, manager of the jewelry 
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department of Theo. H. Davies & Co., Hon- 
olulu; George F. Butterfield, of Butterfield 
Bros., Portland; Philip Mendelsohn, Port- 
land. 

By the will of the late John S. Adler, 
manufacturers’ representative, his estate 
amounting to $100,000 was left in trust for 
his sister, Clara Adler of Chicago. It was 
set forth in the will that nothing was left 
to Mrs. Adler because she was independently 
wealthy. Samuel H. Adler, a brother, and 
I<dgar Levy were named as executors of the 
will. Mrs. Adler’s attorney expressed her 
wish that the terms of the will be carried 
out in full. 

Roy Fitzgerald, who closed his ring man- 
ufacturing plant at 830 Market St. a few 
months ago after being unable to sell it for 
what he considered the business worth, has 
returned to the city and plans to reopen the 
establishment about the middle of August. 
Mrs. Fitzgerald, who does practically all 
the selling, has been in rather poor health 
but is greatly improved since giving up her 
travels for a time, and is anxious to get out 
among the trade again. 

Val. Molkenbuhr & Co., 704 Market St., 
have just concluded arrangements for the 
opening of a jewelry box plant in this city. 
Heretofore they have confined their attention 
to imported cases and have built up a very 
satisfactory business all along the Coast. 
With the new plant in operation they will 
be able to fill orders much more promptly. 
Special presses have been installed for doing 
their own printing on the cases. Mr. Mol- 
kenbuhr is now calling on the trade in south- 
ern California and will make a trip to the 
northwest in time to book holiday orders. 

The next meeting of the Western Material 
Dealers’ Association will be held in Los An- 
geles during the month of October. At the 
conclusion of the quarterly meeting held 
here Jast week, all those in attendance, in- 
cluding A. V. Davidson, district manager 
of the National Jewelers Board of Trade, 
were invited over to Belvedere, Marin 
county, to the Summer home of Fred Davis 
of the Morgan & Allen Co., where a very 
pleasant afternoon and evening were spent. 
It was very gratifying to have the western 
material houses so well represented at this 
last meeting, one or more being present from 
all the Los Angeles, San Francisco and Port- 
land firms. Erling Clabo, a new material 
dealer of Oakland, Cal., was admitted to 
membership. 








Pacific Coast Notes 





C. R. Smith & Co. of Crockett, Cal., suf- 
fered a fire loss in a fire which destroyed 
several buildings in Crockett recently. 

Although it has been very quiet in the 
Salinas valley, Goodfriend & Traub, Salinas 
jewelers, now maintain a stock that would 
do credit to a much larger community. 

L. C. Tucker opened a jewelry store at 
Temple, Cal., the first part of July. He has 
installed an excellent line of high grade 
jewelry, watches, clocks and silver and is 
doing watch repairing. 

On July 25 Burnett Bros. opened a jewelry 
store at 92 S. Ist St., San Jose. This makes 
the seventh store to be opened by this com- 
pany on the Pacific Coast, the first California 
store being opened in San Francisco in April. 
The new store is 25 feet wide and 110 feet 
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deep, and fine fixtures and front were in- 
stalled, making it one of the most attractive 
stores in the Santa Clara valley. 

C. L. Robertson, who has conducted a 
jewelry and watch repairing shop in El 
Monte, Cal., for several months, is opening . 
a jewelry store in the Rialto Theater build- 
ing and will carry a line of popular priced 
jewelry. 

A new store has been opened at 1017 Mor- 
row St., San Luis Obispo, by H. W. Copp. 
This is a branch of the San Francisco store 
and V. C. Jerram has been transferred from 
the San Francisco store to manage the San 
Luis Obispo store. 

R. H. Wilson, located on Pier Ave., Ocean 
Park, Cal., has announced that he is selling 
out his line of jewelry and will devote all 
of his time to the optical business, which 
he has built up in recent years. Mr. Wilson 
started in a small shop in Ocean Park over 
18 years ago, and now has one of the nicest 
shops in that city. He has decided that he 
likes the optical business better though and 
will install a complete lens grinding depart- 
ment and every requisite of an up-to-date 
optical business. 








Omaha 


The A. F, Smith Co., Omaha, is now 
working on the annual catalog for the com- 
pany. The book is expected to be out by 
Oct. 15 or sooner. 

Bert B. Combs has moved his B. B. 
Combs Optical Co. into the store of his 
brother T. L. Combs Jewelry Co., here and 
is handling the optical work. 

The C. B. Brown Co., retail jewelers, 
Omaha, is facing a new problem. This com- 
pany has a lease on its store at 16th and 
Farnam Sts., the busiest corner in Omaha, 
where the store has done business for many 
years. Now, out of a clear sky comes the 
announcement that the Woolworth 5 and 10 
cent store has leased the ground floor on 
Farnam St, from 16th to 17th Sts., an en- 
tire city block in length, and will begin re- 
modeling to make all this into quarters for 
a magnificent 5 and 10 cent store in Omaha 
in addition to the other one that company 
already has here. The problem of C. B. 
Brown Co., is what will his status as a 
high grade jeweler be if he sticks by his 
lease and remains in the present location. 
In other words, his store space is to be cut 
in half as to width, giving him a deeper 
store, but only 17 feet wide. This will 
necessitate rearrangement of show cases and 
wall cases. In addition to that, it is said, 
that according to present plans and blue 
prints, the mammoth 10 cent store would 
completely surround his store, leaving him 
nothing but the entrance facing 16th St. 








Market Prices for Silver Bars 


The following are the quotations for silver 
bars in London and New York as reported 
for the past week: 

Selling Price 


London U.S. Gov’t New York 
Date Official Assay Bars Oficial 

LS er See 34% 70% 68% 
Tuly 279....... 342) 70% 68 

ey 34% 70% 67% 
ye eee 345% 70% 684 
fe ae rere 34% 71% 68% 
| a Parra holiday 70% 684 














C. C. Parrott, formerly of Montello, Wis., 
has permanently affiliated himself with the 
A. C. Fuchs retail jewelry store, 2707 North 
Ave., and has taken over the watch repair 
and optometry departments of the establish- 
ment. 

Rearrangement of the stock of the William 

F. Gollberg, Milwaukee watch material 
house, is being undertaken at this time to 
facilitate the future service to the growing 
clientele of the concern, The firm is already 
completely acclimated to its new and en- 
larged quarters, taken over several weeks 
ago. 
Ed. M. Wals, secretary-treasurer of the 
Reliance Silver Co., Milwaukee, has re- 
turned from a brief buying and inspecting 
trip to Chicago, with a number of attractive 
additions to the stock of his jobbing house. 
The firm is now preparing its first annual 
catalog, which will be sent out to the trade 
in this territory in the near future, 

John Schilz, vice-president and secretary 
of the O. H. Bingenheimer Co., Milwaukee 
jewelry jobber, is touring northern Wis- 
consin in the course of a good will trip 
among the jewelers of the State, which he 
is making as an official of the old estab- 
lished concern. Mr. Schilz plans to devote 
several weeks to renewing the personal ac- 
quaintance among jewelers who find it in- 
convenient to make regular visits to the buy- 
ing markets of the city. 

Jewelers and other merchants _ selling 
taxable articles in Madison, Wis., have been 
warned by Tax Assessor H. R. Briggs to 
speed up their reports of stocks on hand as 
of May 1. Mr. Briggs declared that much 
of the personal property assessment is being 
rade through correspondence. Statemeut 
blanks have been mailed to all merchants 
and automobile owners in the county. The 
iatter have responded well and promptly, 
but the merchants, according to Mr. Briggs, 
have been rather slow. He warns that 
unless all reports are made within a few 
days, the assessment will be made from in- 
formation now on hand, and in each case 
will be made large enough to cover all tlie 
values, 

The many jeweler friends of O. H. Bin- 
genheimer, founder of the wholesale jewelry 
firm in Milwaukee bearing his name, and 
which he operated for more than 30 years, 
are glad to hear that he is now on the 
road to recovery after suffering much pain 
from a fractured limb, sustained in an auto- 
mobile accident several weeks ago. Mr. 
Birgenheimer, who is 58 years old, suffered 
such excruciating pains for some time after 
the accident, that it was finally deemed ex- 
pedient to amputate his left leg above the 
knee. Since this operation his condition has 
greatly improved, and he is expected to be 
discharged from the hospital and to return 
to his home within a few weeks. The jobber 
has been retired from active business for 
the past three vears. His recent accident is 
the second of a similar nature within a few 
years. 

Marriage statistics given out by the 
Federal Department of Commerce show that 
Milwaukee weddings are on the increase, 
according to figures just given out in the 
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Wisconsin metropolis.. The tendency appears 
to be for more marriages, a feature of live 
interest to the jewelers of the city, whose 
records appear to substantiate the figures of 
the national survey. <A total of 5,340 mar- 
riages were performed in 1923, as compared 
with 5,093 in 1922, the report shows. An 
increase for the entire State of Wisconsin 
is also reported in the survey, which shows 
that 17,776 marriages were performed in 1923 
as compared with 17,277 in 1922. Milwau- 
kee jewelers report that the wedding sales 
end of their business has shown considerable 
improvement in the past two years, even 
more than one would expect from a com- 
parison of the figures, 

Edward H. Motl, prominent South Side 
jeweler of Milwaukee, is taking a leading 
part, as president of the South Side Ad- 
vancement Association, in directing tHe big 
popularity contest which is being carried on 
in the section to determine the most popular 
girl in the South Side, who will be named 
as “Miss Popularity,” and will be given 
honors as queen at the dedication of the new 
$1,000,000 Modjeska theater which is soon 
to be opened on Mitchell St. The contest 
is being staged through the merchants of 
the district, who are distributing ballots 
among their customers. To the winner will 
be given a $100 check, to be presented by 
Mr. Motl, and a gold lifetime pass to the 
theater. The latter token is a work of art 
designed by J. Laska, another well known 
Mitchell St. jeweler, who is also taking a 
prominent part in the staging of the contest. 

Jewelers and other business men _ of 
Racine, Wis., are considering the advisability 
of staging a mercantile and industrial ex- 
position in the city under the auspices of 
the Henry B. Marks Co., the Chicago pro- 
moting concern which recently staged suc- 
cessful expositions of this nature in Joliet 
and Elgin, I1l,, and in Dubuque, Ia. 
Recommendations made by the merchants 
of these cities are backed by their having 
again signed up for similar events this Fall. 
It 1s felt at Racine that an exposition of 
this nature would give the merchants an 
economical opportunity of courting the favor 
of the surrounding territory as well as of 
interesting local persons in buying at home. 
The great show will probably be staged 
through the retail division of the Racine 
Association of Commerce, with jewelers, as 
usual, taking a prominent part in the laying 
of plans. 

Harry J. Lohmiller, who returned to Fond 
du Lac, Wis., after a prolonged period of 
business activity at Escanaba, Mich., has 
opened .his fine new. jewelry store in the 
quarters recently vacated by Carl Uffenbeck. 
The new store has been. completely re- 
modelled, and is equipped with a high grade 
stock purchased by Mr. Lohmiller during a 
recent eastern buying expedition. Hundreds 
of persons attended the opening, at which red 
roses and dollar checks were given away as 
favors. The check is good at any time on 
any purchase in the. store, according to the 
terms under which it was given. Mr. 
Lohmiller has been in the jewelry business 
for 26 years, and at one time was an em- 
ploye of retail jewelry establishments at 
Fond du Lac. Associated with him as 
assistant manager, is Miss Evelyn Klee, who 
recently returned from Minneapolis,. where 
she had conducted the Jewel Box, in the 
university quarter. 
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Formal opening of the new Vander 
Zanden jewelry store at Green Bay, Wis., 
was held with many old friends of the firm 
dropping in to inspect the beautiful new ap- 
pointments. The new quarters are located 
one-half block north of the former location 
at 123 N. Washington St. An attractive 
new front has been installed in the building. 
It is fitted with large metal framed windows 
of the latest design. The 35-inch space be- 
tween the floor of the windows and the side- 
walk, is fitted with green tile. The windows 
are nine feet deep, and have walnut floors 
and woodwork, with a French lattice over 
the upper portion. The entrance is of 
colonial design. In general the arrangement 
of the interior of the store follows the lines 
of the old quarters, except that it is 20 feet 
deeper. A large portion of the additional 
space is given over to a completely equipped 
optical department, with the officers occupy- 
ing the remainder. Woodwork in the store 
is of oak, with the upper walls in Tiffany 
brown, and the ceiling to match. Lighting 
fixtures are in old silver with cut-glass 
prisms while stained glass windows adorn 
the rear. The firm has been doing business 
in Green Bay for the past 3] years, and 
was at its last location for the past 16 
years, 

Milwaukee jewelers are beginning to 
register a keen interest in the coming [all 
Style Show, to be staged under the auspices 
of The Milwaukee Journal, at the Milwau- 
kee Auditorium, beginning Wednesday, 
Sept. 17, and continuing for the remainder 
of the week. The show will be unique in 
To begin with, it is being 


many . ways. 
staged without display booths of any kind 
to help finance it. The newspaper is pay- 


ing all expenses and is meeting them from 
gate receipts, and from an appropriation by 
the advertising department. Firms or or- 
ganizations advertising to a certain extent 
during a specified period of time, arc en- 
titied to display their wares on the models, 
who will all be professional actresses or 
actors of high standing in the theatrical 
world. Instead of the latter promenading 
up and down an improvised runway, 
pirouting about to display the fine points of 
the garments, they will participate in various 
well planned scenes, each with an interest 
in addition to the clothes worn. This is 
calculated to lend a new tone to style shows, 
namely, by showing the garments and 
adornments in actual use. There will be 
two periormances every day, with a seating 
capacity of 6,0C0 at each performance. Ad- 
missions will range from 50 cents to $1.10, 
according to the choice of seats. Affairs of 
this kind fall right in line with the publicity 
campaign of the Milwaukee jewelers, and 
although definite plans for their participation 
have not yet been announced, it is expected 
that the jewelers will show off to their usual 
gocd advantage. 

Ferdinand Hirzy, jeweler, Stevens Point, 
Wis., participated in a unique advertising 
scheme worked through the columns of tie 
Stevens Point Journal, by eight local busi- 
ness houses. The plan was to offer specific 
articles from each of the establishments, to 
be purchased through the newspaper by 
sending in sealed bids of the amount the 
prospective buyer was willing to pay. 
Hundreds of bids were received from all 
over the countryside, and a total of $527.90 
werth of merchandise was sold for $313.37. 
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Mr. Hirzy’s contribution to the “stunt,” was 
a ladies’ wrist watch of regular $35 value. 
The highest bid, which took the watch by 
the terms of the agreement, was $27.12. 

William T. Hullsick, head of the repair 
department at the David Goldman, Inc., re- 
tail jewelry store in downtown Milwaukee, 
has returned from a two weeks’ sojourn at 
his Summer bungalow at Lake Minnetonka, 
near Minneapolis, with his wife and family. 

Wisconsin retail jewelers visiting at the 
soszhardt-Possin Co., Milwaukee jewelry 
jobber, are expressing their pleasure at the 
attractive new ivory display rocm, which 
the firm has arranged for their convenience. 
The room is well arranged with display 
tables and shelves around the sides. 

Richard Globisch, vice-president and 
treasurer of the Henry L. Tanezer Co., Mil- 
waukee wholesale jeweler, has been honored 
by being elected treasurer of the Henry L. 
Falmer Commandery No. 42, Knights 
Templar, for the third consecutive term. 
High tribute was paid to Mr, Globisch for 
his efficient way of conducting the office. 
He has recently moved into his fine new 
home in one of the most exclusive residen- 
tial districts of the city. 

Removal of the William Volckmann & 
Son jewelry store at 2011 Tenth Ave, 
South Milwaukee, to a much more favorable 
location in the Saxler building on Milwau- 
kee St., is to take place as soon as the latter 
location can be sufficiently remodelled to 
meet the requirements of the jewelry firm. 
The new quarters. are situated in a busy 
section of the city, and present much greater 
merchandising possibilities than the former 
ones did. They are also considerably larger 
and afford better display facilities. 

Expressions of sentiment by Wisconsin re- 
tail jewelers from all sections of the State 
as they call at the Milwaukee jewelry job- 
bing houses, to buy new stocks and supplies, 
indicate that the jewelry business generally 
is getting on a much firmer foundation. 
Business conditions throughout the State, ac- 
cording to all authorities, are improving. 
Labor is being more generally employed 
again, and production is being resumed by 
many large concerns that found it expedient 
to shut down at least certain departments 
during the past few months. Several 
jewelers visiting here, as well as the leading 
Milwaukee jewelers, have expressed the be- 
lief that the coming Fall business will be 
something of an “after the storm” affair, 
with all the usual refreshing characteristics, 
and look forward to a record period of 
business. It is further pointed out that the 
fact that jewelers suffered much less than 
many other merchants during the period of 
depression, proves beyond a shadow of a 
doubt that jewelry is being more and more 
locked upon as the logical and essential gift 
article. Among the optimistic Wisconsin 
jewelers who visited at the Milwaukee 
jobbing houses during the past week, are 
the foilowing: A representative from 
Schneider Bros., Burlington, Wis.; Mrs. F. 
A. Estberg, Waukesha, Wis.; D. D. Graff, 
Elkhorn, Wis.; Henry Bayer, White Water, 
Wis.; G. Armbruster, Cedarburg, Wis.; R. 
Hille, Menominee Falls, Wis.; Tom Bruhy, 
West Bend, Wis.; F. E. Kieh!, Waukesha, 
Wis.; B. Panik, Cudahy, Wis.; and William 
Liulevich, Racine, Wis. 
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Leonte Paves, 2316 Gratiot Ave., has the 
sympathy of many friends over the death 
of Mrs. Paves, which occurred recently in 
Detroit. 

J. W. Williams, of the W. F. Broer Co., 


Toledo, while on a pleasure trip‘up in 
Michigan, recently visited E. C. Avery, 
manager of the Detroit branch of the same 
company. 

J. George Haller and his son, George 
Haller, Jr., are passing two weeks at Lake 
Placid down in New York State. They 
also plan a short visit to Montreal before 
they return. 

Jose Winsen, of the Jose Winsen Co., 
manufacturing jewelers, has recently moved 
into a fine new home on Chicago boulevard, 
one of the most exclusive residential thor- 
oughfares in the city. 

W. T. Blashill, Oxford, and George 
Blashell, Marlette, two jewelers in that part 
of the State, were in Detroit recently on a 
buying expedition, and meeting old friends 
in the wholesale trade. 

H. B. McNally, jeweler, Brown City, and 
his son, Harold, were in Detroit recently 
for a short visit. Both are enthusiastic 
baseball fans. After visits to Detroit whole- 


salers, they made it a point to take in the, 


ball games. 

Friends of Sol Sallan ,of Sallan’s, Inc., 
who is’ now touring Europe, have heard 
from him at Brussels. He reports a de- 
lightful time but does not hesitate to admit 
there is no place for real business like the 
United States. 

J. A. Weikel, formerly with Conheim’s, 
226 State St., Detroit, has recently become 
manager of the N. E. Ford jewelry: store at 
Pontiac, Mich. Mr. Ford, who has- been in 
poor health for some time is now resting 
at Little Valley, N. Y. 

Max Lewicki, optician, had a narrow es- 
cape from serious loss when fire started in 
the new Aldrich building, Grand Rapids, re- 
cently. The damage was mostly done by 
water. The flames started on the top floor 
of the building. Mr. Lewicki is located on 
the second floor. 

Harry Dorweld, Haller Co., who has been 
laid up with a broken leg and for many 
weeks, has so far recovered that he is able 
to be at his place of business in the Leggitt 
building. He is still on crutches, however, 
and under the care of a physician. He is 
doing so well that he is expected, in time, 
to be in as good a condition as ever. 

The simultaneous disappearance of a 
strange man and jewelry valued at approxi- 
mately $3,000 from the jewelry store of 
O. Freedman, 208 Monroe Ave., recently 
started a search for both the man and the 
jewelry. Investigation showed that diamond 
rings, wrist watches and 280 gold coins 
were missing from ‘the store. 

Jacob Segal, of the Jacob Segal & Co., 
diamond importers, is‘ sojourning in New 
York city. He also plans to spend a short 
time along the Jersey coast. Hugo Segal 
and family recently returned from a pleas- 
ure trip which took them into the Berk- 
shires. Irwin Segal, of the same concern, 
accompanied by his family, are at Charle- 
voix, in northern Michigan. 
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Mistaking a quart jar of a poisonous solu- 
tion used in cleaning jewelry for a beverage, 
John Hoeft, Jr., 49 years old, was killed 
recently in Alpena, Mich. Hoeft, it is 
stated, walked in the jewelry store owned 
by Ray Potter in that place in quest of a 
drink of water. He stepped into the rear 
of the store and seeing a receptacle of what 
he supposed was water drank some of it. 
Going back to the front of the store he com- 
plained to the proprietor that the water did 
not taste just right. When asked what 
he had drunk he pointed to a jar of jewelry 
cleaning mixture. The end followed some 
time afterwards. Hoeft formerly was a 
representative in the Michigan legislature. 


The police have discovered no trace of 
the thugs who, last week, held up and 
robbed Joseph Mazer, of the Jos. Mazer 
Co., a New York jewelry house here, of 
diamonds and other jewelry said to be worth 
upwards of $100,000. This is probably the 
largest hold-up ever staged in Detroit. Not 
even a trace of the jewelry has been found, 
it is stated. For a long time there has 
hardly been a week that some jewelry house 
has not been robbed in Detroit. The situa- 
tion is so serious that many jewelers are 
employing their own guards. More than 
500 new policemen have been added to the 
Detroit force within the last three months 
in- an effort to combat the crime situation. 
State police also are active, but it is be- 
lieved more drastic measures will have to 
sbe taken before the situation is conquered. 


Many Detroit and Michigan jewelers and 
watch repair men are engaged in an educa- 
tional campaign as to the proper time-to be- 
gin the care of watches. <As the result of 
long observation they point out too many 
persons neglect their time pieces. It is urged 
that watch owners have their pieces looked 
over at least once a year and more pre- 
ferably in mid-Summer when the repair 
man has more time. The general rush comes 
in the Fall and it is not so easy to get 
prompt work done at that time. Most Michi- 
gan jewelers are swamped with work after 
the vacation season, while during the mid- 
Summer they are not so busy. They seek by 
educational methods to equalize the situation 
and induce their customers to get busy with 
their overhauling and repair work ‘during 
the mid-Summer. 

Judge Frank Sheppard, Sheboygan, while 
sitting on the Wayne county bench last 
week, declared the Detroit auction jewelry 
ordinance valid. This is an ordinance that 
was sponsored by the Detroit Retail Mer- 
chants’ Association. This same body of 
merchants previously had passed by the De- 
troit Common Council other ordinances cov- 
ering the auction jewelry situation here, 
but each one was declared unconstitutional. 
Detroit retail jewelers in general who have 
discussed the ruling express gratification 
that at last an ordinance has been found 
that may do away with the practice of sell- 
ing jewelry in this way. However, it is ex- 
pected an appeal may yet be made to the 
State Supreme Court, but at present no ac- 
tion of this sort has been undertaken. Harry 
Hogan, secretary of the Retail Merchants’ 
Association, expresses extreme satisfaction 
over the ruling and states his organization 
will not let up until the auction jewelry 
business is ended in Detroit. Most of the 
auction jewelry houses here are now closed. 









A watch valued at $150 was stolen from 


the home of M. Blanke on Dixie Highway, 


near Erlanger, Ky., early Tuesday. Blanke 
is employed by the Homan Mfg. Co., Find- 
lay St. and Western Ave. The thieves were 
frightened away by a pet fox terrior, al- 
though they secured a purse containing a 
small amount of money in addition to the 
watch, 

Funeral services for Marcus Morris, 
jeweler, 1217 Main St., who died Monday, 
were held at the late residence, 3415 Wood 
burn Ave., Walnut Hills, Wednesday. He 
had been in the jewelry business for a long 
time, starting as early as 1886. He suffered 
a long illness. Surviving him are Mrs. 
Morris, one daughter, Mrs. Norman Silver- 
glade, and two sons, Samuel and Leonard 
Morris. 

Harry Chase, jeweler, Richmond, Ind., 
visited police headquarters at Dayton, O., 
Thursday, to see whether two men under ar- 
rest in the Ohio city looked anything like 
the two men who secured a watch on ap- 
proval at his Indiana store several days 
before. Mr. Chase permitted the watch to 
be taken from his store on approval. The 
two men who secured it, however, seem to be 
taking a long time to make up their minds 
about it, as they still are a little secretive 
about their residence. 
identify the men at Dayton as those who 
secured a watch from him. 

Mrs. Sam R. Young, wife of the president 
of the Richter & Phillips Co., entertained 
members of the firm and employes at her 
home in Hyde Park Thursday evening. 
C. E. Richter acted as host to the Gypsy 
Story teller who goes among children tell- 
ing fairy tales through the activity of the 
Cincinnati Community Center on_ streets 
which are marked off at night exclusively, 
for. children. Hosts for the story teller are 
selected from clubs in the city and Mr. 
Richter’s appointment came through the 
Kiwanis Club, Friday evening. 

Arthur C. Jacobs, president of the D. 
Jacobs Sons Co., was sued for $5,000 dam- 
ages by Mrs. Marianna Bernstein, 16 Burton 
Woods Lane; in the Court of Common Pleas 
during the week. The woman seeks redress 
for injuries which she alleges were suffered 
July 2 when attacked by two police dogs 
owned by Jacobs. She says she was pass- 
ing the Jacobs residence, 12 Burton Woods 
Lane, on her way to the drug store when 
the dogs ran out and attacked her, biting her 
in the left arm and hip. It is alleged also 
in the suit that the same dogs attacked and 
bit another person Feb. 22 and the owners 
knew the animals were dangerous. 

The opposition faction that developed over 
the proposed sale of the property of the 
Cuvier Press Club on Opera Place, near 
Race St., and which was led by Edward C. 
Richter, of Richter & Phillips Co., resulted 
in an overwhelming victory for him at a 
general meeting of the club, Wednesday eve- 
ning. A proposition to buy the club prop- 
erty had been submitted to President Harry 
W. Brown and several of the directors and 
when it became known a decided opposition 
developed immediately. Mr. Richter, who 


was a member of the old Cuvier club before 


Mr. Chase could nots 
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the consolidation with the Pen and Pencil 
Club, was a factor in the opposition and 
his fight achieved results as the membership 
decided to remain in its present building. 
An attractive offer had been made for the 


property. 
Mrs. Maud S. Dederich, who was Mrs. 
Joseph C. Whitehouse, and Robert C. De- 


derich, her husband, have been perpetually 
enjoined from occupying the stately White- 
house homestead on the Dixie Highway near 
Erlanger, Ky. A perpetual injunction was 
granted the Provident Savings Bank & Trust 
Co. by Judge Matt Harbeson in Kenton 
County Circuit Court on proceedings filed 
by the bank as trustee of the Whitehouse 
estate. The home was built by Joseph C. 
Whitehouse, late diamond merchant, who in 
his will stipulated that the home was to 
go to his two daughters, Elizabeth, 17, and 
Jean, 10, in case his widow married again. 
The widow became Mrs. Robert Dederich 
last February and two weeks ago moved 
into the home to test the provisions of the 
will. She has since been enjoined from the 
place and must vacate immediately. The 
will also provided that Mrs. Dederich was 
to receive $8,000 a year until,she remarried 
and then the income would be reduced to 
$2,000 annually, and relinquish occupancy of 
the Whitehouse home. William H. White- 
house, a brother, who now conducts the dia- 
mond business of the concern, was appointed 
guardian of the daughters. In his order 
Judge Harbeson found the facts in the case 
were agreed upon by counsel for both sides 
and that there was left for the court only 
a construction of the law under the provi- 
sions of the will. 

The noise of cutting a hole through the 
floor by which he hoped to gain entrance 
into the jewelry store of Alphonse Schnei- 
der, 3936 Spring Grove Ave., awakened Mrs. 
Schneider and resulted in the arrest of Alton 
D. Arnett, Mitchellville, Tenn., in this city. 
Arnett was captured in the basement of the 
structure in which Schneider conducts his 
store and also has his living apartments. 
Patrolmen Kneisel and Vorherr found him 


crouched behind objects and Arnett told 
them later he could have easily shot 
both of them because he knew _ their 


every movement, due to the flashlights they 
were making a search with. When the 
officers arrived in a police auto after Mrs. 
Schneider telephoned to Corporal Hanks at 
the Tenth District, the jeweler threw down 
the front door key and the men began their 
search. Arnett told the police he lifted a 
sidewalk grating and entered the basement 
at midnight. For three hours he worked 
with a large screwdriver and loosened sev- 
eral flooring boards under a show window. 
It was this noise that attracted Mrs. Schnei- 
der’s attention. When captured Arnett 
dropped an automatic pistol and he also had 
19 extra cartridges and a pair of gloves. 
He admitted being out on bond for shooting 
a railroad detective at Nashville, Tenn. He 
also said he served a two-year term at the 
Leavenworth Federal prison for sleeping 
while on guard duty in the army. 








Charles P. Norman, experienced watch- 
maker, jeweler, optometrist and engraver, 
has opened a new establishment in Pawnee, 


Okla. 
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Kimble, of the Tyler Jewelry- Co., 
Ensley, has returned after two weeks spent 
at Atlantic City, New York city and other 


places in the east. “Business is hetter in 
Ensley and in Birmingham ‘han in any city 
I visited,” he said. 

W. L. Davis has sold his jewelry store at 
Selma to R. L. Pierce, who will conduct the 
business under the name of R. L. Pierce, 
jeweler. Mr. Davis will move to Panama 
City, Fla., where he will make his future 
home on account of ill-health. 

Charged on several counts with passing 
bad checks on jewelers and other retail mer- 
chants, J. D. Crump is being held in the 
county jail in Birmingham. According to 
officers, this man had circulated between 30 
and 40 worthless checks. He will be tried 
in the criminal division of the circuit court 
this Kall, officers say. 

John G. Apsey, of the Reid Lawson Jewel- 
ry Co., Inc., will represent Alabama jewelers 
at the national jewelers’ convention, to be 
held in St. Louis, Mo., this month. He was 
elected national delegate at the State meet- 
ing of the Alabama Retail Jewelers’ Asso- 
ciation in Montgomery last May. Mr. Ap- 
sey says he is anticipating a most profitable 
meeting and a pleasant trip. He is one of 
the ex-presidents of the Alabama Retail 
Jewelers’ Association, having retired from 
that office at the last annual meeting in May. 

After a search lasting several days, City 
Detectives Williamson and Elledge finally 
located and arrested Frank Brown, charged 
with passing a number of worthless checks 
on jewelers and other merchants. Officers 
say that Brown drove from one section of 
the city to another getting worthless checks 
cashed. Officers got onto the trail of worth- 
less paper and located Brown, just as he 
was in the act of getting a worthless check 
for $30 cashed. According to officers, this 
man even gave a worthless check for board 
and room to the woman at whose house he 
lived. In all it is charged several hundred 
dollars’ worth of worthless checks were 
passed by this man. 

The circulation of bad checks has in- 
creased enormously in Birmingham during 
the past few months, according to retail 
jewelers and other merchants. James Davis, 
circuit solicitor of Jefferson county, says 
that at least 100 bad checks are taken to his 
office every month, or an average of three 
every day. These do not include the worth- 
Jess checks which never see their way into 
court. Many people seem to think that giv- 
ing bad checks is only a petty offense, officers 
say. Willard Drake, assistant solicitor, of- 
fers a remedy for the situation. He says: 
“The merchants ought to get together and 
tighten up on bad checks. They ought to de- 
termine that this circulation of worthless 
checks must stop. By adopting a rule at a 
meeting of merchants, they could make it 
possible to accept checks only from persons 
they know and who are known to be regular 
patrons of their establishments.” 








Napoleon Phaneuf, Torrington, Conn., is 
moving to Waterbury, Conn. 
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Cleveland 


H. R. Avery of the Webb C. Ball Co has 
returned from Europe, arriving on the 
France. 

Frank X. Dietz of the Merit Co., expects 
to leave for St. Louis this week on a two 
weeks’ pleasure trip. 

George A. Clark, of Lorain, who suffered 
heavily in the recent tornado, estimates that 
his loss will total $15,000. 

Frank J. Knab well known to the trade, is 
now connected with the Sigler Bros. Co., in 
the material department. 

A. B. Glickman auctioneer has returned 
from Warsaw, Ind., where he conducted an 
auction for (F. H. Gilworth. 

George W. Scribner, Sr., of the Scribner 
& Loehr Co. is in New Jersey and George 
W. Scribner, Jr. is in New York. 

New quarters have been secured by J. P. 
Ondrick at 12208 Madison Ave. He expects 
to get moved from his old location at 12414 
Madison Ave. real soon. 

Accompanied by his wife and Son, S. H. 
Greenwood, of Foster & Greenwood, Old Ar- 
cade, is returning to Cleveland after having 
visited friends in Hopkinsville, Ky. 

Among out-of-town jewelers visiting in 
Cleveland recently were A. M. Ryan, W. C. 
Fisher and George A. Clark all of Lorain, 
and Fred Reith and Oscar Haserodt both of 
Elyria. 

J. W. Pollock of J. M. Pollock & Sons, 
Buffalo, was a business visitor to the Wagner 
Gilger Cohn Co. the past week. He expects 
to open another store in Buffalo in the near 
future. 

A. S. Thomas who was formerly engaged 
in the retail jewelry business in New London, 
O., and who sold out to Carl Marquart about 
one year ago, has filed a voluntary petition in 
bankruptcy. 

Friends of Mr. Cohn, of the Wagner Gil- 
ger Cohn Co., will be glad to know that he 
has recovered from his recent accident in 
which he hurt his leg, and is now back again 
on the job. He expects to start out on a 
trip the coming week. 





C. S. Moross, manager of the repair de- 
partment of the Sigler Bros. Co. has returned 
after a rest. A card received from S. M. 
Nusbaum, of the same firm, who is touring 
to Florida, states that he has arrived safely 
with his family at Augusta, Ga. 

A painful but not serious accident hap- 
pened to ‘Harry Erickson of the Cowell & 
Hubbard Co., while he was in Buffalo. He 
was on his way east on a tour with Mr. 
Dutter of the same firm and was injured in 
an auto wreck. He has sufficiently recovered 
so that he is back on the job again. 

L. B. Bach, secretary of the Sigler Bros. 
Co. has returned from a business trip to the 
Herschede Hall Clock Co. at Cincinnati. R. 
E. Gourley, A. H. Manchester and L. J. 
Goetz of the same firm have all started out 
on trips through their territory, and W. H. 
Kennon has returned from Atlantic City, and 
will also start out on the road some time 
this week. 

The application for a temporary injunction 
against the City of Cleveland, to prevent the 
auction ordinance being enforced, filed in 
the Court of Appeals recently by Ben Hols- 
Man, was denied by Judges Vickery and 
Sullivan, who had the case under advisement. 
The final hearing comes up Sept. 1. Judge 
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Cull, sitting in the Court of Common Pleas, 
denied the application for a permanent in- 
junction a short time ago and the case was 
carried to the Court of Appeals. 














John Zubrod, a mussel digger in White 
river found a pearl a few days ago near 
Portersville, Ind., that is said to be valued 
at about $150. 

Mrs. Nester, wife of Floyd Nester, well 
known retail jeweler of Boonville, Ind., ac 
companied by her two daughters, left this 
week for a motor trip to Indianapolis and 
Noblesville and will be gone several weeks. 
They will be accompanied by several friends. 

Charles F. Artes, Jr., of the Charles F. 
Artes Co., Inc., 321 Main St., this city, has 
been appointed to some of the important 
standing committees to assist Herbert Males, 
Republican county chairman of Vanderburgh 
county. Mr. Artes will take a leading part 
in the coming campaign. 

Henry Seip, who is connected’ with 
Raphael Bros., wholesale jewelry and no- 
tions dealers Ist and Vine Sts., this city, 
entertained a large number of friends at 
Foot’s Lake near here a few days ago. 
There was a fish fry and a fine time was re- 
ported by those who attended. 

John Chrisney, handler of clocks and 
watches, Chrisney, Ind., who is the Dem- 
ocratic nominee for joint State representative 
from Spencer and Perry counties, has an- 
nounced that he will begin an active canvass 
about Sept. 1. His opponent is A. J. Wede- 
king, banker at Dale, Ind., who is well known 
in retail circles in southern Indiana. 

The retail jewelers and other merchants at 
Boonville, Ind. are planning to hold a “Bar- 
gain Day” once a month at which special 
bargains will be offered and several contests 
will be staged in an effort to draw trade 
from near-by-towns. Heinzle & Nester and 
P. Hebner & Sons, retail jewelers, will help 
to work out plans for these monthly events 

T. C. Bayse, retail jeweler, Rockport, Ind., 
who has been connected with the Spencer 
County Fair at Rockport for nearly 50 years, 
is sending out invitations to many of his re- 
tail merchant friends in this end of the State 
to attend the Rockport fair that will be given 
the third week in August. Mr. Bayse is one 
of the oldest retail jewelry dealers in south- 
ern Indiana. 

The retail and wholesale jewelers of 
Evansville are predicting there will be a 
marked change for the better in business 
after Sept. 1. They say that reports from 
the rural communities are more encouraging 
than they were two and three months ago 
and that everything points to a better Fall 
business. They believe that the fear that is 
generally instilled into the hearts of business 
men at the beginning of a presidential cam- 
paign has about run its course and that from 
this time on there will be a better feeling in 
the business world. 

Retail jewelers in many of the towns in 
southern Illinois and western and northern 
Kentucky report that their trade has been 
rather sluggish for several weeks past due to 
the fact that many of the large coal mines 
are either closed down or are being operated 
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on part time. With the starting up of the 
coal mines a little later in the season, it is 
expected that there will be a gradual pick- 
ing up in retail trade in many lines. The 
jewelry dealers say that this will mean a 
great improvement in their business, as in the 
mining towns all lines depended upon the 
running of the coal mines. 








Allentown, Pa. 





Brone, the jeweler, is advertising his sec- 
ond annual watch sale. 

Ira H. Landes, of the Allentown Jewelers’ 
Supply Co., is in New York on a buying 
expedition. 

M. Abrahams, of the Kay Jewelry Co., 
has returned from a week’s visit to New 
York and Long Island. 

Joseph Cohen, of Cohen’s Jewelry Store, 
Reading, will spend the month of August in 
Atlantic City. He will be registered at the 
Ambassador. 

Ralph E. Bouchard, of F. H. Noble & 
Co., Inc., and Godfrey Weidlich, of The 
Weidlich Bros. Mfg. Co., are calling on the 
trade in this locality. 

L. EF. Roberts, representing Henry Paul- 
son & Son and Muller-Merke Co.; Fred 
Wilson, of the FE. I. du Pont de Nemours 
& Co., Pyralin Ivory Department, and Paul 
Milnes, with the Oneida Community, Ltd., 
are calling on the trade in this locality. 

The following out-of-town jewelers are 
calling on wholesale jewelers in Allentown: 
Mrs. C. B. Goodrich, Palmerton; Harry 
B. Sheckler, Catasauqua; H. J. Dotter, Le- 
highton; Fred W. Rex, Lehighton; Ray C. 
Sheckler, Northampton; M. W. Young, Pal- 
merton, and W. W. C. Geary, Bethlehem. 

Mr. and Mrs. Louis W. Schattenstein are 
entertaining one of the poor children sent 
to Allentown by the New York Tribune 
Fresh Air Fund. These little guests arrive 
here in groups of 75 to 100 at a time, and 
are given the treat of their lives, being 
taken to the theaters and to the various 
parks on outings. 

On July 30, James K. Rauch, the veteran 
clockmaker, residing on Sixteenth Ave., 
Bethlehem, observed the 82nd anniversary of 
his birthday. For 65 years Mr. Rauch has 
been repairing clocks, and even today he 
is considered an authority on the repairing 
of grandfather clocks. He served an ap- 
prenticeship in his early days of eight years, 
during which time he received no pay. Dur- 
ing his career thus far he has repaired 
over 50,000 clocks and watches. He has 
also engraved many thousands of pieces of 
jewelry. He is still enjoying good health, 
and resides with his daughter. 

J. Milo Webster, of the Reading Optical 
Co., Reading, and Dr. Raymond K. Bow- 


man, optometrist, divided chairmanship 
honors at the noon luncheon of the Rotary 
Club, Wednesday, July 30, held at the 


Wyomissing Club. Mr. Webster first told 
of the manufacture of glass, and the various 
formulas used in producing them, giving an 
outline of the special quality required in the 
making of a lens for spectacle or eyeglass 
purposes. Dr. Bowman told of the inestim- 
able value of eyesight and the care that 
should be exercised in the selection of 
proper glasses as soon as failing eyesight 
sounded a note of warning. 














Catlow are 

spending a few weeks at Sakonnet Point. 
Earl R. Mulchahey is enjoying a fishing 

trip among the Rangeley Lakes in Maine. 
Mr. and Mrs. James O. Otis have gone to 


Mr. and Mrs. Thomas U, 


Little Compton for the remainder of the 


season, 

Ted White, of the J. J. White Mfg. Co., 
has returned from a visit to the firm’s 
Chicago office. 

Z. Berberian Co. is increasing its facilities 
at 174 Chestnut St, and reports encouraging 
business prospects, 

Mr. and Mrs. William P. Chapin and 
daughter are spending the month of August 
in Waterbury, Vt. 

Frank A. Card, of Eastman & Co., re- 
turned last week from a fishing trip at Lake 
Annabesscook, Winthrop, Me. 

Géeorge F, Berkander is taking a rest in 
Maine and is enjoying salmon and trout 
fishing at the Rangeley Lakes. 

Sigmund Fischer and family are spending 
the Summer at their country home at 
Wyoming in the southwestern part of the 
State. 

William H. Pond, who recently was 
granted a patent on a lacquering machine, 
is connected with the Theo, W. Foster & 
sro. Co, 

Joseph Finberg, of the Finberg Mfg. Co., 
Attleboro, is confined to his bed at his Sum- 
mer home at Touisset, with a severe attack 
of sciatica. 

The lease of the second and third floors 
of-'the Lapham building have been continued 
to the Tilden-Thurber Corp. for five years 
from. Jan. 1, 1925. 

The Improved Pencil Co., which recently 
removed from 36 Garnet St.,.is now well 
settled in larger quarters at 158 Pine St., 
in the Metcalf building. 

Arthur Lawton, 174 Prairie Ave., has filed 
a statement at the City Clerk’s office that 
he is. the Owner of the Knickerbocker 
Jewelry Co.,301 Fountain St. 

The Star Jewelry Co, has nearly doubled 
its capacity at 31 Mathewson St. and has 
added a number of stonesetters on sterling 
silver and white metal goods. 

Col, and Mrs, H. Anthony Dyer, who have 
spent several months abroad, arrived in 
New York on the Olympic, last Tuesday, 
hnd motcred to their home in this city. 

Lionel Maynard has withdrawn from the 
Star Jewelry Co., at Arctic. The business 
will be continued under the same style by 
Joseph Holmes and Henry Genfron. 

The Armbrust Chain Co. has given a 
chattel mortgage for $1,925 to Herman H. 
Sohn on seven Nickerson Art Metal Co. 
chain machines, etc., at 102 Friendship St. 

George A, Guenet, retail jeweler, Phenix, 
R. I., for the past 15 years, has discontinued 
business in the Tobin building to accept a 
position with George H. Taylor Co., this 
city. 

Ludwig J. Roehr, ct al, have given a 
mortgage for $25,000 to the Citizens’ Sav- 
ings Bank on tract of land with buildings 
at the corner of Baker St. and Virginia 
Ave. 

Extensive alterations and improvements 


THE 


are being made at the plant of the American 
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Enamel Works on Neville St., where re- 
buiiding is going on to replace the recent 
fire losses, 

Mr. and Mrs. R. Foster Reynolds and a 
party of friends left Saturday for Camp 
Tanglewood, their Summer place in Bridg- 
ton, Me., where they will be for August. 

Mr. and Mrs. William L. Mauran and 
family, who have spent the past month at 
Manor House, Wakefield, Rk. J., are now 
in St. Andrews, N. B., where they will stay 
until early Fall, 

William B. Jay was a member of the 
committee that arranged for the annual out- 
ing the past week of the Providence Marine 
Corps of Artillery Veteran Association, held 
at Duby’s Grove. 

Joseph P. Burlingame is one of the in- 
corporators of the Stutz Motor Sales Co., 
of this city, which received a charter under 
the laws of Rhode Island last week with 
a capital stock of $50,000. 

R. Livingston Beeckman, a_ stockholder 
and director of the International Silver Co., 
was elected a member of the Gr-zens Com- 
mittee at the annual meeting o1 the New- 
port Country Club the past week. 

The employes of the Barnett-Daniels Co. 
enjoyed an outing at Duby’s Grove last 
Saturday as the guests of the concern. 
Luncheon was followed by games and sports 
with the usual clambake at 4 o'clock. 

The Dickson Mfg, Co., owned and con- 
ducted by Michael D. Serdjenian and Harry 
Sewajain, has recently started in business at 
174 Chestnut St. for the manufacture of a 
general line of enameled and 
novelties, 

Mr. and Mrs. Horace F. Carpenter, of 
this city, who are spending the Summer 
motoring in the west, are at present at Den- 
ver, Colo, Later they will go to Colorado 
Springs and motor up Pike’s Peak and re- 
turn home late in October. 

The special committee of the Cranston 
(Rk. I.) City Council named tto select a 
suitable war memorial for the heroies of all 
wars in which the United States has par- 
ticipated, has accepted the design of the Gor- 
ham Mfg. Co., the whole to cost about 
$5,000. 

The McDermott Mfg. Co., Inc., has been 
granted a charter under the laws of Rhode 
Island to manufacture jewelry, etc., with a 
capital stock of $15,000, consisting of 150 
shares of common stock at $100 each, the in- 
corporators being Peter F. McDermott, 
Katherine T, Dawson and Margaret M. Mc- 
Dermott. 

Among those who attended the field day 
and outing of Roosevelt Lodge No, 42 of 
Masons at the Warwick Club last Wednes- 
day were William S. Greene, of R. A. & 
W. S. Greene, and Edgar M. Docherty, of 
Win, C. Greene Co., who are Worshipful 
Master and Senior Warden, respectively, of 
the lodge. 

The case of Domenick Fazzano and 
Michael Morceutto, doing business as the 
Imperial Knife Co., against Herman Blattle, 
was heard before Judge Rueckert in the 
civil session of the Sixth District Court last 
week on book account. Decision was en- 
tered for plaintiff against defendant Herman 
Morris Co., Inc., for $50 and costs. 

The Decorative Window Co., 90 Aldrich 
St., J. Gilbert Dudley, designer, has re- 


wl, 


goods 
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ceived the contract for 74 door lights of 
English antique design for the new church 
of Our Lady of Consolation at Darlington, 
R. I. The company also has the contracts 
for a large memorial window for the Second 
Congregational Church, Fall River, to be 
arranged in two groups representing Christ 
blessing little children. It also is working 
on a new window for the Episcopal Church 
at Coventry, R. I, 

Among the jewelry buyers reported in this 
city and vicinity during the past week were 
the following: Messrs. Gansberg, of Gans- 
berg Bros., Inc., New York city; Mr. Blank, 
of Famous & Barr Co., St. Louis, Mo.; Mr. 
Hetinger, of The May Co., Cleveland, O.; 
Messrs, Coen and Kramer, of Coen & 
K.amer, New York city; P. S. Shapiro, of 
S. Shapiro, Ltd., Montreal, Que.; Max S. 
Ireeman, of Akron, O.; A. M. Palm, Pitts- 
burgh, Pa.; Mr. Olson, Toronto, and Mr. 
Reaves, New York, T. Eaton Co., Ltd, 
Toronto, Ont.; Mr. Arnstine, The Arnstine 
Bros. Co., Cleveland, O. 

The manufacturing jewelry and allied in- 
dustries were well represented at the recent 
convention of advertising men and women 
held at London, eight from this city being 
members of the special party that sailed 
on the Samaria from Boston. Announce- 
ment was made Aug, 2 that of the party 
Miss Harriet E. Dimond, office manager of 
the American Standard Watch Case Co., left 
for home July 26, sailing on the Aquitania. 
George M. Baker, gold, silver and platinum 
refiner; Victor H. King and John J. Collins, 
of the sales and publicity department of 
the Ostby & Barton Co., were to sail 
on the Albania wkile Florence Coffield, ad- 
vertising manager of Gladding’s, and 
William H. Draper are leaving on_ the 
Berengaria. Joseph B. Bickford, of the 
Bickford Engraving Co.; Marcus Crahan 
and Jerome M. Fitz Gerald will sail on the 
Mauretania, 

Ralph K, Stone, of Markham & Stone, 
chairman of the special committee of the 
New England Manufacturing Jewelers’ and 
Silversmiths’ Association in charge of the 
radio slogan and essay contest for “Gifts 
That Last,” which was started at the Provi- 
dence-Biltmore Hotel at the banquet of tie 
National Wholesale Jewelers’ Association 
convention on June 5, announces that the 
winners will be anounced about the middle 
of this month. The three judges who were 
appointed by the committee, consisted of 
Elmer S. Horton, of Larchar-Horton Co.; 
George W. Danielson, of Danielson & Son, 
and Granville S, Standish, of the Standish 
Advertising Agency, have examined the 
papers and by process of elimination are now 
narrowing the papers down to a limited num- 
ber. The contest brought out a large num- 
ber of replies nearly two-thirds of the States 
in the Union being represented and many 
of them contain excellent ideas both in the 
slogans submitted and the essays accompany- 
ing them. 








The Kaufman Jewelry Co., for nearly 15 
vears located at 369 Robert St., St. Paul, 
Minn., recently moved into new and more 
spacious quarters on the ground floor at 704 
Jackson St. This concern has ‘been making 


a specialty of novelties and is also building 
up a large wholesale watch, diamond a 
jewelry business. 
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R. M. Obenauer, local jeweler, accompanied 
by Mr. Obenauer, after attending the New 
York State convention at Rochester, took 
a motoring trip downstate, returning on 
Monday. 

Mr. and Mrs. William F. Ehmann and 
family returned Saturday from a delightful 
motoring trip to Picton, Ontario, going via 
Cape Vincent and returning on the Canadian 
side by way of Toronto and Hamilton. Mr. 
Ehmann and his party stopped off for a 
short time, at the State Jewelers’ convention 
in Rochester last week. 

Howard Keeley and Howard Rutten, both 
of this city, are being held by police, charged 
with a number of burglaries, among them 
being that of the pawnshop of Panimo & Co., 
169 Genesee St., on July 6, when a consid- 
erable quantity of jewelry was stolen. 

Julius C. Robins, George Bladen and Max 
Robins, members of the wholesale jewelry 
firm of Robins, Bladen & Robins, occupying 
the second floor of their own building at 956 
Main St., have purchased for investment pur- 
poses the property at 1081 Main St., for 
$200,000. 

The following were among the retail 
jewelers from surrounding towns who were 
in town last week calling on the wholesale 
trade: George Kingan, Angola; S. Zuzel, 
Dunkirk; C. G. Bushnell, Gowanda; Mrs. 
Otto Miller, Olean; S. W. McMarrow, War- 
ren, Pas; 'W. B. Krill and A. Mozur, Erie, 
Pa. 

Hundreds attended the formal opening of 
the Kay Jewelry Co.’s new Buffalo branch 
store, at 568 Main St., on July 31. The 
establishment was filled with flowers, later 
sent to the Children’s hospital. The store is 
the 14th in a chain of retail credit houses, 
other branches being located in the principal 
cities of the east and middle west, with head- 
quarters at Washington, D. C. .A. E. Wile 
is the manager of the Buffalo branch. 

Two jewelers of Genesee St. were ar- 
raigned before Judge Peter Maul in City 
Court on July 28, charged with misleading 
and deceptive advertising in violation of the 
State advertising laws. The trials were ad- 
journed until Aug. 5, the accused being ad- 
mitted to bail. John N. Garver, manager of 
the Buffalo Better Business ‘Commission, who 
swore out the warrants, alleged that on June 
27 the firm advertised in the’ Buffalo Times 
a half price sale of the bankrupt stock of 
Oscar .Wullenweber, Genesee St., which in 
reality was not half priced, but in excess of 
the normal retail price and that much of the 
merchandise in the place had never been in 
Wullenweber’s stock. Mr. Garver claimed 
that he bought a clock for $10 and a chain 
for 75 cents which were neither half price 
nor part of the bankrupt stock. The firm 
bought Wullenweber’s stock and continued 
the sale in the Wullenweber store. 

At a meeting of the executive committee of 
the 24 Karat Club held at the Lafayette 
Hotel at noon, Friday, final arrangements 
were made for the annual outing at the Auto- 
mobile Club, Clarence, Aug. 13. A favorable 
response has been received to initial notices 
mailed out and prospects for a bumper crowd 
are excellent. It has been decided that 
jewelers, their wives, families and friends, 
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meet at the McKinley Monument at 2 o'clock, 
from whence they will drive in a body to the 
automobile club. For those who have nu 
cars, provision will be made in members’ 
cars. Tickets at $2.50 each will be mailed to 
the membership this week and reservations 
should be made directly with Charles G. Oel- 
heim, secretary. Children of members under 
12 years will be the guests of the club. A 
program of games for men, women and 
children has been arranged which will afford 
enjoyment for both participants and_ spec- 
tators. The spacious grounds at the auto 
club will be thrown open to the guests and 
dance music will be provided in the evening 
for those who care to dance. 











Samuel Kirk & Son Co., 106 E. Baltimore 
St., one of the oldest and most widely known 
jewelry and silverware firms in the country, 
having been established over a century ago, 
within a few months will move from its pres- 
ent location to a new home on Charles St. 
Arrangements are now being made for the 
retail store of the Kirk company to be lo- 
cated at Charles and Franklin Sts. No 
formal announcement, as yet, has been made 
by the Kirk firm. It is understood that the 
handsome Baltimore St. building will be sold 
or leased to a commercial firm. 

Alleged to have embezzled various sums 
of money from S. & N. Katz, jewelers, 105- 
107 N. Charles St., a man, formerly a sales- 
man employed by the Katz firm at Salis- 
bury, Md., was arrested Aug. 1 in Brooklyn, 
N. Y. According to Detective-Sergeant 
William Feehley, the man disappeared from 
Salisbury a month ago. An examination of 
his accounts showed a shortage, Detective 
l‘eehley said. He was indicted by the grand 
jury on the charge of having embezzled $233 
from the Katz firm. Requisition papers for 
his return to Maryland were signed by Gov- 
ernor Ritchie, of Maryland, and forwarded 
to Governor A. E, Smith, of New York. 
Detective Feehley will be sent to New York 
to bring the man here. 

Another piece of work in the jeweler’s art 
has been completed by Louis Rosenthal, the 
jeweler-sculptor of this city. Mr. Rosenthal 
is now finishing a miniature in gold and sil- 
ver to be presented to Madame M. Tsamados, 
wife of the Greek Charge d’Affaires. in 
Washington. The finished piece is cast in 
solid gold on a sterling. silver base and the 
entire miniature and base isebiit two and one- 
half inches from the basee“I[he miniature 
represents “Victory and, the Unknown Sol- 
dier,” and depicts Victory. veiled, standing 
behind the soldier, across whose face is held 
a shield by Victory, preventing the face from 
being seen. No uniform is’ worn by the sol- 
dier and across his body he holds a sword in 
his lowered arms. The statue of the soldier 
is but one inch high, while ‘Victory is an inch 
and a half high. Mr. Rosenthal’s work in 
miniature has been described in THE JEWEL- 
ERS’ CircuLarR before. A year ago he com- 


pleted a gold and silver statue of Lord Bal- 
four. of England, which was presented to the 
tritish statesman by the Jews of America 
in recognition of Lord Balfour’s services to 
the Jewish people. 





Thomas L. Parrish, Richmond, Va., is 


enjoying a week’s vacation here among 
relatives, 

John R. Painter, who was taken ill in 
Indianapolis on a trip, several weeks ago, 
returned home on July 28. 

The Berks Optical Co., 107 N. Queen 
St., L. J. Rubenstone, manager, has opened 
a branch at 40 N. George St., York, with 
Mr. Ashley as manager, 

Twenty-one sterling silver prizes were 
awarded at the recent tournament of the 
Central Pennsylvania Golf Association, held 
on the grounds of the Lancaster County 
Club, and all were furnished by W. W. 
Apple & Son. 

Jchn M. Musser, Philadelphia, has asso- 
ciated himself with the J. F. Apple Co. 
The badges for the convention of the In- 
dependent Order of Americans, which will 
be held here Sept. 1 and 2 will be furnished 
by this firm. From a bar is suspended a 
red, white and blue ribbon, with the order’s 
emblem as a pendant. Mr. Apple recently 
visited New York State on business, and 
the office force spent a half day holiday at 
Mt. Gretna, where some of the “boys” of 
the establishment were in camp. 

The Hotel Brunswick, in this city, will 
be the headquarters for the annual conven- 
tion of the Pennsylvania Retail Jewelers’ 
Association on Aug. 5. and 6, The State 
jewelers met here half a dozen years ago 
and at that time the visitors were enter- 
tained quite elaborately. This year the 
meeting came to Lancaster without the local 
jewelers having asked for it, and until the 
last moment no local committee of arrange- 
ments was appointed. As there is no organi- 
zation of local jewelers the program of 
entertainment for the visitors will necessarily 
be arranged on the spur of the moment. 








Canada Notes 


C. Signori, jeweler and T. H. Barnes, op- 
tician, are registered at Montreal. 

The assets of I. Frepannier, jeweler of 
Montreal have been sold at bailiff’s sale. 

The Roy Co., Ltd., manufacturing jewelers 
of Toronto have,assigned and Geofge A. 
Stephénson is appointed custodian. * Me 

D. A. Reasor, jeweler, of Brandon, was in 
Toronto recently on his way heme from a 
visit to the British Empire Exhibition. 

A. McMillan, Ottawa’s well known jeweler 
and diamond merchant has found business so 
good of late that he has decided to open an- 
other store at 432 Rideau St. 

Out of town jewelers calling on the Toron- 
to trade recently included T. C. Watson, 
Newmarket; H. W. Hinton, Acton; W. H. 
Hopper, Cobourg; George Savage, Guelph; 
and A. H. Beath, Sudbury. 

W. R. Brown, optician of Hamilton, Ont., 
has brought an action against Joseph Tait 
and obtained an injunction restraining him 
from continuing in the optical business in 
Hamilton on the ground that he had sold his 
business to Brown under an agreement to 
discontinue practising in that city. It was 
alleged that Tait’s brother was carrying on 
business as an optician under the old name.. 
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NEW CHIME CLOCKS 
ANSONIA 


Home Chimes 


HOME CHIMES mark the advent of a chime | 
destined to become as popular as Westminster, ) 
Whittington and other older and famous mel- 
odies. 
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| Fall Delivery 





Home 
Chime 
No. 20 













The chimes are struck on two perfectly tuned 
chime rods. Genuine Mahogany cases con- 

| taining 8 day pendulum movements. Silver 
Dial. 









Home Chimes tell the time 
every fifteen minutes. 






First Quarter: Two strokes on 
chime rods. 






Second Quarter: Four strokes. 


Third Quarter: Six strokes. 


Hour: Recorded on single chime 
rod. 














Sta rd Dimensions: Those who do not t t th i f a West 
: ; : ‘ — om hos want to pay the price of a West- 
Height 9 inches, Width 21 inches, Depth 5% inches minster Chime, will find the Home Chime just as useful 


LIST PRICES: and entertaining. Exactly what the public has been 
HOME CHIME NO. 20............ $48.60 looking for! These clocks will sell themselves if you 


HOME CHIME NO. 10............ 51.30 keep one running in your store. 
HOME CHIME NO. 30............ 54.00 


- 
Home Chimes No. 20, No. 10 and No. 30 are very reason- (Fist. Ly ZL 
ably priced and well within the means of thousands of CMe, 
consumers desirous of owning a chime clock, but finding 

other chimes too expensive. Vice-President. 


ANSONIA CLOCK COMPANY 


Makers of Fine clocks for half a century 


Chicago 8 
5 North Wabash Avenue 99 John Street, New York 23 Fore — az, <. 


Pacific Coast Representative, S. J. Hammond & Co., 150 Post Street, San Francisco. 










ANSONIA means CLOCKS 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
JEWELERS’ CircuLar regarding any advantageous 
device or plan which they are utilizing in con- 
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nection with their busizess. 











Where Bound, Mr. Retailer r 


Written Expressly for The Jewelers’ Circular by Charles A. Hammarstrom, A. B., M. B. A. Organization Counsel, Black, Starr & Frost; Lecturer on Retail Store 
Management, School of Commerce, New York University 
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dising and retail advertising suggestions. 








Editor’s Note—This series of articles will be found of exceptional h:lp and value to every retail jeweler. 
read these instalments each week and file them away for future reference. 
“Organizing for Work,” ‘Costs as a Basis for Setting Standards,” “Profitable Sales Policies,” and “Budgeting the Buyer.” 
merchandise demands much expert knowledge, constant study and supervisicn. 


The subjects to be covered include, ‘‘The Meaning of Management,” 


Read Tue JEWELERS’ CIRCULAR every week for helpful merchan- 


Readers will find it advisable to 


The retailing of 














(Continued from issue of July 30) 

Costs as a Basis for Setting Standards 
HE key to clear understanding of 
jewelry retailing lies in a _ detailed 

knowledge of the expense of operation. 

The lining up of the organization into 
functions and the placing of competent peo- 
ple in authority in each function is in itself 
of small value unless the heads secure facts 
that will place their conclusions outside the 
realm of “hunches” and guesswork. The 
head of each function must have exact 
knowledge on which to act and on which to 
judge his own work and that of his sub- 
ordinates. A study of the expenses of the 
institution furnishes the basis for this 
knowledge and makes possible the setting 
up of standards of achievements for each 
function and for each department within the 
function. 

The retail jeweler’s problem is comparable 
in one respect to that of the manufacturer. 
The latter buys raw material and by the 
manipulation of his plant and labor force 
turns that raw material into a finished 
product. The cost of that finished product 
is the total of the cost of raw material and 
a proportionate share of plant operation. 
The retail jeweler’s raw material is the 
finished goods which he buys from the job- 
ber or manufacturer. The total cost of this 
article of merchandise to the retailer is its 
invoice cost plus a proportionate share of 
tunning the store, that is, plant operation. 

_ If the jeweler’s cost of operating the store 
is 25 per cent. of his sales, and he buys an 
article for $100, the cost of this article to 
the jeweler is not $100, but $100 plus plant 
operation as expressed on the retail price, 
or $133. This figure becomes clear from 
the following table :* 

100% added to the invoice cost 
90% added to the invoice cost 


_— 


*Whitehead, Harold, “How to Run a 
1921,” page 107, Thomas Y. Crowell Co. 


= 50% on the sales 
= 47% on the sales 


Store, 





80% added to the invoice cost = 46% on the sales 

70% added to the invoice cost = 42% on the sales 

60% added to the invoice ccst = 37% on the sales 

50% added to the invoice cost = 3344% on the 
sales 

40% added to the invoice cost 28% on the sales 


3344% added to the invoice cost 25% on the sales 


WW WU 


30% added to the invoice cost 23% on the sales 
25% added to the invoice cost 20% on the sales 
20% added to the invoice cost 16%% on the 
sales 
This table is derived as follows: 
: Fer- Per- 
Cost centage centage 
of Retail Grcss Markup Markup 
Article Price Profit on Sales’ on Cost 
100 200 100 50 100 
100 i180 &0 44 80 
100 160 60 37 60 
100 150 50 33% 50 
100 1334 33Y% 25 334% 


Whether the percentage of markup should 
be expressed in relation to the cost of the 
merchandise or in relation to the selling 
price is a fruitful topic for discussion. The 
best practice favors the latter method for 
the following reasons: 

1. Percentages of expense are based on 

sales. ; 

2. The remuneration of salesmen is based 
on the retail price. 

3. The jewelry tax is figured on the sell- 
ing price. 

4. Allowances to customers are made at 
retail. 

5. Sales totals are always given in books 
of record—the cost of the sales seldom 
showing. 

6. In setting the selling price, two con- 
siderations:, shot Be taken into ac- 
count: the nferchapilise capital, and the 
capital needed for operating expenses 
and other expenditures not chargeable 
to the merchandise account. 

7. Nine out of ten stores, that do not 
figure on the selling price, become 
confused somewhere in their thinking, 
and do not know whether they are 
going backwards or forwards. Large, 








successful stores figure on the selling 
price. 


Operating expenses have a tendency to 
work upward each year.* The only way 
in which they can be controlled and pre- 
vented from becoming too large is by reso- 
lutely keeping them in a definite relation to 
sales. Hence, it becomes important to know 
not only the amount of each item of expense, 
but also what percentage of the sales this 
item of expense is. 

Since expenses should be tied up to sales, 
and since sales vary according to the seasons 
and months of the year, it becomes neces- 
sary to have a sales calendar. With this 
sales calendar as a basis each item of expense 
can be fairly well controlled. If any one 
item should be larger than the customary 
percentage, the reason for it can be de- 
termined at once. This fact will then be 
called to the owner’s attention not at the 
end of the year, but at the end of the month 
in which the expense was incurred. 

A further advantage of knowing the re- 
lation of the expense to sales comes from 
the ability of the owner to fix a definite 
standard of achievement for the entire store, 
a standard which the store should attain if 
it is to break even. For instance, if the 
average maintained mark-up on the mer- 
chandise of the store is 40 per cent. of sales, 
and the expenses of the store are $20,000 
a year, the store must do a business of 
$50,000 before there will be any return to 
the owner. 

However, the store is operated to make 
money for the owners in return for the 
service rendered to the public. Hence, its 
volume must be large enough to produce the 
desired profit. On the basis of the expenses 
mentioned above, $20,000, and these repre- 
senting 25 per cent. of the sales, the volume 


*Sammons, Wheeler, ‘‘How to Run a Retail Busi- 
ness at Greater Profit, 1919,” A. W. Shaw Co., 
page 13. Whitehead, Harold, “How to Run a 
Store,” page 54. 
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TAMBOUR No. 18 
Height, 9”. Base, 20%”. With 
Gold Dial, Spiral Bell Gong. 
List Price, $48.50 








TAMBOUR No. 5 
Height, 9”. Base 21%”. With 
Gold Dial, Spiral Bell Gong. 
List Price, $45.50 


Old friends with a new face and voice 


Here are four Seth Thomas Tambours which 
build up increasing sales year after year. 
This season we are expecting even finer 
achievements from them. They have the same 
beautiful lines, the same Seth Thomas depend- 
ability, and in addition, two new features: 
The gold dial, which harmonizes beautifully 
with the rich mahogany finish. 
The Spiral Bell Metal Gong—a new fea- 


ture in our medium-priced clocks. Its mel- 
low tone, which is like the sound of a 
distant church bell, often acts as a final sell- 
ing argument to your customer, without a 
word from you. 

These are two innovations which will win 
new popular favor for theSeth Thomas line,and 
for the stores which carry them. They will be 
featured in Seth Thomas advertising this year. 


SETH THOMAS CLOCK CO. 


Display Rooms: 


NEW YORK: 19 West 44th Street 






TAMBOUR No. 6 
Height, 9”. Base, 21”. With 
Gold Dial, Spiral Bell Gong. 

List Price, $45.50 


SAN FRANCISCO: 278 Post Street 


CHICAGO: 215 West Randolph Street 


TAMBOUR No. 7 
Height, 9”. Base, 21”. With 
Gold Dial, Spiral Bell Gong. 
List Price, $41.50 
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Storekeeping Department. 


for the year should be, say, $80,000 instead 
of $50,000 and would be distributed as 








follows: 

NAUNOEN) 2020 ers.cw-aine-sss $7,000 
ee eae re 5,500 
LT, a er ee 4,500 
SE Sesesadesewe cent 5,000 
Me ¥ekrsatei tier ernest 6,500 
1A Sa ne rea are ee are 5,000 
A sacs Gt ee ea eos 4,000 
PMB haves sies pani wie eke 3,500 
Sentemioer 2.6028 sess 4,500 
NOE aos sos ese sins ore shedce 6,000 
INOVEINDE?D 6.40455 8000%% 8,500 
PPOCEMIOCE 65 ash evens oor 20,000 

$80,000 


On the basis of this quota the estimated 
expenses for the months of the year would 
be as follows: 


MAMAS. “Sti... Ose sw eens ere $1,750 
PEDPUAtY: © 01845.4s4eruler 1,375 
PLANUS) oie icc seals ois aeons E125 
|. UREA 1,250 
EE. Vidichowt ne teevawees 1,625 
| a ee ae 1,250 
MREIAG rece Sa cet Sis tie 1,000 
ek Lo, A a a 875 
SEDUCMIDED - 66 eeencdivare 1,125 
etover oP nctoswswnsds 1,500 
NOVERIDED Mivdeeinnctueeny 2,125 
DECEIIOeE knicks dasanee 5,000 

$20,000 


The above table shows the expense calen- 
dar as permitted by the sales quota. How- 
ever, there is an irreducible minimum below 
which the expenses of any store can not be 
reduced, even if the sales were zero. Hence 
it follows that the expenses during the slack 
months of the Summer will run somewhat 
larger than allowed by this expense calendar. 
In the Fall and Spring the expenses will 
run less than allowed by the expense calen- 
dar, thus. making the expense of operation 
conform to the amount allowed by the 
volume. 

It has been said earlier that a knowledge 
of the relation of the expense to sales makes 
it possible to set standards of attainment by 
which the owner can judge currently whether 
or not the store is being profitably conducted. 
This knowledge of total expenses to sales 
is helpful in the management of the store, 
but is made far more valuable if each com- 
ponent element is known. For instance, if 
the supplies should run one per cent. of the 
sales it becomes a simple matter to fix as a 
budget limit the amount which is one per 
cent. of the sales, and beyond which the 
Purchasing Department may not go without 
authorization from one of the higher officials. 
In the same way, other expenses, such as 
salaries of salesmen, buying expenses, de- 
livery expenses, office expenses, can be con- 
trolled when placed in a definite relation to 
the volume of sales. 

Knowledge of the comporient elements of 
the expense of a jewelry store is important 
from a viewpoint other than that of budget- 
ing. A jewelry store may be making a 
Profit for its owner, i. e., its percentage of 
mark-up may be greater than the percentage 
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of cost of doing business. A detailed state- 
ment of the expenses of doing business will 
reveal what expenses are within the pre- 
determined standard, and which ones are 
beyond it. For instance, the rent may be 
found too high for the volume of business 
done, and the total expenses for the store as 
a whole is kept down only becay$e—say the 
salesmen’s salaries afe less than is) usually 
paid for that type of work.’ The solution in 
a situation of this kind lies in courageously 
bringing these salesmen’s salaries up to the 
required level. This step should bring with 
it more intensive sales effort on the part of 
the salesmen, and consequently a greater 
sales volume. This increased sales volume 
would bring the rent in proper relation with 
the sales.* 

Exactly what these individual expenses 
should be for any store it is, of course, im- 
possible to say. Each store is operating un- 
der different conditions as to location and 
management, and caters to different groups 
of people. These varying conditions bring 
with them variations in expenses. Yet if 
the experience of a large number of jewelry 
stores be studied, it becomes possible to 
establish a standard which ‘will be valuable 
for purposes of comparison. This standard 
is determined by statistical methods, and is 
not influenced by extreme high or low fig- 
ures. The standard for each item of ex- 
pense would be the percentage figure around 
which the greatest number of stores tended 
to conform. Against this standard the in- 
dividual jewelry store can measure its own 
efficiency. Variations from this 
should, as a rule, be very small. Any un- 
usual variation should be definitely accounted 
for and, if possible, eliminated. This stand- 
ard furnishes a goal which the average 
jeweler should attain and the skillful jeweler 
excel. 

Three search studies have been made, two 
of the Harvard Bureau of Business Re- 
search, and the other by the System Maga- 
zine. Each of these studies is sufficiently 
comprehensive to furnish a standard against 
which the retail jewelers may measure their 
own accomplishments. There is surprising 
agreement in the results of the 1919 investi- 
gations of the Harvard Bureau of Business 
Research and that of the System Magazine. 

According to the Harvard study 32.3 cents 
of every dollar that comes in through sales 
goes out through operating expenses of the 
normal retail jewelry store. Of this figure 
4.6 cents are paid out because of interest on 
owned and borrowed money. The System 
study gives 26.81 cents as the amount of 
every dollar that is consumed in operating 
expenses. This figure does not include in- 
terest on owned or borrowed capital. Hence, 
if the Harvard figure for interest, 4.6 per 
cent, be added to the System figure, 26.81, 
the System figure becomes 31.41 per cent as 
compared with the Harvard figure, 32.3 per 
cent. 

The results of the Harvard study of 
jewelry stores in 1919 are used here in pref- 
erence to those in 1921, first, because the 
former form a higher standard and yet an 
attainable one; second, because they repre- 
sent a profitable operating basis, and third, 
because the figures of jewelry stores in 1921 
are unusual in that there was an average net 


*Whitehead, Harold. ‘““How to Run a Store.’ 
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loss of 6.6 per cent of net sales in the jewelry 
trade. For these reasons the 1919 figures 
are used in preference to those of 1921. 

Before making comparisons with these 
figures, the retail jeweler must make sure 
that his own operating accounts conform to 
accepted accounting practices. The figures 
quoted above include every item of expense 
which is properly chargeable against the 
business. It is not an uncommon thing to 
find retail jewelers failing to include ex- 
penses which are properly chargeable against 
the business. For instance, if the business 
owns its own building, an adequate figure for 
rent may be lacking in the expense figures. 
This omission is sufficiently serious to make 
any comparison worthless. The same ap- 
plies to the failure to charge the business 
with the salaries of the proprietors, 7. ¢., 
management salaries. Another important ac- 
count, which is subject to variations in defini- 
tion, is the sales account. Some jewelers 
will include in this account the present 
jewelry tax, which is collected from the cus- 
tomer on each sale made. This tax amounts 
to approximately five per cent of the sales 
and, if included in the sales account, causes 
an overstatement of the sales on the one 
hand, and an overstatement of the expenses 
on the other hand. 

The above illustrations are sufficient to 
show the need for standardized definitions 
in the operating accounts. In this respect 
the jeweler has the ground well covered 
by at least three studies, which have been 
made of the retail jewelry business, and the 
results of which are a series of operating 
accounts best adapted for his line of busi- 
ness. The studies referred to are those of 
the Harvard Bureau of Business Research, 
Bulletin No. 15, “Operating Accounts for 
Retail Jewelry Stores,” manual of “Operat- 
ing Accounts” by the Jewelers’ Research 
3ureau of American National Retail Jewel- 
ers’ Association, and “Operating Accounts 
for Retail Jewelry Stores” by R. M. Inger- 
soll & Bros. The following are the Harvard 
figures contained in their Bulletin No. 23*: 


Com- 
Lewest Highest men 
Wages of salesforce........ 4.3% 14.6% 8.5% 
Fe ee ae 12.3 2.0 
Joxes, wrappings and other 
selling expense ......... 0.2 2.9 0.9 
Total selling expense...... 6.6 20.8 11.6 
Delivery expense ......... ae 1.0 0.3 
Buying, management and of- 
| re, 17.4 4.9 
Office supplies, postage and 
other management expense. 0.1 1.9 0.6 
Total buying and management 
CPU Se oi ccaduies vaw aoa 2.6 17.4 5.6 
WRN s uiloe alee Hs ae a eee ese 0.8 10.7 4.0 
Heat, light and power...... 0.1 1.6 0.6 
Taxes (except on buildings, 
income and profits)...... 0.02 2.1 0.6 
Insurance (except on _ build- 
ME oa nia ha as eee ee 0.04 1.4 0.6 
Repairs of store equipment. 0.02 1.8 0.5 


Depreciation on store equip- 
MONE cc ccccccccccserccce 

"BOCME MNCTONE Sos ds csicnanes 0.9 

Total fixed charges and up- 


0.03 2.0 0. 
12.1 a 


KOCH GCRPEMIE Ss kc cdc cece 4.2 22.2 11.6 
Miscellaneous expense ..... 0.2 4.6 1.9 
Losses from bad debts..... ata 2.4 0.3 
Total GRUEUEE cdc cciccseees 17.9 50.5 32.3” 


“In the above table the highest and low- 
est figures will be of interest to retailers, 
but for comparative purposes the common 
figures are most useful. In each case the 


*“Onerating Expenses in Retail Jewelry Stores 
in 1919.’? Bulletin No. 23 of Bureau of Business 
Research, page 11. 
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Unconditionally & Perpetually Guaranteed 
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ed _ 
A NEW NAME 


Conklin ENDURA. is the name by 
which the Unconditionally and Per- 
petually Guaranteed Pen made by 
this Company will be known hence- 
forth. Weare abandoning the name 
“Duragraph” by which this spectac- 
ular pen was first announced. 


The thought behind the Conklin 
Unconditional and Perpetual Guarantee 
is so tremendous that we have sought 
by this change to quickly and perman- 
ently identify the pen with perpetual 
service behind it. We believe that 
this new name ENDURA more 
vigorously than any other express- 
es this all-important idea. 





THE CONKLIN PEN MFG. CO. 
BOSTON : CHICAGO : SAN FRANCISCO 


fora WONDERFUL PEN 


Unending pen serviceability is the 
most potent sales force ever put 
back of a fountain pen. The amaz- 
ing and instantaneous public apprecia- 
tion of the Conklin Unconditionally and 
Perpetually Guaranteed Pen has aston- 
ished hundreds of dealers. 

People who never before bought a 
fountain pen are reaching for the one 
that is guaranteed to last—forever. 

It is now undisputably established 
that there is no argument or recom- 
mendation that can compare with the 
Conklin Unconditional and Perpetual 
Guarantee as a sales compelling force. 

Merchandise the name—merchandise 


the pen—Conklin ENDURA. 
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common figure is the one around which the 
figures from all stores tended to concentrate 
for that particular item.” * * 

The following figures are those arrived at 
by the System Magazine: * * * 


Per cent 
Mee avert pusisten sists ls Gee aoe ers 4.98 
ADS Soiccdiacieasa Seale Se aden Bos 10.96 
ee ee ee eee ee 2.85 
ED Ue re Oe 61 
SPE 56s owns a ek oes wiewaip aside obe's 09 
errr TT Te eee eee eo 89 
Instiranice ANd fAKES <<... 620. 0see cece 1.32 
EE GENE aon k ia 6s sicdicc ences 3.96 
Depreciation and shrinkage .......... 95 
DO eee err eae tree 21 





Total perecentage of expenses and sales 26.81 
Add interest, Harvard figure......... 4.6 


31.41 


Knowing all expenses in their relation to 
sales gives the management an invaluable 
basis for action. This knowledge should, 
however, extend not only to sales for the 
entire store as a whole, but also to the sales 
of the individual departments. There may 
be profitable departments carrying unprofit- 
able departments. Profits of the former 
may be large enough to more than offset the 
losses of the latter, thus giving the store 
as a whole an adequate showing. The solu- 
tion for revealing unprofitable departments 
lies in the running of each department as a 
separate store within the larger store. By 
so doing profitable lines of goods are re- 
vealed, and accumulations of old merchandise 
are avoide@ In order to carry out this plan 
the expenses of the store must be divided 
not only vertically, according to the. kinds 
of expenses (rent, salaries, etc.), but also 
horizontally, according to departments (dia- 
mond department, silver department, etc.). 

Three steps are involved in accumulating 
the net profits for each store. First of all, 
must be analyzed by departments. 
Second, the cost of sales must also be an- 
alyzed by departments. The deducting of 
the cost of sales from the sales gives the 
gross profit. Third, the total expenses for 
each department must be obtained. 

The first step in accumulating the expenses 
of the departments lies in devising a chart 
of accounts, giving a letter to each depart- 
ment, and a number for each kind of ex- 
pense that affects that department. As in- 
voices come in, the number and letter can 
be put on the invoice at the time of its ap- 
proval, and thus be charged on the financial 
books and on the cost records to the same 
department, and to the same expense account. 
Hence, the total of any expense account, for 
example, supplies, for all departments should 
equal the total of the supply account on the 
financial books. 


sales 


*“Onerating Expenses in Retail Jewelry Stores 
in 1919.” Bulletin No. 23 of Bureau of Business 
Research. 

**Ibidem page 10. 

***Sammons, Wheeeler, ‘‘How to Run a Retail 
Business at a Greater Profit,” page 22. 


(To be continued) 








The Roy Co., Toronto, Ont., Canada, has 
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O matter what class of business the 

jeweler does, he will rarely make a sale 
before the price of the article is quoted by 
him and found satisfactory by the customer. 
Price may not be the deciding factor in every 
sale, but is it not, in the final analysis, the 
basis on which the sale is completed? 

It has been said that “Every man has his 
price.” The jeweler may well accept that 
as a fact, although not in the manner in 
which the original statement was intended 
to be taken. Every customer has his price, 
that is, a price that is his limit, a price be- 
yond which he will not go, whether it is 
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because he considers it from an economic 
angle, or from an ethical viewpoint. 

The price must be fair to the customer. 
If it is fair the jeweler need not fear a loss 
of sales from its quotation. If the price is 
beyond the limits of the customer’s means a 
sale of the particular article being offered 
may not be made, but it is always possible 
to offer a lower priced article for the pur- 
pose of meeting the limits of the customer’s 
finances, 

The greatest objection jeweler’s find to 
using prices on their wares, when displaying 
them in the window, is that the customer 
is very apt to compare prices instead ot 
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values. At one time that objection was one 
worthy of consideration, but in these modern 
days when the customer is so much better 
informed it is less an objection than it used 
to be. 

On the other hand, the customer who has 
to consider the price of an article before 
purchasing (and they are by far in the ma- 
jority) is likely to be suspicious of the mer- 
chant in any line of trade who does not 
show the prices of his wares in his window 
displays. 


“Isn’t that a lovely watch. I’d like to have 


one like that, but I’m afraid it costs too 


much,” said one woman to another as they 
scanned the unpriced offerings of a jeweler. 

“It is a beauty, isn’t it!” responded her 
companion. “Why don’t you go in and ask 
the price?” 

“I’m afraid to,” replied the first speaker. 
“I’d hate to have Mr. Jones think I couldn’t 
afford to buy it, and I' wouldn’t want to 
pay more than $75 for a watch.” 

That is a typical conversation that may be 
going on at most times of the day in front 
of a jeweler’s display without prices. The 
customer is afraid to ask the price for fear 
she will find it more than she can afford to 
pay, and she doesn’t want the jeweler to 
know her financial limit, 

No matter what the jeweler decides to do 
in the matter of using price tickets on his 
window displays he must expect that some 
prospects will not be favorably impressed. 
That goes without challenge. At the same 
‘ime, if he omits the price tickets. he loses 
sales because there are some prospects who 
will be afraid to ask the price. 

Price cards make plain the cost of the 
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article displayed. There can be no suspicion 
that the price is unfair, or in other words, 
too high for the value offered. 

The price card answers the question upper- 
most in the mind of the prospective customer, 
“What does it cost?” 

Price cards promote the sale of rherchan- 
dise because many prospects would not give 
a second thought to the article unless the 
price quoted seemed fair and _ reasonable. 
Prospective customers see articles on display 
that they will covet. The display is more 
or less made for the purpose of showing 
the possible customer what the jeweler has 
for sale, and for the purpose of tempting 
those who see the articles to buy them. 
lf the price is shown it makes a decision 
casy, 

Price cards may be considered as educa- 
tional as well as merely being informative. 
The prospective customer stops at a jeweler’s 
window to view his offerings. She sees some- 
thing that attracts her, that creates in her 
mind a desire for possession. There is a 
price quoted. She does not think the price 
too high for the article, but that it is more 
than she can afford to pay—at the moment. 
She goes on her way. Later, when she begins 
to think of the article with a longing that 
is not satisfied, she begins to reason with 
herself. She can do this and she can do 
that to save something towards the purchase. 
As these thoughts pass in her mind she is 











140 








HAWKES 





THE JEWELERS’ 


A Profit Maker 
for Summer Days 


Both Fashion and good taste dictate the use of 
crystal for serving salad. 


Its sparkling clarity reflects and glorifies the 
crisp greens of lettuce and cucumbers, the tempt- 
ing red of tomatoes, the rich purples and pinks 


and yellows of summer fruits. 


Here is a sales story that needs only the delicate 
beauty of the new Alpine salad plates to turn it 
into a “ring” on your cash register. 


Selling Hawkes Crystal offers ample rewards— 
first, a profit larger than you make on most of 
the merchandise you sell; second, an entering 
wedge towards selling matching goblets, sherbets, 
and other fashionable pieces. 


Order only afew. We give prompt service on re- 
orders, and you increase your profit by increasing 


your turnover. 


T. G. Hawkes & Company 





Corning, New York 


Pacific Coast Office: 140 Geary St., San Francisco, California 


No. 4009 
The Alpine 


Pattern 


Fashion’s | lat- 
est fancy, deli- 
cately pat- 
terned and cop- 
per wheel en- 
graved. 


Salad Plate, 8!4” $20.00 per dz. net Finger Bow] Plate $18.00 per dz. net 
Goblet ..«. 12.00 per dz. net Water Tumbler, 
Wine_........... 11.00 per dz. net LE: eee. 11.00 per dz. net 


Tall Sherbet .... 
oS) a 
--. 12.00 per dz. net Ice Tea Jug .... 


Finger Bowl 


12.00 per dz. net Tumbler, 2% oz. 8.00 per dz. net 
11.00 per dz. net Ice Tea, 14 oz... 12.00 per dz. net 


4.00 each — net 


Advertised in Good Housekeeping Magazine, 


November, 1924 
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“You can 

stake your 

reputation 
on 


La Cross” 


Specialize in La Cross 


Manicure Sets—a 


that you can depend on, 
and that you know will 
please your customers. 
La Cross Manicure 
Sets have an enviable rep- 
utation for high quality 
salability. 
Dealers everywhere are 
finding them wonderful 


and ready 


profit-makers. If 


are not acquainted with 
La Cross we would like 
to send you the set illus- 
trated above for 15 days’ 
examination. You can 
see for yourself the ex- 
ceptional quality — you 
can appreciate the great 





sales possibilities in this 
line. 

Feature La Cross. 
Push La Cross. Youcan 
go the limit because you 
have La Cross quality 
behind you. Write today 
for full particulars. Ask 
about our assortments of 
the best selling sets. 


SCHNEFEL BROTHERS 
Newark, N. J. 


+ 
La Gross 


Reg. U. 8, Pat, Of. 


MANICURE 
IMPLEMENTS and SETS 
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gradually being drawn to the point where 
she will+decide that after all it is such a 
coveted article that she simply must afford 
to buy it, 

If the price had not been quoted it is 
altogether probable that she would not have 
given the article a second thought. The very 
fact that the price was high gave it an addi- 
tional value in her mind, and made it 
altogether more desirable. . 

If the price card does nothing more than 
answer the question in the mind of the 
people who see the display it will prove a 





Belt Chains 


Safe--- A 
Convenient lio 
Attractive $10 























Fic. 4 


creator of sales. It will save the time of 
the prospect, who will not have to go into 
the store to enquire the price. The price 
is already known when the article is shown 
to the customer. That point is settled, 
together with the fact that the customer is 
satisfied to give the price, and that will go 
a long way towards making the sale of the 
article much easier and quicker for the 
salesman. 

The price quoted on an article in the win- 
dow display is a guarantee that the price is 
fair and reasonable, but more than that, that 
it is the price quoted to every customer of 
the store. There is still a lingering impres- 
sion in the minds of some customers that the 
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jeweler has more than one price, and the 
fact that he does not quote prices in his dis- 
plays tends to confirm this impression. “If 
the price is right, why should he be afraid 
to mention it,” is the thought of nine out 
of ten when they see articles displayed with- 
out prices. 

The jeweler who quotes prices on his low- 
Priced lines and does not do so on his better 
grades is fostering this feeling in the minds 
of the public all the time. Prices should 
be quoted on as many articles in a win- 
dow as possible without injuring the appear- 
ance of the display. If this is accepted as 








THE JEWELERS’ 
an axiom the display will have to be more 
carefully planned so that “groups” may be 
priced with the one price’ card. 

From the nature of the jeweler’s merchan- 
dise arises a problem when the time comes 
to provide price tickets for his displays. 
He cannot spread a price all over a half 
sheet of cardboard and place it in his window. 
His cards must be small and dignified, and 
of such a style and appearance that they will 
harmonize with his offerings, 

The most common form of the price 
ticket is a small card with the price only. 
This form mav be used for a considerable 
portion of the display, but it is better sales- 
manship -to use a few cards that give. the 
customers something to think about. <A 
“selling argument” or phrase will often 
clingh a sale where the article and the 
quoted price will not. 

There is an almost unlimited scope for 
variety in the preparation of price tickets 
for jewelers. The one field which he can- 
not enter freely is that of extreme size, but 
at times even this is permissible. In Fig. 1 
two forms of price quotations are illustrated, 
one with the price only, the other with ‘an 
explanatory phrase, which in effect is an 
argument in favor of the article. The use 
of the enclosing light rule borders on the 


_ card at the left adds to its appearance. Box 


rule borders should in a measure conform to 
the text used. Note the two forms below 
the price cards. The slant of the border at 
the left follows the slant of the lettering. 
So does the border at the right. This is 
good practice, 

The most common form of explanatory 
price ticket is that shown in Fig. 2. The 
wording gives the name of the article and 
a description or explanatory phrase, “Ciga- 
rette Cases” are the articles displayed, 
“Sterling” is the description of them. This 
is offered as a type, and it includes cards 
similar to Figs. 3 and 4, where the descrip- 
tions are more extended. 

The explanatory phrase precedes the name 
of the article in Fig. 3. The words “Wed- 
ding Gifts” suggests that the “water sets” 
are practical and suitable for wedding gifts, 
leading the possible customer along certain 
lines of thought. If the words “Wedding 
Gifts” are omitted the possible thought of a 
prospective customer is, “I don’t need a 
water set.” The price card as illustrated 
gives the prospect an extended thought that 
may bear fruit at a future day, if not at the 
moment. 

The price card illustrated in Fig. 4 is of 
a slightly different nature. This card is cal- 
culated to develop a sale to the person seeing 
it, although it is just as apt to appeal to 
the mind of a woman who has in mind a 
zift for her husband, brother or some other 
male. “Belt Chains that are safe, convenient 
and attractive at prices ranging from $1 to 
$10.” That is what the card says. If this 
card is placed on a display of an assortment 
of belt chains it attracts attention to the 
chains. The prices of individual chains may 
he indicated by using very small price tickets 
without further wording, 

A somewhat larger card can be used in 
the window display if the triangular forim 
illustrated in Fig. 5 is adopted. The dia- 
mond, triangle, rectangle, circle and oval are 
all forms that may be used freely in a dis- 
play, but it is best not to mix these in any 
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one display. Ovals and circles may be used 
in the same display, but cards with curved 
and straight outlines should not be used 
together, 

The farther back in the window the price 
card is placed the larger it may be. Quite 
large cards may be used on the background 
of the window, but rarely, except when a 
special sale offering is made should this take 
the form of the price ticket. 

A price card of the form illustrated in 
Fig. 6 may be used. This card is offered as 
a type suitable for all jeweler’s where dis- 
plays of quantity at a single price are made. 
By omitting the price from the card and 
placing individual price tickets on the dif- 
ferent articles of this type of card may still 
be used. 

The special feature of this card .is the 
selling phrase. It suggests that the cigarette 








Dainty 
Cigarette 
Holders 

d 


an 
Tubes 


for 
Dainty 
Women 
Who 5 5 
Use the ° 
Weed 


All Colors 




















Fic. 6 


holder is a part of the woman smoker’s 
jewelry and as such a variety of colors 
should be on hand to harmonize with the 
particular color of that worn on the neck and 
arms, 

It is the firm conviction of the writer 
that if less merchandise were exposed in the 
average jeweler’s displays, and more price 
cards used that the sales would be increased, 
The jeweler cannot afford today to lose any 
opportunity to make more sales. He is in 
constant competition with other stores selling 
other wares. The use of more price and 
explanation cards in his windows will help 
him overcome this competition to some ex- 
tent. The more the customer knows about 
an article offered for sale, including the 
price, the easier it is to decide to purchase 
the article. 

Stock tickets with prices printed on them 
may be purchased by the jeweler, but it is 
almost impossible to secure suitable tickets 
with selling phrases printed on them as each 
jeweler wiil find his requirements differ from 
every other jeweler. The introduction of 
the “Speed” pen for card writing has made 
the writing of price tickets an easy matter. 
Two sizes of these pens and a bottle of ink 
and some cards in the hands of a handy 
jeweler will make it possible for him to 
produce all the price tickets and cards he 
requires, 
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WARDROBE TRUNK Russet leather—6” deep -inside 
In stock in rawhide bound finish. Two locks. Space will 
carry either one or two of the two stack cases. Four draw- Regulation Telescope Sample Cases in stock; 5 
| ers for linen, shoes, etc. Clothing space for 5 suits, um- inches to 15 inches deep inside. Drop front. Black 
— etc. | Wardrobe Trunk to carry telescope cases or Cowhide and Black Fibre in stock. 
es, to order. 











A Complete Line Always in Stock 


Our special order department is equipped to manu- 
facture all kinds of Luggage in a minimum of time. 


Booklet sent on request 


CROUCH & FITZGERALD 


177 Broadway, New York, N. Y. 
586 Fifth Avenue, New York, N. Y. 





























Established since 1890 


Herschede Mantel Clocks, both Westminster quarter-hour chime and half-hour strike, are made of the 
finest material and accuracy in workmanship completely in our factory—view of which is shown above. 


Chime Mantel Clocks, Retail $65.00 to $110.00 Half-Hour Strike Clocks, Retail $27.00 to $50.00 
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How I Would Develop My Business by 
Retail Advertising 





Written Expressly for The Jewelers’ Circular 














W HEN we speak of business development 
nowadays, we very properly refer to 
business growth or expansion, 

Plant or animal life is dependent for its 
existence upon the nourishment fit for its 
kind it receives from day to day. Nature 
provides the means whereby each of these 
forms of life thrive and grow to maturity. 

The upbuilding and development of a 
business enterprise, however, is an entirely 
different proposition. Here human fore- 
sight and ingenuity determines to a great 
extent the character and worth of a business 
from the standpoint of its earning capacity, 
as well as the reputation it bears in the esti- 
mation of the general public. Careful and 
constant supervision on the part of those in 
authority is just as essential to the perpetua- 
tion and growth of a retail jewelry store as 
intelligent transplanting, pruning and water- 
ing is conducive to the proper formation and 
healthy growth of trees and shrubbery. 


OU will note from the wording of the 

heading to this article that I am to tell 
how I would develop my business by Retail 
Advertising. Let us assume that I have 
taken over the reins of a jewelry store that 
hitherto has been lacking in vitality, with 
the intention of increasing its clientele, and 
boosting sales to a higher level. As is 
usually the case with stores suffering from 
“anemia,” the proprietors themselves are 
usually to blame, for the reason that they 
are lacking in vision and initiative. I may 
have one of the best locations in town; my 
store and fixtures may compare favorably 
with the plant and equipment of any of my 
competitors; my stock may be new, clean, 
and well displayed; and my help courteous 
and altogether efficient, but if I do not make 
an active bid day in and: day out for the 
patronage of the public-at-large, my business 
is not going to thrive to the extent that it 
otherwise would. It is all well and good to 
fee] secure in the thought that my friends 
and acquaintances are patrons of mine, but 
if I had to depend on their patronage and 
support for .a living, my expenses would 
socn overtop my sales. Ben Franklin used 
to say that “An empty bag cannot stand 
upright.” Neither can a business nowadays 
earn dividends or stand on its own legs, if 
there isn’t a man with ideas and originality 
at the head of the enterprise. 


T this point it devolves upon me to sug- 

gest the advisability, or I might say the 
necessity, for advertising my business, using 
one or more of the generally accepted 
methods or mediums employed by successful 
merchants in every locality. Much as [| 
believe in the efficacy of advertising, I am 
not willing to affirm that it is a panacea for 
all merchandising ills. Before advertising 
can be made to produce results, a store’s 





buying and selling policy must be sound. 
No amount of money spent for advertising 
will increase sales, if the merchandise adver- 
tised is not saleable from the standpoint of 
seasonableness or serviceability. Nor will 
the advertising itself cause thinking people 
to flock to a store that promises them too 
much for their money, or otherwise savors 
of the ridiculous. 

Furthermore, the selling help must be 
efficient and courteous, or much of the money 
spent for advertising will be wasted. Curt, 
lazy salespeople can nullify the pulling 
power of the best advertisement ever set up 
in type. 

Seldom do I converse with a jeweler who 
does not have preconceived ideas regarding 
the how, why and wherefore of advertising. 
Where there happens to be one jeweler who 
spends his money wisely in making his wares 
or his services known to the general public, 
there are perhaps a dozen who fail in this 
respect, simply because they are not con- 
versant with the laws governing advertising. 
As the readers of this journal have been 
informed times without number, a good ad- 
vertisement is calculated to attract attention, 


‘create desire, convince the reader of his 


need for the article advertised, and finally, 
make the sale. An advertisement that fails 
of accomplishment in either of these 
essentials can scarcely be expected to pro- 
duce maximum results, and seldom does. 


SSUMING that the stage is all set inso- 
-* far as the condition of my stock and the 
calibre of my sales help is concerned, it now 
devolves upon me as the proprietor to find 
ways and means of interesting the public in 
my store, my service and my wares. Per- 
sonally, I am of the opinion that newspaper 
advertising is the cheapest and most advan- 
tageous method of reaching the greatest 
number of people in the shortest space of 
time. Department stores appreciate this 
fact, as evidenced by the vast amount of 
advertising space they contract for in the 
daily papers in every locality. 1 would not 
have my readers infer, however, that news- 
paper advertising is the only profitable 
method of increasing patronage. [ am 
acquainted with a number of jewelers who 
use the mails, billboards, car cards and 
theatre curtains to good advantage in keep- 
ing their names before the public. While 
these forms of advertising are effective in a 
measure, they are intended to supplement 
rather than to supersede newspaper advertis- 
ing. When I have news of importance to 
br‘ng to the attention of my patrons and the 
genera! public, the newspaper is my one best 
bet. Many small-town jewelers are so 
occupied with the business of buying and 
selling jewelry, repairing watches and 
jewelry, and the fitting of people with 
glasses, that the preparation of a mailing 


list and the mailing out of advertising 
matter is well nigh an impossibility. To 
jewelers in this class the daily newspaper 
is a godsend. People who do not read the 
papers nowadays are in the minority, conse- 
quently you are safe in assuming that your 
advertisement in the daily papers will be 
read -by all whom you would welcome as 
prospective customers, 


ECAUSE of the small amount of money 
the average jeweler is able or willing 
{o appropriate for advertising, it becomes 
all the more necessary for him to make it 


_reach as far as possible, to spend it judicious- 


ly, in other words. If you happen to be 
doing business in a town of 75,000 inhabit- 
ants, and your daily paper has a circula- 
tion, we will say, of 25,000 copies, you haye 
a reasonable chance of reaching the major 
portion of the public from day to day at:a 
cost of from $5 to $10, depending on the 
space rate and the amount of space your ad 
is to occupy. If you used as little as 
l-column 5-inch space every other day 
throughout the entire year, and used that 
space in telling the public something really 


- edifying or worthwhile about. your service 


or your wares, the direct results ought to 
prove gratifying, to say nothing of the 
cumulative effect that such. advertising 
provides, 

The trouble with most. jewelers nowadays 
is that they expect immediate results from 
a single insertion, instead of giving their 
advertising an opportunity to register. It 
is too much to expect that the public will 
make a beaten path to your door the moment 
they scan your advertising. You might 
accomplish this result if you promised to 
give away a watch or diamond ring with 
every purchase, but that would be bribing 
rather than educating the public to patronize 
you. Advertising copy should be nothing 
more or less than intensive selling talk in 
print, truthful, brief and educationa!. An 
illustrated ad is more efficacious than an all- 
type ad, providing the illustration accurately 
portrays the article described in the copy. 
To fill your advertising space with illustra- 
tions that are crude and unrelated to the 
copy is far worse than using none at all. 

If you are featuring price in your news- 
paper copy, see that the figures are set up 
in bold face type. Avoid using the word 
“Special” in every ad you run, reserving the 
term against the time when it can be used 
‘o particular advantage., For a jeweler to 
habitually feature “bargains” or “specials” 
in his advertising is to earn for his store the 
reputation of being an auction house. Intel- 
ligent, educated people are not averse to 
paying a jeweler what his merchandise is 
actually worth, and they prefer trading with 
merchants whose advertising savors of 
dignity, truthfulness and square dealing, 
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All Profit 


No Stock to Carry 
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Retail Advertising Department. 








REGARDLESS as to how well known you 

may think you are in the community, see 
to it that your firm name and street address 
is given a place of prominence in every 
advertisement you pay for. 

The advertising departments of any of the 
daily papers are always glad to assist busi- 
ness men in the preparation of their copy and 
the laying out of their ads, and can fre- 
quently supply suitable cuts for jewelry 
advertisements. 

Experience, supplemented or augmented 
by certain fixed rules governing newspaper 
advertising must, after all is said and done, 
guide the jeweler in originating advertising 
copy, and spending his appropriation where 
it will do the most good. Local conditions, 
too, play a very important part in determin- 
ing the character and amount of advertising 
to be used, and every jeweler must decide 
for himself as to how, when and why he 
wants to advertise. 


HIS article would hardly be complete 

without stressing the importance of ap- 
pealing to the feminine mind in every piece 
of copy you run. Labert St. Clair, of 
the American Electric Railway Association, 
and a widely known authority on advertis- 
ing, is quoted as saying on one occasion that 
“Woman always has been the buying head 
of the family.” Since women do practically 
95 per cent, of all the buying, directly or 
indirectly, in the United States, she occupies 
a very important place in the world of busi- 
ness today, and it is well for merchants in 
all lines, jewelers in particular, to recognize 
this fact when planning their advertising. 
“Sell the women and you sell all” is Mr. 
St. Clair’s golden text for business men, and 
he thinks this might well be chosen as 
the advertising slogan of business in 
general, 

The shopping instinct seems to be born in 
women, and they usually have the last word 
when it comes to spending the major portion 
of the family income. Men will tell you 
that they buy their personal effects to suit 
themselves, but they don’t. A goodly num- 
ber of the men in this country secretly enter- 
tain the desire to dress like bookmakers, but 
most of them wear the conventional blue or 
black suits. Why? Because their wives 
choose their clothes. If a man hasn’t a wife 
to choose his clothes, then some other 
woman does. Women may not go to stores 
with men, but their influence does. In fact, 
it often gets to the store first. 

It has been my own experience that when 
men come in to buy fine watches, diamond 
rings, or other expensive articles of jewelry, 
they are usually accompanied by their wives. 
The man may pick out the watch or ring 
that tickles his vanity, but he holds on to 
his money until he feels reasonably sure that 
his wife has been satisfied with his 
selection, 

I'll wager to say there is hardly a thing 
bought or sold nowadays that does not bear 
the stamp of a woman’s approval. This 
being the case, it devolves upon jewelers to 
cater to her friendship and good will. 
Women delight in fair dealing, and no one 
has ever charged them with being afraid to 
speak up in defense of justice, especially 
when their rights are involved. 
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[NCREASE in sales with resultant profits 

can be secured if you are careful to make 
your advertising appeal to women. The 
only thing necessary to do is to make your 
copy ring true, and write it in plain under- 
standable every-day English. Speaking the 
truth is imperative, whether it be confined 
to your sales arguments over the counter, or 
incorporated in your advertising copy. There 
may be no other fury like that of a woman 
scorned, unless, perchance it be that of a 
woman upon whom a merchant has practiced 
misrepresentation. Play square with a 
woman if you expect to retain her friendship 
and patronage. 

Next to telling the truth in your advertis- 
ing comes the need for making the story 
plain. Short. pithy sentences are more per- 
suasive and convincing than long drawn out 
paragraphs that mean nothing to the average 
woman. If you could write your copy in 
monosyllables, it would stand a_ greater 
chance of being read and understood than 
would copy that bristles with big words, 
many of which might perhaps be foreign to 
the vocabulary of the average housewife. 


N conclusion, then, I would leave this 

thought with you, that to succeed in the 
jewelry business, it is essential that you 
cater more and more to the shopping in- 
stincts of the women in your community; to 
treat them with the utmost courtesy and 
consideration; and to direct your advertising 
more especially to them, since, as I have 
said before, the bulk of the shopping nowa- 
days is done by the womenfolk.—A. S. K. 





Every Little Bit Helps 


ITH the ever increasing vogue for bead 

necklaces of all sizes and lengths at 
the present time, the average woman 
doesn’t feel fully clothed unless she is wear- 
ing a string and that being the case there 
are bound to be a lot of casualties. Are 
you taking advantage of this and making a 


Re-strung *~v Re-paired , 


80¢ and UP 
Arthur W. Fitt 
€ 41 Winter St 4% floor,y 





SMALL SPACE WELL USED 


specialty of restringing? So many women 
when they break a string of beads mean to 
take them to the jeweler’s at once to be re- 
strung, but usually considerable time elapses 
before it is accomplished. Quite often the 
delay is due to not knowing just where to 
have them mended. Arthur W. Fitt, Boston, 
has run this advertisement which dwells only 
on the restringing and repairing of beads, to 
fill this very need. 

In addition to making a special appeal of 
this sort, it’s not a bad idea to have your 
salesmen mention to customers that you do 
such work. They are sure to be glad of the 
reminder and “every little bit helps.”— 
mn, i. FP. 








“How do you like living in a flat?” 

“First rate, 
has company I 
room.” 


Every time my wife 
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old boy. 
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An Interesting Booklet 


“Your watch, how to make it last longer, 
keep better time, be dependable,” is the title 
of a dignified and interestingly written little 
booklet issued by Black, Starr & Frost, New 
York. 

The copy may give suggestions to other 
jewelers—so here it is: 





OUR WATCH is one of the most in- 
genious and complex instruments which 
the imagination can suggest. Besides the 
natural laws of gravitation, inertia and tem- 
perature, it employs the mechanical laws of 
the spring, the gear, the bearing, the axle, 
wheel, screw and _ shaft—all harmonized 
beautifully in an organization of the utmost 
delicacy, yet as dependable as the simplest 
machine. The steady, reliable performance 
of this tireless little mechanism calls so 
little attention to itself that you are not 
likely to devote much thought to its care 
so long as it runs. 

The balance wheel of your watch turns 
18,000 times an hour, 432,000 times a day. 
In a year it travels the distance between 
New Ycerk and San Francisco. 

Sometimes it has to go all this way and 
back again without oil, struggling with dust 
and dirt, irregular windings and still more 
irregvlar visits to the repair shop. 

Men’s pocket watches should be wound 
once a day, preferably in the morning and 
at the same hour. Small wrist watches 
will give far more satisfactory results if 
wound beth in the morning and evening. 
This fractice will, in a measure, overcome 
the quick shifts of position which a wrist 
watch experiences. 

Your wrist watch, also, should always 
be removed when you wash your hands. 

Many perscns injure their watches, espe- 
cially small wrist watches, in setting them. 

Never pull the winder, because there is 
always a danger that it will pull out or 
break off. 

The proper way to set any watch is to 
place the thumb-nail and middle-finger nail 
just below the winder, and press them to- 
gether. 

This will force the winder slightly out to 
permit the setting of the hands, after which 
it should be snapped back into position. 

Your watch should be cleaned and oiled 
periodically—men’s watches every twelve or 
eighteen months, small wrist watches every 


eight months. Small wrist watches need 
more frequent attention because they are 
more delicately constructed, and also do 


more work—to the extent of 31 million ticks 
per year. A small watch will give its own 
warning that the time has arrived for over- 
hauling. When the oil thickens—as the 
best oil will in time—the watch will stop, 
because the delicate main-spring in this 
type of watch cannct overcome the resist- 
ance of stiff oil. A large watch, however, 
because of its more powerful main-sprin 

will keep cn running for a while after = 
most al! lubrication has disappeared even 
as an automobile will—and with equally 
disastrous results. 

Satisfactory watch repair work requires 
a skillful perscnnel and a shop that is well 
equipped, well ventilated, lighted and free 
from dust. Our shop is located in our own 
building. Ten windows give it ample natural 
light; and special machines collect dust 
and lint. 

Every watchmaker in our shop has been 
trained in noted horological and factory in- 
stitutions in America and in Europe. We 
not only investigate his record carefully, 
but require of him a performance test, in 
which he has carried out satisfactorily some 
delicate repairing operation. 

In spite of its complexity your watch de- 
mands only fair treatment and the occasional 
attention of expert repairmen to give you 
accurate time and a life long service. 


REMINDERS 


Don’t open the back of your watch unless 
it is absolutely necessary. Dust and mois- 
ture are harmful. 

REMOVE your wrist watch before washing 
your hands. Shculd your watch accidentally 
become wet, send it to us immediately. 
Prompt action will prevent rusty works and 
a large repatr bill. 

WIND your pocket watch once a day, pre- 
ferably in the morning, and your wrist watch 
twice a day at a regular time. 

Winp it fully but not tightly, a loose 
hold on the stem acts as a safety valve. 
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The illustrations above show a few of the dif- 
ferent shapes and sizes of V. T. F. Lentilles, 
intended for fancy cases. 


Your jobber will send you upon request a chart 
illustrating those fitting most of the fancy 
shaped cases on the market. 


Write for. it! 


Hammel, Riglander & Co. 


Exclusive Wholesale Distributors 


NEW YORK, U.S. A. 
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The Horological Questionnaire 





Written Expressly for The Jewelers’ Circular by Lester B. Pratt 

















AuTHor’s Nore.—Realizing that there is a scar- 
city of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands pre-eminent as a clean profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill, and delicate precision instruments of every 
description come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of ac- 
curate time pieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘“watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are “‘old 
stuff” to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.; that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from Technical Issue of July 2) 

QuesTion.—In fitting new jewels and also 
in the regular course of watch repairing, we 
often come across broken screws. Quite 
often a screw is driven in the plate with 
much force and in removing such screws, 
the head may break off. How may broken 
screws be removed without injury to the 
plate? 

ANSWER.—There is a good steel solvent 
on the market, which will readily remove 
a broken steel screw from any watch plate 
without injury to the original finish of the 
plate. To use such steel solvent, we may 
strip the plate or part that contains the 
broken screw, of all steel work, such as 
screws, springs, cams, etc. Then the plate 
or part is placed in a porcelain cup, enough 
solution is added to cover the piece and the 
solution is warmed until action on the steel 
Starts. By keeping the solution warmed 
for a short time, the screw is finally dissolved 
and the residue may be readily removed by 
Patting with a soft brush. Then the plate 


or part may be washed thoroughly with soapy 





water and finally dried in the regular man- 
ner used in cleaning. 


Any slight discoloration may be readily 
restored by buffing lightly with a chamois 
or buckskin buff slightly charged with soft 
rouge. After such buffing, the plate or part 
should ‘again be washed with soapy water 
to remove traces of rouge. 

In some cases, a broken screw may be of 
short length and the broken part may be 
readily removed with a suitable punch. All 
staking tools should be provided with a 
series of sub punches of suitable size to fit 
a single, large hole punch. The sub punches 
should be of various diameters, so that a 
fairly close fit may be obtained for any given 
screw. Then we may select a stump with 
a hole, slightly larger in diameter than the 
broken screw, center the stump hole in the 
staking tool and with a sub punch of suitable 
diameter, we may easily punch out the 
broken part of the screw. 

The advantage of punching out a broken 
screw is simply a saving of time, but in 
using this method, a slight amount of stock 
is removed from the plate or part and this 
often necessitates fitting a new screw of 
larger thread diameter. Quite often the 
thread part of the plate or part is partly 
stripped and requires a new screw thread 
in any case, 

Question.—How shall we proceed to fit a 
new screw in plates or parts that are not 
standard sizes or that have had the threads 
stripped out? 

ANSWER.—While it is a great advantage 
to be able to select a stock size of screw 
to replace broken screws, this is not always 
possible and the first-class watchmaker 
should provide himself with means of mak- 
ing new screws as required. With the 
proper equipment, it is a very simple matter 
to make a new screw of any required size; 
it may be done in a few moments and 
finished equal to the factory product if 
desired, 

QueEsTION.—What equipment is required 


in order to make a special screw for any 
particular job? 

ANSWER.—The expense of carrying in 
stock, dies and taps to thread all screws 
for American watches would be considerable, 
as a separate line would be required for 
each make of watch; furthermore, the 
spring dies that are in general use in the 
large watch factories are rather expensive 
tools, that are designed for production work 
rather than single repair jobs. 

We may use the regular 30 hole Swiss 
screw plate for such jobs and make good, 
serviceable taps to fit each threaded hole 
in the screw plate. While the Swiss screw 
plate will not produce a screw of the same 
pitch as the regular stock sizes, at the same 
time, it furnishes a ready means of making 
a screw to fit any job where screws are not 
available on short notice. Most of us have 
to repair a few old models or discontinued 
movements, and such movements are usually 
the ones that are most troublesome in regard 
to screw breakage, 

We shall also require a flat strip of soft 
steel to be threaded and numbered to corre- 
spond with the holes in the screw plate. 
This strip of soft steel must be made of 
Bessemer or mild steel which does not 
harden by heating and quenching in cold 
water. We shall use this strip of soft steel 
to hold the screw after threading, so we 
may be able to quickly slot the head and 
then harden and temper the screw, 

With a little extra work, we may improve 
on the style of the screw holder and also, 
greatly add to its efficiency, by turning up 
a circle of soft steel about two inches in 
diameter, with stock one-eighth of an inch in 
thickness and three-sixteenths of an inch in 
width. The dimensions are not essential, so 


long as it is ample to accommodate the 
largest screw in the screw plate. 

At three equi-distant points in this circle 
of steel we may drill holes and tap them to 
take a number 5 screw as sized in our Swiss 
screw plate. 

The completed tool will be a combined 
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Additional patterns have been 
added to meet the requirements of the 
latest bracelet cases, increasing the 
assortment to nearly 250 styles. 

Ask your jobber for the supplementary 
catalog pages. 
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screw holder and polishing tripod; we may 
thread a blank in the Swiss screw plate, cut 
it partly away from the stock, then drive it 
into the screw holder, slot the head, harden 
and temper the screw and finally smooth and 
polish the head and the entire cycle of opera- 
tions may be done in a very few moments 
of time. 

We shall require two holders for the taps; 
one to take the larger sizes and one for 
the smaller sizes of taps. The taps that 
are numbered from 7 to 00 inclusive should 
be made of stock one-eighth of an inch in 
diameter, while the smaller sizes may all be 
made of stock .097 in diameter. Old or 
used dental burrs make excellent stock for 
such taps as the stock is all uniformly sized 
and straightened and all we need to do is to 
anneal the steel so we may be able to thread 
it as desired. The dental burrs are also 
flattened on one end and we may flatten the 
one-eighth stock in the same manner. 

The holders may be made of knurled 
stock with a hole in the end to take the 
taps. Then a cross pin is fitted in the end 
of the holder to engage the flat side of the 
tap. In this manner we may readily fit any 
tap in the holder and use it by hand for 
delicate threading. The holder for the large 
taps should be about one-half inch in 
diameter, while the smaller holder may be 
about one-quarter of an inch in diameter. 

We shall also require a body drill and tap 
drill for each size of tap; the proper drill 
sizes may be obtained from the tap dimen- 
sions, 

A small wooden case may be made to 
contain the complete outfit; there is very 
little work entailed in making this outfit 
and it will more than pay for itself in the 
time saved in doing odd jobs of screw fitting. 

In our next installment, we shall describe 
methods of turning the stock to correct 
sizes for threading, hardening, tempering, 
slotting and polishing the heads of the 
screws, 

(To be continued) 








Laughs Across the Bench 





Father: “I don’t know what is the matter 
with that child. He won't stay in the same 
place any length of time.” 

Mother: “He probably got it from his 
nurses.”—Le Journal Amusant. 

“She was deceived in him, poor girl.” 

“Deceived in Jack?” 

“Dreadfully! She thought it was love 
that was making him so pale and thin, and 
it was only going without food so as to buy 
her presents."—The Christmas Bell. 





Patsy—“Mom, won't gimme candy 
now ?” 

Mrs. Casey—“Didn’t Oi tell ye Oi wouldn’ 
Zive ye annya at all if ye didn’t kape still?” 

“Yes, but—” 

“Well, the longer ye kape still the sooner 


ye'll get it.” 


yer 





Any girl can be gay in a classy coupe, 
In a taxi they all can be jolly; 

But the girl worth while is the girl who can 
smile 
When you're 

trolley. 


taking her home on_ the 


—Western Drug Record. 
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Tendencies in Watch Styles 











Discretion in Selection of Watch Stock 














Exein, Ill, July 30, 1924. 
TECHNICAL EpIToR JEWELERS’ CIRCULAR, 

Dear Sir: From time to time we as makers 
of watches are asked to forecast the future 
trend of watch product, that is, to say what 
sizes we think are gradually going out, and 
what grades or sizes are becoming more 
popular. No one can prophesy with certain 
accuracy, but we are glad to give an opin- 
ion on the matter. 

In the first place, we do not believe that 
the 18 size is going to go out of existence 
for some years to come. Jewelers in most 
localities will do well to carry good 18 size 
movements in stock. The 18 size is a sturdy, 
reliable movement which gives good service 
at a minimum expense for upkeep, and at a 
moderate first cost. 18 size movements are 
not easily damaged, but when damaged they 
are easily repaired. They are not too large 
for the average man who works at manual 
labor, and there are some office workers and 
business men who prefer the 18 size watch. 
For a miner, farmer, lumberjack, or in fact 
for any man doing strenuous work, the 18 
size is the practical size. At present there is 
a slight increase in the demand for this size. 

The 16 size is a good, sturdy, practical 
size and will be the popular size movement 
for the average working man, for many 
years to come. It is also a good size for 
boys, and is not too large and heavy for even 
a small boy, yet it is a strong sturdy time- 
piece economical to keep in good repair. The 
railroads demand 16 size movements and do 
not permit any smaller sizes. 

The 12 size movement is about as small in 
diameter as a movement should be for a 
man’s timepiece. Similarly there are limits 
to the thinness which should be permitted in 
a timepiece. Of course movements can be 
built which are very thin indeed, but is it 
the sensible thing to build and sell such 
movements? The average man is fairly ac- 
tive and wants his watch to keep good time. 
In order to do this the watch should have 
certain size in the pivots and bearings, the 
wheels and pinions, and to sacrifice this size 
for looks, is poor policy. In the long run it 
doesn’t pay to give up utility for appearance. 
Were we in the position of the retail jeweler 
we would not sell a watch which we did not 
believe would keep excellent time for many 
vears to come, and which would be reason- 
ably easy of access when the time came to 
clean it, or when accident forced a repair job. 

The strap watch for men is now a stand- 
ard article and will be sold in good quantities 
in the future. We do not believe that it will 
ever take the place of a pocket watch. A 
strap watch is very convenient, but it has to 
stand a tremendous amount of motion and 
hard service. Some men hesitate to depend 
on a strap watch, since it has to undergo 
such severe treatment. For a man who musz 
have the exact time, who is catching trains 
every day, or who prides himself on being on 
the second for every appointment, a good 
pocket watch is essential. We believe the 


men’s strap watch is a very nice extra watch 
to use on certain occasions, particularly on 
outing trips. We advocate the sale of these 
watches to every man as he will find them 
extremely convenient. But we do feel that 
every man should have a good pocket watch, 
and it is our experience that most men feel 
that way too—no matter how well their strap 
watch may perform, 

For ladies the situation is somewhat dif- 
ferent. They naturally care for adornment 
more than men do, and the bracelet watch is 
about the most convenient timepiece as well 
as the most beautiful. Ladies will probably 
continue to wear bracelet watches for years 
to come. In spite of the considerable mo- 
tion that a wrist watch gets, it is certainly 
better to carry a watch on the wrist than to 
carry it hanging loose on a chain or cord. 
There have been many different styles in 
ladies’ watches in the past and there doubt- 
less will be in the future. There are laval- 
liere watches and ring watches; but, so far, 
the wrist watch has proven the best. Ladies 
want accurate time just as men do, and they 
are not going to get it by little freak watches 
of various sorts. The high grade wrist 
watch is the type of watch from which a lady 
gets the most satisfaction. Hence, it is the 
one which it will pay the dealer to supply. 

As you will see from the above, we do not 
believe there will be any radical changes in 
sizes or styles of watches for some years to 
come. And we believe that it is better not 
to have radical changes, unless they are de- 
cidedly for the best. The present standard 
sizes and styles of watches have been estab- 
lished through many years use and have 
proven themselves satisfactory for the work 
required of them. 

At the risk of being misunderstood we 
would like to add a word of caution. This 
is to ask the jeweler not to put in tow many 
varieties of watches; that is, varieties in 
cases and dials with the same grade move- 
ment. In making this suggestion we are 
going contrary to our own apparent good, for 
it would be to our advantage, seemingly, to 
have Elgin movements fitted in as many dif- 
ferent cases with as many different dials as 
would look attractive. But is this a good 
thing for the retail jeweler? There are a 
certain number of prospective watch buyers, 
and it is doubtful whether by flashing a 
dozen or even a hundred different styles of 
watches in his window the jeweler is going 
to get many additional buyers. The pros- 
pective buyer who does come in will want, 
say, a 12 size 17 jewel movement, and the 
more varieties of cases and dials that are 
submitted to him the more confused he gets. 
If the jeweler could show two or three 
handsome dignified watches in that grade at 
certain fixed prices (which, through adver- 
tising, the customer knows are correct) he 
is very liable to make a sale. If, on the 
other hand, he confuses his prospect by 
showing a great variety of watches of sim- 
ilar grade in all different styles and prices, 
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the buyer is actually less liable ‘to make the 
purchase. He will study it over and then 
want time to decide and during that time 
may conclude to buy something else or go to 
another store. The immediate sale is the 
sure one! 

Another important consideration is the 
fact that when a retail jeweler accumulates 
a considerable variety of watches in the same 
grade he will necessarily have to keep other 
grades too. This means that his stock will 
‘be increased, he will have a higher inventory, 
more money tied up in the business which 
should be earning interest, and a smaller 
turnover. His profits therefore will be great- 
ly reduced. It is an advantage to a retail 
jeweler to have as small a stock as he can 
carry, consistent with reasonable variety, and 
this stock should cover all the important 
sizes and grades of watches in demand. 
Some people like plain watches, others like 
watches slightly decorated, and others like 
extremely fancy watches. But three or four 
styles of a similar grade ought to about 
cover this demand. 

Above all things the dealer’s goods should 
be guaranteed as to their quality and the 
service they will give. The watch buyer 
wants satisfaction. He may apparently be 
influenced by appearance, but in the end the 
buyer of a watch expects to get one: which 
will keep accurate time and give him good 
service for years to come; nor does he 
want to pay high repair or upkeep charges. 
And if the buyer is disappointed in these 
things he is not going to patronize the 
jeweler who sold him that timepiece. 

Selection of a watch stock by the retail 
jeweler is extremely important. It should 
not be dictated by offers of cut prices or 
long terms, as those are just the induce- 
ments which may cause an excessive inven- 
tory and ultimate failure. It should receive 
careful thought by the owner of the store, 
and the one thing which should be kept 
upper-most in the mind of the jeweler is, 
that in order to build up business for the 
years to come, he must have satisfied cus- 
tomers, and must sell goods which will so 
please his customers that they will return to 
him, rather than go elsewhere. 

Our warning against too great variety in 
cases and dials is not meant to put a damper 
on the sales efforts of the jeweler. It is « 
very good plan for a retail jeweler to bring 
ou the idea of an extra watch; ulso of a 
modern, stylish watch. There are many 
men who could well afford to have two or 
three, or even half a dozen watches; and 
there is an actual use for two or three 
watches, A man might have very beautiful 
thin dress watch to wear in the evening, a 
heavier and stronger watch to wear during 
his ordinary day’s work, and a strap watch 
for use in the woods, on the golf course, or 
at sporting events. 

Similarly there are many men carrying 
watches today which are heirlooms. Natur- 
ally these watches will be kept, but they are 
really too large and heavy for everyday use. 
Such men should be encouraged to buy mod- 
etn watches. 

The same reasoning holds good with the 
ladies, although they do not need much urg- 
ing to get them to purchase an up-to-date 
timepiece. 

An energetic retail jeweler will do well to 
advertise and push his sales along these 
lines. Watches make beautiful gifts and 
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there are reasons for having more than one 
watch and for having an up-to-date watch; 
but we still believe that some jewelers are a 
little inclined to over-stock just because of 
the great variety in cases and dials now on 

the market. 
(Signed) De Forest Hucparp, President, 
Elgin ‘National Watch Company. 





Why Watch Springs Break 





N a recent issue of the Scientific Ameri- 

can a brother watchmaker brings up the 
time honored question of “Why watch main- 
springs break.” And, while his theory is 
interesting, and is as good as any, it is not 
conclusive. The subject of the breaking of 
watch springs has interested horologists and 
other scientists since the first watch was 
made, back in the days of the Nuremburg 
eggs; and many theories have been advanced 
thereon, 

One of several well defined facts which 
bear on this fascinating subject was that 
springs would, on an average, break from 
two to three hours after being wound up, 
irrespective of whether wound at night or 
morning. It was thought that the first slid- 
ing movement relieving the stress of the 
fully wound spring, caused the spring to 
jump, and sometimes break. 

Another universal fact noted among 
watchmakers was that more springs would 
break during the months of July and August 
than in all the other months of the year 
combined, or during so-called dog days, or 
in weather characterized by low barometric 
pressure, high humidity, and during days 
of marked electrical energy. The great 
number of springs breaking under these con- 
ditions have caused watchmakers to order 
special quantities of springs for this season. 
This phase of breaking, would seem to point 
to static electrical conditions. 

Want of proper lubrication has been an 
important factor in spring breaking. For 
the past 30 years we have been using clock 
oil for oiling mainsprings of watches and 
chronometers with marked success, hy re- 
ducing the breakage at least ten per cent. 
Our American watch and clock oils are the 
finest made, being obtained from the jaw 
of the porpoise or blackfish and highly re- 
fined. The viscidity of these oils is remark- 
able, and will, under favorable conditions, 
lubricate for three years. The Swiss and 
al] other foreign oils are made from olives. 
These oils soon become gummy and worth- 
less for fine work. Perfect lubrication not 
only reduces the breaking of springs, but 
makes it possible to obtain equality of motive 
power for the finest timekeeping. 

Rough handling has been a fruitful cause 
for spring breaking. Winding springs into 
their barrels by the fingers, forming kinks 
and future breaks. Rust spots have also 
been noted where breaks had occurred. At 
the present time all good workmen use a 
simple winding machine, which winds up 
the spring and places it properly in the 
watch barrel or shell. 

For many years all the watch and chro- 
nometer springs used in this country were 
imported, mostly from Switzerland. Dur- 
ing the early eighties Washburn and Moen, 
a large wire making concern of Worcester, 
Mass., put on the market a unique main- 
spring with radically new features. The 
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spring temper was not obtained by the heat 
process, but by being rolled to the proper 
dimensions. These springs looked all right 
and would rarely break, but they would set, 
that is, would not open out, but remain 
partly coiled, the piano wire temper not hav- 
ing proper resilience. These springs showed 
a cross section high at the center and slight- 
ly thinner at the edges. It was claimed 
that capillary attraction would cause the 
lubrication to work to the center or bearing 
portion, 

About this time or, to be exact, in 1886, a 
wei! known watch company which had been 
using Swiss mainsprings for all its watches, 
and having become dissatisfied with annoying 
delays in getting springs, particularly with 
the great variations in quality, and a poor 
system of gauging used by the Swiss, com- 
menced experiments, both mechanically, as 
to process, and chemically, as to various 
steels and alloys. Finally it equipped a 
special plant for making mainsprings. There 
has been such an advance in producing spe- 
cial steels for various uses that all indus- 
tries using steel have been greatly helped 
thereby. This has been particularly true of 
the manufacture of mainsprings by this 
company, 

The specifications for the steel of springs 
for watches are severe. First the steel must 
be homogeneous; it must be highly ductile 
and tough; it must harden at a low tem- 
perature and must, after its various work- 
ings, have a long, fine, silky fibre; lastly, it 
must take a fine finish and even color. 
With all these requirements fulfilled, and 
keeping pace with new ideas and a perfect 
system of gauging, it would seem that all 
American watches should have American 
mainsprings. The company referred to, 
used the unit system of putting up springs 
for the trade, each spring being coiled into 
a brass wire clamp, properly oiled, and 
enclosed in a separate envelope with the 
specifications of width and thickness, in 
centimeters. Their smallest spring is .090 
centimeters wide and .008 centimeters thick. 
The largest spring is 2.50 centimeters wide 
and .048 centimeters thick. The watch 
movement for the smallest spring has a 
diameter of the size of a silver 10-cent 
piece, 

The concern also makes a patent resilient 
mainspring for high-grade watches; the 
inner half is coiled as usual, but the outer 
half commencing near the center, forms a 
1everse curve of large proportions. As this 
spring is wound into its barrel, or shell, the 
outer half becomes reactive, furnishing 
motive force at a time when the ordinary 
spring is at its weakest point, 

In some of the late models of American 
watches, using American springs, it is not 
unusual for one to run for 47 to 52 hours, 
which gives a large margin of reserve force, 
which helps wonderfully in maintaining the 
close rates of our finest watches. 

I have not gone into the processes of 
mainspring manufacture as most of the 
formulae are of a private nature, having 
been worked out by years of experiment and 
expense. And while I have not thrown 
much light on the old question, “Why watch 
mainsprings break,” I trust I have added 
something to the fund of general informa- 
tion for those interested in mechanical 
arts. 
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[Answers are also solicited from our readers to the questions published on this page.] 


No attention paid to 


Question No. 3966.—Working and 
Soldering White Gold.— We have always 
had considerable difficulty in melting, roll- 
ing and soldering white gold. We shall be 
greatly obliged if you will advise us on the 
following points. 

No. 1—We have purchased of reliable 
manufacturers, white gold that was assumed 
to be first class. The original bar would 


work very nicely, but in remelting, we 
would often experience trouble due to 
cracking. Why is this so? 


No. 2—We also make up white gold with 
the white gold alloy furnished by refiners, 
but such bars often crack when we roll them 
down. Is this caused by incorrect methods 
of melting and casting and if so, what would 
you suggest as a suitable method of melting 
and casting white gold? 

No. 3—In soldering heavy, white gold 
rings, the solder joint will often show up 
yellow or pitted in the final finish and will 
often break apart, when we round up the 
ring on the mandrill. How can this be 
avoided? W. B. & Co. 

ANSWER—No. 1—Assuming that we have 
a white gold bar that will roll down satis- 
factorily without undue cracking and we are 
able to make the desired articles, it would 
appear that such gold could be remelted; 
that is to say, the clean scraps and clippings 
could be remelted and used for new stock. 
But if we attempt to remelt filings, we 
shall assuredly have trouble. By using the 
following method, we may remelt white 
gold clippings and obtain a clean ingot. The 
clippings must be clean and free from im- 
purities. If filings seem to cling to some 
of the clippings, they should be placed in 
a beaker and washed free of filings; boiling 
in C. P. Nitric Acid will remove any un- 
alloyed base metals and is recommended 
in this case. After thoroughly washing to 
remove traces of the nitric acid, the 
cleaned clippings may be placed in a clean 
graphite crucible or at least in such a 
crucible that is used exclusively for melt- 
ing white gold. The clippings should be 
reduced to the smallest possible bulk and 
then covered with boric acid to prevent 
oxidation while melting. It is also a very 
good idea to weigh the clippings previous 
to placing in the cricible. At a high heat, 
the zinc will volatilize and while the boric 
acid cover is intended to prevent this, it is 
not always wholly efficient. If the ingot 
and beads do not check up with the original 
weight, enough C. P. zinc should be added 
to make up the loss due to volatilization, 
and also a slight excess should be added, 
which may best be judged by the loss in 
volatilization caused in the first melt. The 
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point that calls for careful observance, is to 
keep the zinc content constant. 

No, 2—In making up white gold with 
the white gold alloy which is furnished by 
refiners, the fine gold should be cut into 
small pieces and placed in the bottom of the 
crucible. Then the alloy should be placed 
on top and the whole covered with boric 
acid to prevent oxidation. Some of the 
gas fired furnaces will not melt the white 
gold alloy alone, but when it is placed in 
a crucible together with the gold, the gold 
will melt first and then form a dissolving 
action which reduces the white gold alloy. 
A high heat is desirable in making up 
white gold and with the proper cover of 
boric acid, it is quite possible to melt such 
metal and lose very little zinc by volatili- 
zation. There is another point in the mak- 
ing of!.white gold that some workmen fail 
to observe. The chances of making a 
workable bar are much greater with large 
lets of metal than with very small lots. 

In rolling down such ingots of white 
gold, it is always advisable to roll to 
about one-half or one-third the original 
thickness before annealing. Also under no 
conditions can white gold be hammered, as 
we do with the yellow or green golds. 

After annealing the white gold bar should 
be allowed to cool in the air, as water 
cooled white gold is liable to breakage or 
fine cracks, In pickling such gold, it is 
best to use a pickle composed of water 
nine parts and hydrochloric acid one part 
and this pickle should be used in a por- 
celain dish as the regular copper pickling 
pan will cause a deposit of copper on the 
gold which will subsequently work into the 
gold and cause trouble. 

No, 3—In preparing white gold rings 
for soldering, they should be: formed as 
nearly round as possible, previous to solder- 
ing. In the case of heavy, cast rings, proper 
manipulation of the mold may be employed 
to produce a ring that is practically round, 
which will require very little work to finish 


properly. Rolled stock, which has _ been 
die-struck requires shaping on the ring 


bender to complete the full round of the 
ring, and this shaping should be done -as 
accurately as possible, previous to solder- 
ing. Solder may be obtained on the market, 
that will match 18 karat white gold quite 
well for color. There is no secret method 
of soldering white gold; use plenty of borax 
paste and flow the solder thoroughly. 

In this connection, there are many cases 
where a white gold ring can be welded to 
good advantage. For instance; a one piece, 
die struck ring may be formed to a full 
round, then a thin piece of the same gold 
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is applied to the joint and quickly welded 
by means of the oxy-hydrogen torch, 

Question No. 3967.—Rating Electric 
Clock.— ] wish you would give me a sug- 
gestion in rating an electric clock. We 
moved this clock, taking off pendulum first; 
in so doing, a white scaly powder peeled off 
the back of the pendulum. The pendulum 
has a brass front and appears to have had 
a lead base. I have lowered the bob as 
far as possible, but it still has a three- 
minute gaining rate per day. 

Is it possible to put the same amount of 
coating on the back again and so correct 
the rate. It ran very well before this coat- 
ing came off. 

Any information you can give me will be 
greatly appreciated. N. E. D. 

ANSWER.—The white, scaly powder, which 
you say peeled off the back of the pendulum 
was probably an oxide of the metal of which 
the back is composed. The backs of such 
pendulums are usually made of zinc. It is 
possible that the back is made of lead or 
tin.or an alloy of various metals, but zinc 
is usually used for such purposes. In the 
coarse of time such metal will oxidize, 
either through atmospheric conditions or 
some chemical reaction that will produce 
the white powder which you have observed 
and in this case, is, no doubt, zinc oxide. 
It is quite obvious that, whatever the cause 
of the reaction which produces the oxide, 
metal is used up in the process and when 
this oxide peels off from the back of the 
pendulum, a certain amount of weight is re- 
moved, thereby producing the gaining rate 
which you have observed in the time. 

We would suggest that the simplest 
method of correcting the rate, would be to 
add small shot until the rate is brought 
within the limits of the regulator nut, .3 
the pendulum bob is usually hollow, you 
can drill a small hole in the back and at 
the top of the pendulum bob. Then add 
a few small shot and observe the rate for 
a few hours. Repeat this addition of shot 
as required until the rate is within the re- 
quired limits, then you should be able to do 
the final regulating by means of the nut. 

Question No. 39678.—Recovering Pure 
Silver.—] recently melted up a silver vessel 
which was supposed to be solid silver; now, 
I think it contained much soft solder. The 
silver was granulated and reduced with 
nitric acid. A dense, white precipitate 
formed which will not filter off. How can 
I recover the silver from this solution? H. 
a ¢ » 

ANSWER.—The silver vessel probably con- 
tained tin and lead, either as soft solder or 
as a filling. When tin is dissolved in nitric 
acid the tin is converted to metastannic 
acid, which is very difficult to remove by 
filtration. The easiest method for you to 
follow would be to allow the solution to 
settle for about a week, which should leave 
a fairly clear solution. If a tall slender jar 
is used, the results will be best. Then pour 
off all of the clear solution possible and 
filter the small remaining part. If you add 
C, P. sulphuric acid, diluted, to the clear 
solution, the lead will be precipitated as 
lead sulphate and can then be filtered off. 
When you have obtained a clear solution 
by the above methods, then add dilute hydro- 
chloric acid to precipitate the silver as 
silver chloride, which can be easily con- 
verted to silver metal. 
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The German Clock Industry 





HE German clock industry has turned 

almost entirely to factory production in 
the past 50 years, although certain wooden 
clocks such as the “cuckoo” are still made 
by hand. Although the home clockmaker 
has been able to hold his supremacy to some 
extent, the fact that most of the operations 
in the manufacture of clocks can be per- 
formed on machines has made clock-making 
a factory industry, which has sprung up 
where generations of skilled hand-craftsmen 
had plied their trade in the towns and vil- 
lages of southern Germany, principal among 
which are Schwenningen on the Neckar 
Villingen in the Schwarzwald, Schramberg 
in Wuerttemberg and Freiberg in Silesia. 

Definite and precise operations have been 
assigned to each worker and the opportunity 
of training cheaper female labor for the 
majority of the operations has reduced pro- 
duction costs considerably as compared with 
the time when all operations were performed 
by hand by male labor. As an example ot 
the development of factory production the 
Wuerttembergian Schwarzwald district is re- 
ferred to in a recent consular report received 
by the Department of Commerce. The 
census of 1882 recorded 23 plants in this 
district, employing a total of 1095 workers, 
an average of 47 for each plant. Official 
statistics later than 1907 are not available 
but in that year there were 41 plants operat- 
ing in the district and employing 7,520 
workers, or an average of 183 workers in 
each plant. It may be assumed that the 
tendency towards centralization in the past 
fifteen years still further has reduced the 
number of factories and increased the num- 
ber of workers per plant. 

In 1913, the well known factory of 
Schlenker and Kienzle had 2,200 workers, 
of which 1,500 alone were in the plant at 
Schwenningen. The Hamburg-Amerikanische 
Uhrenfabrik in Schramberg had _ 1,400 
workers in their Schramberg plant and one 
of the oldest firms, Friedrich Mauthe 
G.m.b.H., a leading concern in the German 
clock industry, had 2,000 workers in 1913. 

Official production figures for the German 
clock industry are not -available.- The -total 
preduction of clocks in 1913 has been esti- 
mated at about 7,000,000 for the entire in- 
dustry, with a value of 40 million gold 


marks, Three of the largest firms are said 
to have produced the following quantities: 
Clocks 
Gebrueder Junghans ................ 2,000,000 
Hamburg Amerikanische Uhrenfabrik.. 1,200,000 
ee *240,009 





*Wall clocks only. 


It must be remembered that the average 
production of a small plant with one fore- 
man and two workers is about 2,500 clocks 
per year. The importance of the introduc- 
tion of machinery and factory methods for 
the German clock industry may thus be 
estimated, 

Naturally the largest part of the produc- 
tion is exported and only a smaller quantity 
remains in Germany to satisfy the demands 
of the home market. 

Imports of clocks into Germany have been 
quite negligible as the domestic clock in- 
dustry is able to supply all the demands of 
the German market with a very small part 
of its entire production. Imports of clocks 
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are shown in the _ following table: 
RU iis eue sikisasaes 24 metric tons 
a CE ROE oe 26 metric tons 
PROG boas sees ase bee's 11 metric tons 
PEE aiero:ad.0 ere wala walheete 17 metric tons 
POPs saws acne csckans 8 metric tons 
SOS Faineecaweeaeee eae 9 metric tons 


It may be assumed that the clocks im- 
ported into Germany were certain types of 
astronomic, physical, and other precision 
clocks which are not manufactured in Ger- 
many. The average value of one metric 
ton of these imported clocks in 1913 was 
17,140 marks, whereas the value of one 
metric ton of German clocks exported in 
the same year was only 2,940 marks. 

The following table shows the exports 
of clecks from Germany in the years 1912 
to 1923 inclusive. The figures given under 
the heading “Total” are larger than the 
aggregate of the figures given for the single 
countries of destination, because only the 
most important countries of destination are 
included : 


Exports oF CLocKs FROM GERMANY | 
Metric Tons. 
1923 


1921 
— Jan. 
Country of to 
Destination 1912 1913 1920 mol 1922 Nov. 
Belgium ...... 343 364 184 175 476 278 
Denmark ...... “. 1385 282 164 283 321 
Alsaice Lorraine. ... ... 88 3 25 - 20: 
Pens ce cee 384 415 437 154 514 176 
Great Britain.. 1,298 2,190 1,386 951 2,460 2,191 
Netherlands .... 451 445 755 560 943 781 
ee 280 S26 ts. are selec 
Bane States... te tee 9 29 65 75 
Sweden ....... woe 178 269 84 130 194 
Switzerland ... 306 276 468 163 .182 244 
I fed s'a-5 60% eos 106 181 66 123 129 
Dutch Indies... ... 85 143 72 132 197 
Argentine ..... 401 441 289 86 295 390 
ae. ee 554 647 232 649 852 345 
OM ik osis 6,631 7,126 5,595 3,903 8,045 8,390 


Great Britain has always been Germany’s 
best customer for clocks before and after the 
war, taking roughly twenty-five per cent of 
her total exports. It is understood that the 
largest part of these clocks are re-exported 
from Great Britain to the British colonies. 

Next in importance are the Netherlands, 
which also re-exports the clocks bought from 
Germany. The three largest direct ,con- 
sumers are the Argentine, the United States 
and Denmark. Important markets are also 
in the following countries: China, Japan, 
Finland, British India and Brazil. Finally, 
each taking only a comparatively small 
quantity every year, but as an aggregate 
adding largely to the importance of the Ger- 
man clock exports, come the Saar district, 
Italy, Norway, Austria, Czechoslovakia, 
Roumania, Turkey, Egypt, British South 
Africa and Canada. 

Germany’s exports have revived since the 
war period and in 1923 they exceeded in 
weight any preceding year. Of course it is 
impossible to state the value of exports in 
the post-war years in view of the continuing 
currency depreciation. 

The following table shows Germany’s ex- 
port trade in clocks in the first eleven months 
of 1923 


TAUUAEE, nance secs ccvrepecasleie 951 metric tons 


DOPUREY coc cscs sslessecenes 543 metric tons 
RPI rectors cree ra 709 metric tons 
MINE bi Gieow cise taseeeees'e 823 metric tons 
NT eatin as ss ralatens aes win siatntore 737 metric tons 
MUNA Gals asin eo wrse cheweraaial a eae 727 metric tons 
RN a0 3s peat oso asa oles, 00ecB'e'm oie 822 metric tons 
pS ORE re ee a ee 546 metric tons 
OMENS ks ven oo cecleeeteeeee 745 metric tons 
SINR 6.5.5.5, c aioe le: ecclec earn wi a.o'niaie 834 metric tons 
MR MNRI oS pi ara era as Re oo cee 954 metric tons 


Several markets have been lost to the clock 


155 





through increases in tariffs, 
but thus far it has always been able to offset 
any losses in the volume of business through 
a corresponding increase in other markets 


industry etc., 


and in other styles. The German clock in- 
dustry produces really two distinct classes of 
clocks, one a cheap clock with cheap works 
for low priced stores, native stores, etc., and 
the other a high priced and valuable prod- 
uct with excellent wood work, mechanism, 
and durable finish. The actual medium 
priced and well finished clock as produced 
in the United States is not in great evidence 
in the German production at present. 

The industry has also to a great extent 
shown the German adaptability to the exact 
demands of the foreign buyer, creating prac- 
tically any styles and shapes for specific 
requirements, even in small quantities. It 
is chiefly due to this elastic policy of manu- 


facture that the German clock industry 
owes a large volume of its business. The 
German manufacturers knows that the 


foreign buyer wants certain styles and makes 
them, realizing that an increase in price is 
easier to obtain than a change in the strict 
fashions prevailing ‘with the buyers. It 
must also be remembered in this connection, 
that quite a number of cheap imitations of 
well. known. American brands have ap- 
peared in foreign markets like China, etc., 
and have taken a considerable volume of the 
trade from the American product, which has 
often been marketed at considerable adver- 
tising expense, 

Recently rumors have been circulating in 
Europe to the effect that the German clock 
industry was at a standstill, that production 
had ceased and that there were no stock on 
hand. An investigation conducted among ex- 
porters, manufacturers and trade associations 
has proved the opposite to be the case and 
that the German clock industry has been 
less affected by the Ruhr occupation and the 
adverse political, economical, and exchange 
situation than the majority of other German 
industries, Production itself on a weight or 
value basis has in no way decreased, although 
certain specific changes have been caused in 
the marketing methods, prices and markets, 
as well as the different styles exported to 
the different markets. 

The inland market ‘itself has been heavily 
affected, however, so that a number of former 
clock dealers have turned to the buying and 
selling of various precious metals, gold, sil- 
ver, platinum, etc., and precious stones, a 
practice that was unheard of in this connec- 
tion in Germany before the war. Manufac- 
turers, however, have hardly been affected by 
the loss of this trade, since it has been more 
than offset by the increase in exports. A 
small revival of activity in the inland mar- 
ket was reported during the Christmas 
season, 1923, but at present the inland market 
must be considered negligible. 

Most clock factories are operating at more 
than their prewar capacity and since the 
stabilization of the German currency a 
further improvement has been noticed. Many 
of the plants have been able to increase their 
efficiency through re-equipping their plants 
during and shortly after the war. 

Orders are on hand in most factories for 
several] months ahead and some of the largest 
factories are reporting unfilled orders placed 
before September 1, 1923. 


This explains, of course, why stocks are 
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low and why there is no evidence of dis- 
tressed merchandise or job lots. Formerly 
it was quite easy to buy larger job lots of 
clocks from the manufacturers, arising from 
rejected or returned shipments, cancelled 
orders, etc. However, for some time there 
has been hardly any evidence of such job 
lots, and jobbers who used to receive regular 
offers for such merchandise from time to 
time from manufacturers, say they are not 
able to find such merchandise on the market. 

From some _ smaller factories in the 
Schwarzwald a reduction of working hours 
is reported. This, however, applies only to 
Saturday, where the factories were only 
working from 4 to 5 hours a day under regu- 
lar conditions. No cutting of working 
hours has been reported from any of the 
larger factories. 

Prices have even been increasing since 
the stabilization of the German currency, 
whereas they have been showing a slow but 
distinct downward trend in most other in- 
dustries. A clock priced at 85 cents for ex- 
port from January till September 1, 1923, 
was increased to 95 cents on that date, which 
means an increase of 12 per cent. Since 
Nov. 1, 1923, the prices have been increas- 
ing again, so that the clock quoted in above 
example would now be invoiced at $1.05, or 
at a price 23 per cent. above the level of 
January, 1923. 

Of course, the price development has not 
been uniform in all factories and wide 
spreads in price have not been unusual. 
However, most of the larger manufacturers 
united in the “Wirtschafts-verband der 
Deutschen Uhren-Industrie, Donaueschin- 
gen,” follow the discounts officially fixed by 
their organization. It may be taken as 
indicative of the strong situation of the 
manufacturers against the German exporters 
and the foreign importers and also as a sign 
of the large number of orders still on hand, 
that this increase in prices in foreign cur- 
rencies has gone into effect during a period 
of general price reduction, 

Germany may never be a market of any 
importance for clocks manufactured in any 
foreign country. It will continue to be of 
considerable importance as a competitor in 
many markets of the world, and hitherto 
there has been no indications that the prices 
of German clocks have reached the world 
level or are even approaching it. 

A. Foos. 


Smile Awhile 





“Advertising,” said the ad writer, “is 
for me, nothing but perpetual motion, I 
write them and get paid.for writing them, 
my wife reads them, and I then pay for 
them.”—Fudge. 

x * * 

Mike—“This is a great country, Pat.” 

Pat—“And how’s that?” 

Mike—“Shure, th’ paper sez yez can buy 


a foive-dollar money order for three 
cents.’—San [rancisco Examiner. 
x * * 
Children at home hear and understand 


more than parents realize, the Moundridge 
Journal believes. The teacher of a Sun- 
day school class recently asked: 

“What is the most wonderful thing a 
man ever made?” A little girl replied, “A 
‘living for a family.”,—Kansas City Star. 
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Methods of Cleaning Watches 





FOR the cleaning of fine watches, the 

following methods are employed, which, 
provided the necessary precautions are taken, 
are found to give satisfactory results: (1) 
Washing with soap; (2) washing with 
benzine or ether. 

With both methods thorough cleansing is 
conditional on the perfect removal of oil and 
dirt, without smearing them over the gilt 
work with the brush, for this is certain to 
result in the spoiling of such parts. We will 
consider both methods more closely. 

Washing With Soap 

In employing this method the soap, with 
the aid of warm water and a soft brush 
must be applied to all the parts of the 
watch and then, with the aid of the brush, 
the dissolved oil and dirt thoroughly re- 
moved. The watch parts must then be 
rinsed in hot, clean, clear water, immersed 
in 95 to 97 per cent. alcohol, to accelerate 
the drying and then dried out in boxwood 
or popular wood sawdust. Finally, the 
parts must be lightly brushed with a clean, 
dry and soft brush, in order to impart 
brilliancy to the gilding. 


Washing With Benzine and Sulphuric 
Ether 


In washing with soap, the oil on the works” 


and watch parts, after soaping has rendered 
it soluble, is rinsed away by means of the 
hot water, present in copious quantity. Ben- 
zine and ether, however, possess the property 
of dissolving oils and grease directly, just 
as water dissolves salt or sugar. The dis- 
solving capacity is increased, it is true,. by 
increased temperature, but in their cold con- 
dition, is so large, that the heating of benzine 
or ether, on account of the danger with 
which the warming of these fluids is at- 
tended, is obviated. Owing to their solution 
of the oil found on the works of every 
watch, the benzine or ether bath soon be- 
comes dirty, which can be recognized~ by. 
the color. Both fluids, in a clean condition, 
are clear as water and leave no spot if 
applied to clean white paper. Pure benzine 
evaporates completely, leaving no residue. 
Only when it contains more or less oil in 
solution will a drop on clean paper leave 
a grease spot. 

Pure benzine is perfectly neutral, free 
from acid. fCulphuric ether, which, like 
benzine, possesses the faculty of dissolving 
oil, often contains more or less acid, so that 
a spring or any other steel part left in it 
overnight may be all rusted and useless the 
following day. Benzine is preferable to 
ether, if only on account of its freedom from 
acid, 

The chief requirement for the protection 
of the gilding in both processes is cleanli- 
ness. Clean hands, clean brushes and clean 
tissue paper, with which the gilded parts 
must be handled, as well as pure benzine and 
dry rags are necessary in order to preserve 
and protect the gilding. Even in repairing, 
the gilded parts should be touched only by 
scrupulously clean hands. Nothing is more 
detrimental to the beauty of the gilt work 
than the sweat of the hands and oil. Pure 
benzine has not the least ill effect on the gilt 
work and in non-injuriousness is not in any 
way inferior to soap and water for washing. 
When once used, however, it becomes more 
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and more contaminated by the dissolved oil. 
When this is revealed by a slight turbidity, 
the benzine must be used no longer for the 
cleansing of gilt parts. 

For the sake of economy, therefore, it is 
best to use two benzine baths, immersing 
the parts to which oil adhere, the barrel, 
winding wheels, etc., first in the benzine 
already used, and after allowing the oil time 
to dissolve, giving them time to drip clean 
before transferring them to the clean ben- 
zine. If this precaution is observed, benzine 
will never injure the gilt work. 

A “smeared up” brush is just as unfit for 
brushing out a washed watch as dirty 
benzine is for washing it. 

Before beginning to clean a movement, 
clean the brush by rubbing it vigorously on 
a piece of chalk, until it is full of that sub- 
stance. Then take a piece of very dry white 
bread and brush the chalk completely out 
of the brush by rubbing it on the bread. The 
dirt on the bristles of the brush is by this 
means transferred to the bread and the treat- 
ment with chalk and bread is continued until 
the bristles are perfectly white and neither 
smear nor create dust. 

As soon as a layer of dirt appears on the 
bread it must be cut away until the surface 
remains clean. It is best to impart to the 
bread a saw-tooth surface, the edges thus 
created facilitating the cleansing. 

Cleaning the brush does not contribute to 
the cleanliness of the hands, so the next 
thing to do is to wash them; then take the 
watch parts separately from the benzine in 
a clean linen cloth (an old, clean handker- 
chief or the like) and dab them off with it. 
Begin with the larger parts, so that the ben- 
zine remaining in the screw-holes -will have 
opportunity to evaporate before the brushing 
begins. Then brush the watch -parts off 
gently with the clean brush and they will 
look as though newly gilt. 

A washed brush will almost always cause 
smears, just the same as an oily brush. Care 
must, therefore, be taken never to allow a 
brush to come in contact with oil. Slight 
traces of oil can be removed by means of 
the chalk process described. 

As stated above, the most scrupulous 
cleanliness must be observed in repairing as 
well as in cleaning. If the gilt work has 
suffered in repairing, it will not be bettered 
by cleaning, whether washed in soap water 
or benzine. 

If my opinion is asked as to which is the 
most desirable method, I believe I -should 
give preference to the benzine method on 
account of its economy and_ quickness. 
Where washing with soap is resorted to alco- 
hol of the purest quality and highest per- 
centage must be used. The more often it 
is used the more water it will contain and 
the slower it will evaporate. 

I may remark, in closing, that denatured 
alcohol cannot be used for cleaning. To 
render it unfit for drinking purposes gumlac, 
rosin and other substances containing acid 
are mixed with it, so that a cleaning fluid 
prepared with its aid will smear, 

Finally, a word about the benzine cans. 
The lids must be ground to a close fit and 
close tightly. A cheap can, with an ill- 
fitting lid, will prove in the end an expensive 
investment as it will allow the benzine to 
evaporate unhindered.—Leipziger Uhrmacher 
Zeitung, 
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UNITED STATES PATENTS 


Issue of July 29, 1924 


1,502,771. BELT BUCKLE. Nicketas C. Govis, 
Seattle; Wash. Filed Oct. 11, 1922. Serial 
593,754. 6 Claims. 


A belt buckle embodying a clasp member; a 
gripping member pivotally mounted upon said clasp 
member, said gripping member having a projecting 
thimble; means to releasably secure said gripping 





member to one end porticn of a belt; and a recess 
in said clasp wherein said thimble may be pro- 
jected, and’ releasably secured. 


1,503,799. FINGER RING FOR CROCHETING. 
Heten R. Rees, Portland, Oregon. Filed 
July 10, 1923. Serial 650,592. 3 Claims. 

In a finger ring for crocheting, the combination 
of a ring, a stud, an ornamental nut on the stud, 
thread guiding means between ring and nut, said 





thread guiding means comprising two convex disks 
of different diameters, the larger of said disks hav- 
ing oppositely located holes near the periphery, 
and a compression spring between the disks and 
the nut. 


1,502,840. ELECTRIC CLOCK. 
Bearp, Chester, Pa. Filed Sept. 
Serial 504,398. 7 Claims. 

In mechanism of the class described having a 
master clock provided with a commutator, a suit- 
able source of electric current and a_ secondary 
measuring device energized by said source and 
through said commutator, in combination in said 
secondary measuring device, a pair of electro- 
magnets adapted to be alternately energized and a 
rotating armature having a plurality of poles, said 
combination being characterized by the following 
cycle of operations: first, the moving of an arma- 
ture pole by one of said magnets into a position 
to be exerted upon by a maximum force by said 
magnet; second, the holding of said position for 
an interval of time; third, the moving away of 
said pole from such position by the other magnet, 
and simultaneously with said third operation, the 
moving of another pole into a position to be exerted 
upon by the first of said magnets with a force 
less than the maximum, said simultaneous operation 


Cuartes L. 
30, 1921. 
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being caused by the action cf the second magnet 
moving an armature pole from a position in which 
said second magnet exerts a force on said latter 
pole to a position in which it exerts a maximum 
force upon it; fourth, the moving of the second 

















wrape 
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ew 


said pole by the first said magnet intoa position 
of maximum force thereon, from which point: said 
magnets continue to act upon said armature poles 
in the manner of the above cycle. 


1,502,899. CUFF BUTTON. Samuer F,_ Ber- 
NARDINI and Paris Detta Casse, Cudy, Pay 
Filed March 17, 1924. Serial 699,649. 2 
Claims. a ; 

In a cuff-button, a male part and a female part; 

a substantially cruciform retaining member secured 

to said male part, the longitudinal stem pf sai¢ 


saga ' ‘ 
retaining member extending, considerably beyond thé « * 
cross-arms thereof; an aperture provided in said 








female part engaged by said retaining member; 
rectangularly disposed notches provided in said, 
female part for engagement by said rétaiging’tiei~ 
ber; spring operated means to hold said™fefaining 
member in said notches against rotation, and a 
sleeve element positioned within the female mem- 
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ber and closely engaged by said extension of the - 


retaining member. 


1,503,008. CIGARETTE AND MATCH BOX. 
ANTONINA RysBicky, New London, Conn. 
Filed October 26, 1922. Serial “597,023. .1 


Claim. 

A package of cigarettes and matches including a 
main box, a cover hinged thereto, a relatively small 
match receptacle extending along one ‘wal of, the 
box, thereby leaving a cigarette compartment ‘to 
one side thereof, said match receptacle being hinged 
at one end to the side of the box to which the 
cover is hinged and having its oppogite,,end’ in 
close proximity to the opposite side of the box and 
open for the removal of matches, the top wall 


> 





of said receptacle at its open end béing formed 
with a finger notch, and a pair of tapes connected 
at one end to the top and bottom faces respectively 
of said match receptacle and at cpposite ends 
respectively to the cover and the hbottem of 
the box, whereby upon raising the lid, the matches 
are raised to an accessible position, while the 
cigarettes remain undisturbed in their compartment. 


1,503,097. BRACELET WATCH. Joseru Davina, 


Brooklyn, N. Y. Filed April 30, 1923. Serial 
635,505. 2 Claims. 


As an article of manufacture, a bracele.-watch 
encasement of the character designated, comprising 
with 


a basic watch-works holding section formed 


, 
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bracelet-attaching means, a bezel section mounted - 
thereon, a combined crystal and dust plate inter- 
posed between said bezel section and the watch- 
works holding section, and. a retractile illusory 


A, 
A) m 


ya 





cover plate mounted on said bezel section, sub- 
stantially in the manner and for the purpose set 
forth. 


1,503,104. CLOCK ESCAPEMENT. James P. 
ARMSTRONG and JosEPH V. ARMSTRONG, Lan- 
caster, N. Y. Filed June 29, 1922. Serial 
571,587. 14 Claims. 

In an escapement mechanism, the combination of 

a pivoted oscillatory member, means for imparting 

_power to said member at intervals to cause the 

same to turn in opposite directions, an oscillatory 


Z i 














weighted member which moves about a different 
pivot than said first-mentioned oscillatory member, 
and a connection between said oscillatory members, 
whereby each member imparts movement to and is 
moved by the other member. 


1,503,112. VANITY CASE. Curistran A. 
Buscuam, Irvington, N. J., assignor to C. A. 
Buscham Mfg. Co., Irvington, N. J. Filed 
Sept. 10, 1923. Serial 661,925. 4 Claims. 

= A vanity case including a case bottom having 


~a hollow top hinged thereto at one side, a well 


in said case bottom for the reception of a cosmetic, 
a cosmetic receptacle fitted on top of the case 
bottom and having rectilinear sliding connection 
with said bottom, said receptacle forming a cover 





for said well when slid inwardly and being housed 
in the top upon closing of the latter on’ the case 
bottom, and an arcuate stop fixed on said case 
bottom to limit the movement of said receptacle. 


1,503,230. CUFF FASTENER. Tuomas ALBERT 
Davis, Paris, Ill., assignor of one-half to Orion 
Sims, Paris, Ill. Filed October 24, 1923. 
Serial 670,510. 2 Claims. 

A cuff fastener, consisting of a male member 
comprising a head, a hollow stem and a pair of 
spring jaws arranged in and extending beyond 
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said stem, a female member comprising a head and 65,341. JEWELRY BOX. Maurice J. KARPELES, London, England. Filed May 28, 1924. 
a hollow stem having a seat to receive said spring Providence, R. I. Filed June 18, 1924. Serial 
jaws and a slidable stem mounted in said female 


— % 
A 


Ye 


member and having a head to engage and expand psanintetiste - Front View 
said jaws and lock said members in engagement. 


1,503,338. BUCKLE. Lowrett W. SHIELDs, ind Ba Te, es Serial 9,732. Term of patent 7 years. 
Rochester, N. Y., assignor to Hickok Mfg. Co., 9,895. Term of patent 14 years. 
Inc., Rochester, N. Y. Filed June 23, 1923. 65,3422, JEWELRY BOX. Mavrice J. Karpetes, 
Serial 647,325. 6 Claims. Providence, “R. I. Filed June 17, 1924. , 

In a buckle, a buckle frame comprising a front UNITED STATES TRADE MARKS 
plate having marginal rearwardly and inwardly i [The following trade-marks have been adjudged 
turned portions, and a back member embodying a ' FES Ft GAS entitled to registration under the Act of Feb. 20, 
back plate having side flanges along two edges Dp Es tS ee ' 1905, “oy wie oe in compliance with Section 

6 of said Act. 








Trade-Marks Registered July 29, 1924 

Ser. 146,864. (CLASS 2. RECEPTACLES.) 
SAMUEL BucHusBAauM, doing business as S&S. 
Buchsbaum & Co., Chicago. Filed April 28, 
1921. 





formed with outwardly turned lips abutting the 


rear face of the front plate and received under Uke 4 ca ee 
the marginal inwardly turned portions. "re =a 
1,563,367. HINGE FOR VANITY CASES. em 
Wituiam G. Kenpatt, Newark, N. J. Filed a : 
Dec. 13. 1922. Serial 606,659. 2 Claims. Serial 9,887. Term of patent 14 years. 
A device of the character described comprising 65,343. BADGE OR SIMILAR ARTICLE. 


a receptacle, a plurality of covers therefor, each Lucius L. Kinwar, Ocean Park, Cal. Filed 
of said covers being formed with a bead and a Particular description of goods.—Jewelry Cases. 
flange, a plate carried by the receptacle and having Claims use since March 18, 1921. 


Trade-Marks Published July 29, 1924 


187,090. BAGS, HAND BAGS, VANITY BAGS, 
VANITY CASES. Morris, Mann & REIL Ly, 
Inc., Chicago. Filed Feb. 4, 1924. Serial 
191,778. Published May 6, 1924. 

187,091. VANITY BOXES. Harriet Husparp 

7 Ayer, New York. Filed Jan. 31, 1924. Serial 

a tongue on each of its ends, and a wire carried ee ee ee f " 191,517. Published April 29, 1924. 

by the bead on each of said covers and adapted arc , 1923. Serial 5,336. erm of paten Soa RO ’ On 

for engagement with its respective tongue of said 14 years. re a eo hype orig ALBERT Lage ne 

aii Sin ie Sialnnaeinin Bid - >nta — — ; o., New York, doing business as La Societe 
plate to pivotally secure the covers to the receptacle. 65,346. FINGER RING, Lucien E. Livsey, Albert Berger et Cie., Goetzenbruck, France. 

1,503,445. BRACELET. Grorce D. Harrison, Brooklyn, N. Y., assignor to Barnett Esh, Filed Feb. 9, 1924. Serial 192,059. Published 
North Attleboro, Mass., assignor to Providence operating under the name of Kaspar & Esh, May 20, 1924. 

Stock Co., Providence, R. I. Filed January 


15, 1924. . Serial 686,274. 6 Claims. 187,239. FOUNTAIN PENS. Joun Lenn, doing 

In a bracelet end connector, a slide formed of a a as Ajax — Co.,. Philadelphia, Pa. 

band encircling the bracelet and having its ends \ Filed March 6, 1924. Serial 193,342. Pubh- 
\) 
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lished April 29, 1924. 


187,275. JEWELRY BOXES. L. Hetrer & Son, 
Inc., New York. Filed March 5, 1924. Serial 


‘ (©) : 193,284. Published May 13, 1924. 


New York. Filed May 27, 1924. Serial 9,715. Business Troubles 


Term of patent 3! years. 


65,352. PENCIL. Jesse E. Roacu, Los Angeles, Tha Cc - ee 
Calif. Filed April 25, 1923. Serial 5,939. The Roy Co., Toronto, Ont., has executed 


an assignment. 


formed fcr interengagement and disposed in sub- f B. R. Busby, Denison, Tex., has been ad- 

stantially a common plane, and a removable con- ; judged a bankrupt. 
nection between the slide and the bracelet end. ii . s ‘ 
J. C. New, Petersburg, Ill., has filed a 
DESIGNS voluntary petition in bankruptcy. 

65,330. RING. Cunarres J. Directs, New York, An assignment for the benefit of creditors 

assignor to Dieges & Clust, New York. Filed | has been executed by the East & West Gift 
Shop, Denver, Colo. 

Richard Schacht, Spokane, Wash., is re- 
ported to be in bankruptcy. The assets are 
said to be worth $3,700 and the liabilities 
$5,000. 

T. E. Epting, Columbia, S. C., has been 
petitioned in bankruptcy. The assets are 

March 26, 1924. Serial 9,070. Term of Au given as $33,000 to $40,000 while the liabili- 
patent 3/2 years. at ties are appreximated at $50,000. 
65,362. MONOGRAM MEDALLION _ RING. z The Irving Art & Gift Shop, Chicago, is 
Cuartes T. Wittstein and Francis H. Witt- in bankruptcy. According to a voluntary 
petition filed by the firm, the assets amount 
to $3,000 and the liabilities $8,000. 

An involuntary petition in bankruptcy has 

been filed against Hays Bros., Jasper, Ala. 
stein, Newark, N. J. Filed May 29, 1924. Term of patent 14 years. The assets are placed at $3,000 while the 
Serial 9,749. Term of patent 14 years. 65,351. WATCHCASE. James Rercnenaerc, liabilities are approximated at $7,500. 
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